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ATKINS 


SAWS 


A Message to Hardware Dealers 
and Hardware Buyers 


SILVER 
STEEL 





Unless you are stocked with Atkins Silver Steel Saws 
and make daily sales of them, you will never know how 
profitable they are, and you owe it to yourself to find 
out something about these scientifically made, easy- 
running, fast-cutting saws that make friends for you. 


Most any kind of a saw will cut and you can sell a few 
now and then on your reputation, but the results you 
achieve are not satisfying, therefore, why not sell 
Atkins—the saws that bring repeat orders, the saws that 
stay sold, the saws that are known the world over as 


“THE FINEST ON EARTH” 








town. 





Write today for our complete new catalog and plans 
for making your store saw headquarters in your 














E.C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 


Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory. Hamilton Ontario 
Machine Knife Factory, Lancaster N.¥s 


Branches Carrying Completo Stocks In The Following Citheas 


Atlanta New Orleans Seattle 
Memphis New York City Paris. France 
Chicago Portiand,Ore. Senn: N. S.W 
Minneapolis San Francisco ancouver, B.G 























Circulation of this issue, 19,000 copies 
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What a wife Sally is! 


No wonder they call a fellow's wife his 
“better half! Just look at the way Sally had 
helped him all the way along. Somehow, 
through her, just the people he needed to know, 
he always did know. Just the impression he 
wanted his home to make, it always did make— 
because of Sally. And now, with the members 
of his firm and their wives invited for dinner 
to-night, the table is perfectly appointed, even 
to the last salad fork and orange spoon. Sally 
again! 
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Sally’s husband buys silver— 
Does he know your store? 












HEN the man comes to think of silverware in terms of 

the home—when he realizes that the proper amount of 
silverware and the right kind of silverware mean more com- 
fort and better equipment for entertaining ; when he takes pride 
in his silverware because it helps to make him proud of his 
home and his wife—when the man wakes up to all this, then 
he becomes a silverplate customer ! 













You'd like a few such customers, wouldn’t you? Silent cus- 
tomers perhaps, not doing so much actual buying but urging 
their wives to buy. The 1924 advertising of 1847 Rogers Bros. 
Silverplate is reaching the man as well as the woman. 






For advertising and display helps that will help 
attract attention to your store write Sales Promo- 
tion Department, International Silver Co., Meriden, 
Conn, 


‘yt .- 3 7 Silverware Week, May 12-17. 


PAPEL NAL ECUNAL SITLVI 
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2114 Carroll ‘Ave.* 


V & B Hammers 
Sell by the 


Thousands— 


Drop forged from special analysis 
steel in positive dies—individually 
tempered and tested—uniform in 
shape and performance—V & B 
Hammers have an established popu- 
lar demand—thousands every year. 


The non-slip claw (3) is specially 
designed to firmly grip any size nail 
from brad to spike, and the shape of 
the sweep provides for maximum lev- 
erage, with least effort, when pulling. 
The extreme ends of the claw are 
ground as thin as practical for pry- 
ing. 

The sides of all V & B nail hammers 
are carefully crowned to prevent 
denting wood in matching flooring 
and wainscoting, and the face (1) is 
crowned to prevent marring of 
woodwork when driving. 


The binding eye (2), which is 
forged smaller at the center than at 
the ends, acts as a positive lock to 
hold the handle tight and secure. 


Only the best of second growth white 
hickory is used for handles (4), 
which are designed to give just the 
right hang and balance to the 
hammer. 


Stock them—it pays! 





=e Chicago. iil. U.S.A. 
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EVEREADY 


Radio Batteries 


-they last longer 


The Eveready Radio “A” Battery 
EESPLN bie chia oy te 





Radio Batteries 
-they last longer 


Here the forces of electrochemistry are concentrated in 
durection—to the filaments ll 
—aeeieaee: = = 





will astonish you by its 


Battery that gives life to your phones or loud 
. The better the “B™ the 
speaker oo Battery you use 





meen foned of re oa ee 

. . to save ta 
Eveready gives you the right Battery The Eveready "B™ Batery No. 964i & reel of 
‘ about the same as the smallest flat “B’ Battery but 
for every Radio use wall at more than Fwnce as lng and cont oly 
For maximum economy use Eveready “B™ Bat 

VERY Eveready Radio Battery represents thirty of battery 

E experience bear Eveready represents sion of dollars po nas Lm ——e six types and sizes, for 


invested in men, methods and machinery. Overseeing Eveready 
science. 


veready chemists and scien’ constantly for ie. a 
substances, better combinations, of improved treatment of Eveready The Eveready “C” Battery & 


materials. To standardize Eveready serviceability, batches 
of Eveready Batteries are daily performance tests The Eveready “C™ Battery No. 771 is one of Eveready's 
well over a year’s tume. important contributions to economical, satisfying 








most 
To bé certain of battery satisfaction insist on Eveready Radio radio operation 

Batteres—they last longer. Apphed to the grid of amplifying tubes the Eveready 
NATIONAL CARBON COMPANY, inc. New York and fae Prancieco onan nanan hie Best rau che water 
iA . tne. ork sometimes tri its hfe. sf umproves the natw 
Headepaarier s for Raadme Barter) ator marion alness of making the s a : 
ee ee The Eveready “C™ can also be used as a filament bat- 

aren ore © Rate Owwmen Meme Coren Co. te. Thomgeu ond Maniey Seven. Long deed Coy WY ” tery in portable sets and as a “B™ Battery 



































This is one of a series of Eveready Radio Battery advertisements now appearing in leading national publications 


Presenting the Eveready family 
to each radio buyer 


ACH Eveready Radio Battery is outstandingly the best of 
its type. Moreover, they are all of one family and each one 
has its particular and distinctive duty to perform. 


All radio batteries you sell, whether,““A,” ““B” or “C,” can 
and should be members of this justly celebrated Eveready 
Radio Battery family. 


Behind it stands the greatest battery organization in the 
world for research, development, manufacture and distri- 
bution. Ahead of it lies ever-increasing demand, and ever- 
growing profits for dealers. Ask ‘your jobber. 


NATIONAL CARBON COMPANY, Inc., New York—San Francisco 
Headquarters for Radio Battery Information 
Canadian National Carbon Co., Limited. Factory and Offices: Toronto, Ontario 










Radio Batteries 


~ they last longer 


























— 
Bee ARS 





ARR esi $e RS ES 


* 


SRO 





March 13, 1924 HARDWARE AGE 








< a tig 
SF CN 


“HERE'S WHY I RECOMMEND 
ATKINS 227 SAWS 


TO MY FELLOW HARDWARE DEALER” 


A GOOD ONE FROM ENGLAND 


M. LITTLE, WINNER 
Secretary, L.H. TURTLE, LTD. 


Here is a winner from England, and he certainly has some good reasons why he would 
recommend Atkins Saws to his fellow hardware dealer. It would be well to read his letter 


carefully as he brings out some very good pointers. 


E. C. Atkins & Co., 

Indianapolis, Ind. 

Gentlemen: 
“Here’s Why I Recommend Atkins Saws to My Fellow Hardware Dealers:” 
I’m in business to make a good name and a good profit by selling good 


tools. 

In the saw line, Atkins Saws are “top notch.” 

Atkins Saws also show a good profit, and what’s more—you are sure of it 
because the price is maintained. 

You have the Atkins Company backing you with a “Money back if not 
satisfied” guarantee to your customers. 

The Atkins Company will circularize any customer you desire if you for- 
ward the names and addresses. Further, they create easy sales for you by ex- 
tensive advertising and are always pleased to provide you with plenty of 
literature and posters, etc. 

I always feel “cocky” when showing an Atkins Saw, because 

Firstly: It is a saw with a “character” and a “grip” about the handle like 
that of a “pal.” 

Secondly: I can tuck the tip through the handle and let it fly back and then 
hand it to the customer to cast his eye down it, knowing full well that it will 
be true as a die. | 

Thirdly: I like to show what a fine cut you can take owing to the taper 
grinding from back to front and tip to heel, thus allowing “little set’ on 
teeth—and to show how even the set is. I like to watch the customer’s face 
when I run a needle down the teeth from heel to tip. 

It’s a job to know where to stop when writing or talking about Atkins 
: Saws, so forgive me if this letter is too lengthy, but take my tip and start 


selling them. 
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Yours faithfully, 
L. H. TURTLE, LTD. 


M. Little, Sec’y. 


gh y BS a cat a CUES y ¥ 


$10.00 FOR ONE AS GOOD 


We will be very glad to pay $10.00 to anyone writing a letter as good as the above on our contest 
“Here’s Why I Recommend Atkins Silver Steel Saws to My Fellow Hardware Dealers.” Our only re- 


quirements are that the letter be written on the stationery of the dealer with whom you are connected, 


and that the dealer handles Atkins Saws. 
Address all communications to Contest Editor, c/o E. C. Atkins & Company, 


) pi A FEW POINTERS ON ATKINS 
Non-Breakable Hack Saw Blades 


Our Non-Breakable Hack Saw Blades are made with the usual hard edge, but with a soft back that 


< 


If we accept your letter for publication, you win $10.00. 
Indianapolis, 


i etn SRR ELE 


Btw 


practically prevents breakage. The edge is tempered so as to 
insure a cutting capacity equal to all-hard blades. Therefore, 
while the blade will cut fully as fast and hold its cutting edge as 
long as the all-hard blade, the liability to break or snap off is 
entirely eliminated. Every dealer should have a good supply of 


these blades on hand. 


VAANAANWNASISSNY: “47 KINS ALWAYS AKEAD" 
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Says the keen 


Hardware clerk: 
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KESTER SOLDER 
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KESTER Acid-Core SOLDER » 


1 Ib. cartons—1, 5 and 10 Ib. spools 


10 cans, about \ Ib. each to carton 
100 cans to case 








KESTER Rosin-Core SOLDER 


1 Ib. cartons—1. 5 and 101b. spools 
18 inch sticks in 5 Ib. boxes 





Manufactured by the 


CHICAGOSOLDER COMPANY 
4205 Wrightwood Ave., CHICAGO 





Direct Factory Representatives 
DAVIES-ELY CO. LOUISJ.ZIESELCO. ff 








New York City San Francisco 
Boston, Mass. California 


THE FAUCETTE-HUSTON CO. 
Chattanooga, Tenn. 


They Sell Themselves” 


“YES, Ma’am, you certainly can use 


Kester Metal Mender. It’s so simple, ‘it 
requires only heat.’ Oh no, I wouldn’t start to 
explain how you might solder with the old 
kind; it’s too complicated and uncertain. But 
with Kester Metal Mender you can solder many 
metal things in your home, from roof to cellar. 
And the jobs will be permanent and neat. 


“It’s great how women take to this small 
package of Kester Solder. They’ll pick it up and 
say, ‘Why, here’s something I can use — isn’t 
it?’ They buy it with the same confidence as a 
bar of soap—they’re sure of being able to use it. 


“They take pride in their success and as 
they become still more familiar with Kester 
Metal Mender, they see more opportunities for 
its use. Many of these uses have grown so that 
the repeat sales show a real turnover. 


“And on the repeats no sales effort is 
necessary—‘they sell themselves’.” 7 


March 13, 1924 
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Mills: 


Xenia, Ohio 
Cincinnati, Ohio 


H&A “Blue Heart” Manila Rope 


HARDWARE AGE 


Reputations come hard 
and go easy—protect yours 


Building up a reputation is a slow process. And 


every good business man knows that by selling a 


single inferior article he endangers his whole repu- 


tation for selling good products. 


Are you perfectly sure of the quality of the rope 
you sell? If not, you can be. For it is an easy 
thing today to make certain that you are selling 
a rope that will meet the complete approval of all 
who buy it. The way to do that is to untwist the 
strands and look inside. 


H. & A. “Blue Heart” Manila Rope has a distinc- 
tive mark of quality — that quickly-recozgnized blue 
thread marker in the center between the strands 
(not on the outside). This sure identification not 
only makes it easier for you to Sell the first time, 
but gains permanent customers for you as well. 


It is a guarantee of rope spun from pure, long 
manila fibre by skilled rope makers, rope that will 
wear longer and deliver without fail the strength 
you have a right to expect. 

You can depend, too, upon H. & A. “Red Heart” 
Sisal Rope, spun from pure sisal fibre by the same 
skilled rope makers. 

Build a permanent rope business in your terri- 
tory with the well-known H. & A. brands. 


THE HOOVEN & ALLISON COMPANY 


‘‘Spinners of fine cordage since 1869’’ 
Xenia, Chio 


Mills: 





Trade Mark Reg. U. S. Pat. Office 


© 1924, The Hooven & Allison Company 


North Kansas City, Mo. 
Covington, Ky. 
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The Head of the 


Whenever you find Hardware 
Men discussing the “Toy Busi- 
ness,” inevitably Janesville is 


favorably mentioned. 


Janesville was the first to adver- 
tise the coaster wagon to the boy 
and his parents and we like to 
think that in doing so, we were 


and are of some aid in opening 


Janesville Line 


up a big market for the Hard- 
ware Retailer. 


The enduring Quality that orig- 
inally made the wagon popular 
is still the most potent factor in 
sales, not only on the most com- 
plete wagon line now being 
shown, but in Scoots and 
Skudder Car, the latter being 


exclusive with us. 


Janesville Products Company 


Janesville, Wisconsin 
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er eh here AP hes name “KIDDIE”? is a registered trade’name and is the exclusive / 
ee ene * proy erty of the H. C: WHITE CO., when applied to juvenile vehicles. 




















wi ; 
The latest arrival in 
White’s “KIDDIE” Vehicle 
Family 
January ist, 1924 
* 6 Ee GRE PLGA ORE GRR 
so 4 
THE NEW “KIDDIE-KAR” BY WHITE lr) 
No. 124—List Price, $4.50. No. 125—List Price,$5.50. 
Equipment and Features: 
1. EASY RUNNING: Bronze Bushed bearings 6. WIDE AGE RANGE: Designed with high 
front. Roller bearings rear. knee clearance, long seat and wheel-base, de- 
2. DOUBLE DISC STEEL WHEELS ELEC- veloping maximum age range in each car. d 
TRICALLY WELDED, 7. STRENGTH: Metal gear, embossed, rein- 
3. TIRES: Best grade live rubber. forced and electrically welded. A_ liberal 
4. SAFETY TO CHILD: No spokes in wheel margin of strength at every point. 
to pinch fingers or toes. Without projections 8. FINISH: Baked enamel and heavy polished 
b or metal parts ~. a the child. nickel throughout, 
, 5. SAFETY TO RNITURE: Imitation 9. TROUBLE PROOF: Bearings are completely 
moulded rubber eatin No corners of metal assembled and lubricated at factory. Noth- 
that injure furniture, ing to get out of order. 
The advance bookings for the new “KIDDIE-KAR” Regular already assures the 
whole-hearted endorsement of the trade. 
H. C. WHITE COMPANY, North Bennington, Vt. 
oo and “KIDDIE” Vehicles 
TRADE MARK 
New York ‘aa Office—Fifth Avenue Building Sy 
Oo} SG 
On these pages of 





WHITE’S “KIDDIE” FAMILY ALBUM 


will appear each month items of interest to dealers about the various members of White’s “KIDDIE” Family of Juvenile Vehicles. 
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an Oar Blade” 


The above string of large bass was caught by Mr. H. L. 


Williams, of Columbus, Georgia. 


The smallest weighed 614, the largest 934 pounds. They were caught 
in a few hours’ casting with a Shimmy Wiggler. 

How many of you boys who read this have ever caught bass like these— 
bass as long as an oar blade? How many of you have thrown back three, 
four and five-pound bass just because you didn’t want to spoil a good pic- 
ture—just “put the little ones back” to give them a chance to grow up to 


bass worth catching? 


Mr. Williams runs a large mill in Columbus. It would have been easy 
for him to step out in the mill, pick up a chunk of wood, and “roll his own”; 
but he is an expert angler and his wide angling experience has got him sold 


lock, stock and barrel on 


Al Foss Pork Rind Minnows 


When he goes fishing he does not 
carry around a trunk full of nonde- 
script lures, but uses Al Foss lures 
exclusively. If you want to take 
strings of large bass, you cannot do 
better than follow his lead. 


A word of caution, however— 


The sensational success of Foss 
Pork Rind Minnows over the past 
eight years has brought the inevi- 
table flood of imitations. 


An imitation of a patented lure is 
not the genuine and unhampered 
product of an angler who has hit 
upon a fish-getting lure after years of 
experimenting along original lines. 


An imitation is the result of some- 
one’s observing the phenomenal sale 
of some other man’s lure, and then 


sitting down and trying to figure out 
not a lure that will catch fish but a 
lure that, while evading the other 
man’s patents, will still have enough 
of the appearance and general char- 
acteristics of the successful lure that 
it will catch anglers’ dollars! 

The “action” of a Foss Pork Rind 
Minnow is the result of a delicate 
combination of weight, shape, bal- 
ance fore-and-aft, placing of spinner 
and method of attaching pork rind 
—-also the shape, thickness, weight 
and tapering of the pork strip itself. 
To duplicate a Foss Minnow’s ac- 
tion, which depends on all these, 
would mean to exactly reproduce 
the lure in every particular. This 
is prohibited by patents. So it is 
impossible to duplicate the fish- 
get-ability of these lures. 


Be sure you get the genuine “original, undiluted, aged-in-the-wood” 
Al Foss Pork Rind Minnows this year—and use with them the real Al 
Foss Pork Strips. If your dealer cannot supply you, send direct to 


AL FOSS 


Originator, Patentee and Manufacturer of the Pork Rind Minnow 


1728 Columbus Road 


Cleveland, O. 















SHIMMY 
WIGGLER, 
% or % oz., $1.00 


45e—Bass, Musky 
and Fly Spinner 
sizes 


ORIENTAL 
WIGGLER, 

% or % oz., $1.00 

All Red, All White, 

or Red and White 





LITTLE FGYPT 
WIGGLER, 
Weight, % oz., Tie 


Mr. Dealer.—The above full page advertisement is appearing in all leading consumer magazines. 
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The New 


Liberty Twin 




















Twin Cylinders 
Light Weight 
Direct Drive 

Bosch Magneto 
Zenith Carburet or 
Motorcycle Control 




















No Other Rowboat Motor 


Combines all these Features! 


Bosch Magneto— Zenith Carburetor —twin cylinders—no 
vibration—light weight—direct drive—lots of speed—easiest 
motor to carry ever built! A motor that no other dareor can 
follow—that drives your boat where’er ’twill float—that 
neither weeds, shallows nor hidden obstructions can stop or 
damage—the on/y motor that gives you 100% use of your 
boat! No other compares with the wonderful new 





The direct drive, in itself, is an achievement that stands alone in outboard 
motor designing. Tested by thousands of users over a period of four years, 
it has proven its superiority over all vertical and so-called “tilting’’ motors. 
Four years ago we challenged other builders to follow us through weeds, 
shallows and over sunken obstructions. That challenge has never been 
accepted and still stands. 


Bosch Magneto 


The world’s standard ignition system. Magneto is mounted on a rocking 
cradle, specially designed by Caille and Bosch engineers, and gives a uni- 
form hot spark at any speed. The best ignition system money can buy. 
Backed by 2,100 Bosch Stations for quick service if needed. 


Dealers! This Motor Sells 


Its many advantages are so apparent you don’t have to argue a prospect into buying a Caille 
Liberty Twin. Every desirable feature that may have appealed. to him in other motors is 
incorporated in this master motor. And you'll not have to service it, either. If the custome 
should ever experience ignition trouble just refer him to the local Bosch service station. If 
carburetor trouble should ever develop, the local Zenith service station will remedy it. You 
make a liberal profit on every motor. That profit stays in your cash drawer. You don’t have 
to discount it to cover free service charges. 


Handle the Entire Caille Line 


Provides a motor to meet every purse and every fancy as regards types. But you'll find the 
Caille Liberty Twin will be your leader by a wide margin. Good territory is going fast. 
Hundreds of dealers are giving up franchises on other motors to handle the Caille. Don’t 
delay. Send for discounts and your territory right now. Use the coupon. 


THE CAILLE PERFECTION MOTOR CO. 
6236 2nd Boulevard Detroit, Michigan 


CAILLE 


PRONOUNCED “‘CAIL’’ 













fs ae 





TheSingle-Cylinder Liberty 
Dee Motor ese Proved the 
irect-Drive Principle 00 
complete with battery ig- $85 
nition. Same principle as the Liberty 
Twin but of single cylinder design 
and very moderately 
priced, 










Use This Coupon! 








RowboatMotors 








The Caille Perfection Motor Co. 

6236 2nd Boulevard, Detroit, Mich. 
Gentlemen: Please send me complete details 
on your Caille Liberty Twin motor and dealer 
discounts. 





Firm Name 
Address .. ...... 


2 ee 








Have you previously sold 
outboard motors?............ aieliliihde alin ici onnbiact 


What territory desired ?.................-....----...-000 
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Everything in wheel goods is 
found in “The Pioneer Line” 
—Autos, Hand Cars, Ex- 

press Wagons, Tot Bikes, 
Coaster Wagons, Scoot- 
ters, etc, etc. 





ina 












| ASK FOR NEW 








No, 56 Line No i111 
The popular line of Tubular Velocipedes. Disc Wheel Hand Cars are in demand. Built 
Kelly handle bars, bicycle spoke wheels. strong. Easily operated. High grade finish. 





PIONEER 
COASTER 











“The Line that Sets the Pace” 
Balmy Spring Days are just “round the cor- 
ner”. Children will want Automobiles, Coaster 
Wagons, Velocipedes, Tot Bikes, Hand Cars and 





Nos. 1DR, 2DR, 3DR and 4DR 


This wagon has no superior in construction 
and finish. Large rubber tires, double disc 
wheels, extra braced body and hand brake. 


| TOT 





BIKES | 









No. 32 


The Gendron line of Tot-Bikes includes 9 
numbers. Disc and wire wheels. Some ball 
bearing. Extra wide rear axle. Can’t tip over. 
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No. 69RBD 

Most complete line of autos. Forty different 
numbers. This line has no equal for new features 
and snappy appearance. 


Scooters. 

The most sales come to the dealer with the 
best selection—the most up-to-date line—the most 
attractive displays. 

See the Gendron line. It “sets the pace” in 
sales, profits and turn-over just as it “sets the 
pace” in new models, new features and unexcelled 
finishes. : 

Write for our new prices and catalog. 

Sold everywhere by best jobbers. 


THE GENDRON WHEEL CoO. 
727 Superior Street Toledo, Ohio 








SALES ROOMS 


Kaufman, Levenson & Co., 7 E. 17th St., N. Y¥. C. 

Lynn & Rutledge, 605 Equitable Bidg., St Louis, Mo. 

W. J. Reilly & Co., 51 Portland St., Boston, Mass 

Geo. E. Dalton Co., 747 Warehouse St., Los Angeles, Calif. 

Geo. E. Dalton Co., 180 New Montgomery St., San Francisco, Calif. 











Geo. E. Dalton Co., Room 703, 1731 Arapahoe St., Denver, Colo 






NEW YORK TOY FAIR APRIL TOY FAIR 
Breslin Hotel Room 414-16 CHICAGO 
Fourth Floor Morrison Hotel 








| SCOOTERS | 





No. 110 
Roller Bearing 10-in. disc wheels, adjustable 
_—. There are eight numbers from which @ 
choose. 
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1864 SIXTIETH ANNIVERSARY 1924 





UNION 


BALL BEARING 


ROLLER SKATES 


A LANGUAGE SPOKEN BY 
YOUNG AMERICA 





and Understood by all Clever Dealers 





MANUFACTURED BY 


UNION HARDWARE COMPANY 
TORRINGTON, CONN,., U. S. A. 


NEW YORK OFFICE: 151 CHAMBERS ST. 
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Cleveland 




















“LOOK INTO IT” 


TRADE MARK REGISTERED 


The Patterson-Sargent Company 


Chicago 
Detroit 


New York Kansas City 
Long Island City Boston 





St. Paul 
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Alumos win championship 
at dealers’ shelf carnival 


Show remarkable speed 
skating off dealers’ shelves 


O OTHER skates in the world are made like 

the wonderful New Alumo Skates. Their re- 
markable performance on the ice wherever skaters 
use them is responsible for their equally fine sales. 


Points of superiority that 
build up sales 


1. Alumos are different—an entirely new type of 
skate, designed and built on an entirely new 
principle. The fine steel runner and aluminum 
body are inseparably molded together in one 
operation. 


2. Alumos are light in weight—the only aluminum 
skate. Markedly reduce weight on skater’s feet, 
making skating easier, faster and less tiring. 
Made of aluminum alloy that will not rust and 
takes a permanent finish. 


3. Alumos are strong—practically indestructible, 
because of the selected material and extremely 
accurate patented construction. 


4. Alumos are durable—no rivets or joints to col- 
lect rust, loosen or come apart. 


5. Alumos are fast—scientifically designed to give 
greater speed. 


6. Alumo skates are sold only on Alumo Skating 
Shoes—Alumo Skating Shoes, stylishly cut on 
original patterns, are made on lasts formed to 
fit exactly the curvature of the scientifically 
shaped heel and sole plates of Alumo Skates. A 
combination wonderfully comfortable and here- 
tofore unobtainable. 


7. Alumos are advertised. Well-planned advertis- 
ing is run at the height of the selling season to 
reach consumers., 


Send for catalog 


HUNDREDS of dealers already know the possi- 
bilities for profit in Alumo Skates. They have 
made money with them. So‘’can you. Get com- 
plete information for yourself. Ask your jobber 
about Alumos or write direct to us today for a cat- 
alog. This puts you under no obligation to buy. 
The catalog will be sent to you by return mail, 
postage paid. 


INTERNATIONAL DEVELOPMENT CO. 


Sole Owners Alumo Skate Patents 


Malden, Mass. 








Alumo Skates 
and Skating Shoes 
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—and they have a right to. Remington has 





Maybe it's target practice or a trip to the 
creek for old Mr. Muskrat. 


E, BREAKING DEATH GRASP 


ke ham. 


= 


Lefty, whittling shavings for the fire 
Or maybe it's opening a bottle, punching 


a hole in leather or tightening a screw. 


ak 


the Knife for Camp Life 


FROM REMINGTON— 


bout the first thing you see is a 


Remington Official Scout Knife. 
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Some knife—so good it is the “Official 
Knife—Boy Scouts of America.” A man- 
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earned their confidence. 
Remington Arms Co., Inc., New York City 


“a 5 . ” syn pag : 7 cal CN GY " Re a Ta ant oe ee Ai Sah, 

he Zz a a ra 1-< 99 ae ee ee ee le ™ a pe a aA 5 OST Se A See ek Soe een os Ppt a \ A: 
4. . + ‘ poeid es x PY toa oP haa ¥ igh X. . ei ee 5 EE Ses Boe Se Re bee i 
PS OL a eS ME Ry DTT ee eR: RE EE eS 


it 


size knife, an all-purpose tool, built for 


ay § 








. er ne ae - 
7 Sip bees hey $9 See 

r Ty tor Oe Se > wl 

Nigh Bit. Se mB SES aE PR. phe oy 


you 


il! 


emington— 


The Authority in Firearms, Amm 


“Official Knife—Boy Scouts 
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The youngster’s good will is a valuable asset to every merchant—Remington helps 


Catering to the boys’ trade is the modern merchant's method of laying a foundation for a 
to establish this. 


substantial .future business. 
Now is the time to feature rifles, 


of America. 
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Also Makers of Remington Cash Registers 
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No Half Cleaned Guns— 
They Cut Down Your Sales 


O you, perfect gun cleaning means 

business — better shooting, more 
success and enthusiasm, more gun and 
ammunition sales. Half cleaning brings 
the reverse. 


That quick, keen enemy of shotgun, 
rifle, revolver and pistol, the ruinous 
corrosion caused by powder residue, is 
always attacking. 


Hoppe’s Has No Substitute 


Your shooting customers must be 
kept on their guard and supplied with 
the right cleaning equipment. No 
make-believe or half-way methods— 
corrosion thrives on them. 


The one sure. way is the prompt and 
thorough use of Hoppe’s Nitro Powder 


Solvent No. 9. Removes all powder 
residue, metal fouling and leading. 
Prevents rust in any climate. Is not 
made with acids. Has no substitute— 
there is nothing like it. 


Sold Only Through the Trade 


For more than twenty years Hoppe’s 
has stood alone in keeping gun barrels 
clean and bright for the shooters of 
America. A positive assurance to you 
of sales and satisfaction. 


Your jobber will supply you. 


Write us for free Counter Display 
Case, instruction folders for your cus- 
tomers, and any special gun cleaning 
information desired. 


FRANK A. HOPPE, INC. 


For more than 20 vears the Authority on Gun Cleaning 


2314-H North 8th Street, Philadelphia, Pa. 


Eastern Representative: 


Edw. W. Simon Co., Inc. 
258 Broadway, New York City 





Western Répresentative: 
H. L. Bowlds, 217 Mason 


Opera House Bldg., Los Angeles, Calif. 
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NATIONAL BASEBALL WEEK 


PLANE lANELt 
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Ring these dates on your calendar as Double Oppor- 
tunity Days. 


Opportunity No. 1—A chance to win part of the 
$3,000 in cash prizes offered by The Chamber of 
Commerce of Athletic Goods Manufacturers for the 
best window displays of baseball equipment exclus- 


ively. 


Opportunity No. 2—A certainty that you will cash in 
on the trade stimulus created by this nation-wide event, 
if you tie up your window with some keen merchan- 
dising and advertising plan. 


Opening the league season will focus attention of the 
country on baseball, and your baseball window, 
backed up by judicious advertising, will focus atten- 
tion on your store as a dependable source of base- 


ball goods. 


Make your plans now to cash in doubly. Write to 
J. G. Taylor Spink, The Sporting Goods Dealer, St. 
Louis, Mo., for the official streamer you must use promi- 
nently in your window, shown in miniature at top 
and bottom of this page, and for special electros to 
use in your advertising. 


The Chamber of Commerce of 
Athletic Goods Manufacturers 








NATIONAL BASEBALL WEEK 
PLAY BALL 














The IRWIN Dit 


REG. U.S. PAT. OFF. 























O better acquaint hardware mer- 


chants with the selling merits of 
Irwin Auger Bit Sets, we are offering the 
Home Set of six bits at a special price. 
Only one set to each dealer. Mail the cou- 
pon on the next page for full information. 


The Irwin Home Set contains six Irwin 
Mainbor Auger Bits No. 62-T, sizes 4/16, 
6/16, 8/16, 10/16, 12/16 and 16/16. 


The Irwin Borcase is of an exclusive 
design, built of hardwood, mahogany 
stained, and equipped with a durable 
hinge and positive lock. 


THE IRWIN AUGER BIT Co. 
WILMINGTON, OHIO, U.S. A. 


The largest manufacturers of 
wood-boring tools in the world 





This handsome three-color 
counter price card sent free 
with the Home Set Special. 
The reverse side illustrates 
selling points about the set. 
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The Irwin Line of Sets offers oe Z|: heer 
an assortment of styles and sizes is —— 
for every need; the result of 
extensive investigation. 


Selling sets increases the vol- 
ume of your business on auger 
bits—requires little more effort 
than to sell a single bit—gives 
the customer a safe and con- 
venient method of protecting his _@»>— IZCE ———— 
assortment. EAZ= N BORCHEST 
> | =e LE SIX SET- 
The Irwin Containers possess AA We Ke _ eta 7 
great display value. 7 A\\ = eee — 








A full description of the com- Z : [ois Be 
plete Irwin Line of Auger Bit a eta ef oe 
Sets is contained in Catalog & . : | 
No. 1l. Mail the coupon below. 
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THE IRWIN AUGER BIT CO. 


Gentlemen:—Please send the following: 





[] Information on the Home Set Special — 50 . —= : 
IRWI1! CHES : 

Introductory cain eeiadiie dais « ; 
[J Catalog No. 11, containing the full line of ean 4 
the Irwin Bor Family. 5 
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HE “hunting season” on builders’ hardware was over forever when we 
devised the Russwin System (Reg. U. S. Pat. Office) of labeling our boxes 
and cartons. | 
You never have to search your shelves for a particular article, nor open a 
Russwin box to see what’s inside. One glance at the neat colored bar label 
tells you the article, style, material and finish. 
This unique system of labeling Russwin containers not only helps you keep your 
shelves remarkably neat and attractive and prevents duplication of goods when 
ordering, but enables you to put your hand imstantly on the article you want to 
show the customer, and makes Russwin Hardware as “trouble free” to sell as 


it is to use. | ; 
ONE O1734HI FIN. 9C 














“ . . F Y | 
To Russuin-tze is to Economize— poor 14702% RUSSWIN nr - : 


The Economy of the Best” 
INSIDE LOCK SET 


RUSSELL & ERWIN MFG. CO.. NEW BRITAIN, CONW., U.S. A. 


REGISTERED IN THE UNITED STATES 5 N 
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RUSSELL & ERWIN MANUFACTURING CO. 


ae The American Hardware Corporation, Successor 


New Britain, Connecticut 


San Francisco 
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HAT’S what you 
get in the Vichek 
Ball Pein Hammer. 


The Vichek 
process of tempering, different 
than any other, automatically 
results in a hard center and 


tough edge. 


That’s why we guarantee Vi chek 
hammers for life against chipping 
or breaking. An artisan may 
wear out a dozen handles but he 
will never wear out a Vichek 
hammer face! 


Balance is another point! The 
weight is distributed so perfectly 
a man can hammer the day long 
without becoming arm weaty. 


HARDWARE AGE 


In a Ball Pein Hammer You Want 
aHard Center and a Iough Edge 


The handle? Hickory, of 
course—second growth—tapered 
at the throat for lively “spring” 
and well turned and muscled in 
the body to provide a man’s size 


grip extremely comfortable to the 
hand that wields the hammer. 


The, hammer head? Drop 
forged of steel of a special Vichek 
analysis. 


All Vichek Tools are made 
by the most advanced process 
known to modern tool making— 
a process of exact science, infinite 
pains and constant attention to 
detail. They are fine tools, abso- 
lutely to be relied upon. 


Write for Catalog 


THE VLCHEK TOOL COMPANY, CLEVELAND, OHIO 


EASY TO SAY VELCHEK 


VLCHEK TOOLS 


MADE BY THE WORLDS LARGEST PRODUCERS OF TOOL KITS 
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Sells from January 


e & 


to December Inclusive / 










BATTERY CHARGER 


ERE’S the item that plays a year round tune on 
your cash register. Charges any auto or radio 


storage battery over night. Motorists need it during 
season. Radio fans always! . 





Features: 714 ampere capacity, practically noiseless, 


single adjustment, low replacement parts cost, light 
: weight, handsome appearance, unusual guarantee. _ 
Prices: List, $18.50; Dealers, $12.50 

: Lots of 5, $12.75; Lots of 10, $12.00 

: If you cannot locate a source of supply, write us. 


“Use ’Em Yourself to Sell ’Em” 


: Apco Manufacturing Co. 
Factory and Main Offices 
Providence, Rhode Island 
2 Canadian Factory: Export Office: 
Montreal New York City 
Branches Carrying Stock 
ATLANTA CHICAGO 


KANSAS CITY 
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ERE’S a line of clubs that will 

open a new source of profits 
for you this season. They’re clubs 
that are not affected by wet, damp- 
ness or climatic changes. 


The heads of Rustless Radite 
Metal are especially designed to co- 
ordinate with the Steel Shaft. No 
real golfer can swing them and not 
be SOLD, so wonderful is their bal- 
ance and rhythm. 


To help you “cash in” on this new line 
of clubs, we are announcing them in the 
March issue of all of the Golf papers. 
They will be ready for distribution about 
April Ist and it'll pay you to order a 
stock now. 

When you receive them, display them 
prominently in your store and windows. 
Call them to the attention of your cus- 
tomers. They'll surely prove to be good 
sellers, if you do. 

If you do not now sell MACGREGOR 
Goods, write us for our proposition and 
our catalog. 


The Crawford, McGregor & Canby 
Co. 


Established 1829 
Dayton, Ohio 


MACGREGO 
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ANNOUNCING a complete new line of 
_ New Perfection Kerosene-Burning Water 
Heaters which equal the service and satisfac- 
tion of gas—the greatest achievement since 
the introduction of the instantaneous heater. 


There is now available for the millions of homes without gas, a 
complete new line of kerosene- burning water heaters, equal in satis- 
faction, dependability and operating economy to the gas heater. 


The trade will instantly recognize the 
tremendous importance of this an- 
nouncement. There is a universal 
demand for an abundant supply of 
running hot water which heretofore 
could only be satisfied in homes hav- 
ing gas. Yet here is a remarkable new 
line of kerosene water heaters that 
opens up a bigger market than the 
sales of gas heaters ever offered. 


Not only do these new heaters pro- 
vide a dependable and economical 
service which you can stand behind— 
not only do they insure you liberal 
net profits—but in addition they will 
create more prospects for water sup- 
ly systems, now that the problem of 
ating the water has been solved. 


Thermostat and “Stay-Hot”’ 
Tank are New Ideas in 
Kerosene W ater Heaters 


A thermostat that automatically turns 
the flame out when the tank is full 
of hot water and a storage tank which 
keeps the water hot for 36 hours after 
the flame is extinguished, are new and 
revolutionary ideas in the kerosene 
water heater field. 


Of equal importance is the applica- 
tion of the powerful Giant Superfex 
Burner to the heating of water. It is 
the only oil stove burner made which 
gives the quick, intense heat of gas. 
These big new features place our kero- 
sene burning water heaters on a par 
with gas, for the first time. 


Complete Line Meets 
Every Need 


The three New Perfection Water 
Heaters, pictured here make up a line 
that meets every need. The No. 431 
*‘Stay-Hot” Heater is the finest kero- 
sene heater ever offered. The No. 
421 “Side Arm’ Heater is of the 
same high quality and heating effici- 
ency but is designed for use with the 
ordinary 30 gallontank. Both models 
are equipped with the Giant Superfex 
Burner; copper coils; thermostatic 
shut-off and two oil reservoirs. 


The No. 412 ‘“‘Side-Arm” Heater is 
the most efficient, dependable and 
satisfactory heater in the popular 
priced field. Heats water just as quick- 
ly as the No. 421. It has two New 
Perfection Blue Chimney Burners of 
the improved, double-wall, double- 
draft type. They are easy and quick 
to light, always clean and dependable. 


Complete Sales Cooperation 


Behind this new line are 25 years of 
experience and the resources of the 
world’s largest maker of oil burning 
devices. New Perfection oil burners 
are giving daily satisfaction in more 
than 4,500,000 homes. 


Write for complete catalog and prices. 
The field is wide open — be the first 
to get established in this great busi- 
ness. We will be glad to cooperate 
with you in every way. 


‘\. =‘ THE CLEVELAND METAL PRODUCTS CC 


‘. 7790 Platt Avenue 


Cleveland, Ohio 


ie. be Also makers of New Perfection Oil Cook Stoves, 
%, Ranges and Room Heaters. 




















Here is the “Big Giant” oil burn- 
er which has made possible this 
great new water heater achieve- 
ment. In the two years since its 
invention it has proved a tre- 
men success On more than 
100,000 of our highest 
quality New n 


ranges. 
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mail this coupon today for complete catalog and prices 
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The “Stay-Hot” 


















































E Storage Tank 
aon 

ge AFTER the thermo- 
oe stat has automati- 
ie cally turned out the 
ee flame, this new 
ss “Stay- Hot” Heater 
a No. 431 (shown at 
oe the left) keeps water 
oe at clothes-washing 
ah heat or above for 6 
He hours; at dish-wash- 
ve ing heat or above for 
is 13 hours; at bath 
aS heat or above for 36 
e hours. 























Side Arm Heater No. 421 


The finest side arm kerosene water heater made. n 4 $e 
Equipped with heavy cast bronze header with special ss a a 

heat collecting fins and connected directly to the 42 we ops 
foot triple copper coil; double insulating jacket 
around coils; Giant Superfex Burner; dual thermo- 
static shut-off; rigid adjustable legs; two one gallon 
reversible oil reservoirs. 


Heats plenty of water for washing or 
shaving in 5 minutes—for dish-washing 
in 10 minutes—for a bath in 30 minutes. 






























“Side-Arm” Heater No. 412 


A heater that is without an equal 
in the popular priced field. Equip- 
ped with four cast iron heating 
units; double insulating jacket; two 
of the new improved double draft 
Blue Chimney burners; a one gal- 

lon, reversible oil reservoir; 

rigid frame with adjustable 

legs. Heats water as quick- 
ly as the No. 421. 









































The Thermostatic “Stay-Hot” 
Shut-Off It turns out the flame Heater No. 431 A complete outfit, consisting of the new 


automatically when the tank is full “Stay-Hot” tank (copper bearing steel, 30 gal. size); a 28 foot double 
of hot water. Used on Heaters No. copper coil in center flue of tank; Giant Superfex Burner; dual ther- 
431 and 421. mostatic shut-off; two one-gallon reversible oil reservoirs. 


Heats an abundance of water for washing or shaving in five 
minutes—for washing dishes in 10 minutes—for a bath in 30 minutes. 


PERFECTION 


Kerosene Water Heaters 
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5 New 


Features 


That help sell this stove 








Greater “Seo 
Lower “cosT° 
New *"tze™"Design 
New “tno Shelf 
New “axse" Shelf 
Roomierwener Top 
Instantly Sit teven 
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‘She 1924 Improved 
Glue Chimney New Perfection 


To the trouble-proof dependability that has made the Blue Chimney 
New Perfection a favorite in four and a half million homes today, 
this new improved model adds even quicker heat and greater fuel 
economy. 

Announced only last fall, its moderate cost, complete equipment and 
attractive design and finish have already established a market for this 
stove, that no other stove approaches at its price. 


Two, three and four burner models now ready. 








New Blue Chimney Burner 


Faster - More Economical 

The remarkable increase in cooking heat and the 
greater fuel economy of this burner, are due to 
its double-wall, double-draft construction. 

The picture above shows how the EXTRA volume 
of air drawn in through the small holes around 
the chimney, is converted into an ADDED ring 
of intense cooking heat. This quicker cooking 
cuts down fuel consumption. 
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(very Customers Needs 








HE New Perfection “Live Heat’’ 
Oven line, already the most com- 
plete on the market is increased 
in 1924 by the larger model, No. 
242-GE, which is 4 inches deeper 
than the standard large size port- 
able oven. Ample room for a large 
roaster or four 10-inch pie tins. 








SUPERFEX moaels 


She Worlds Finest and 
Fastest Cooking 011 Range 
Supreme in cooking service, 
in convenience, appearance 
and in satisfaction, Superfex 
models open a new oil stove 
market to dealers everywhere. 


The enthusiasm with which 
one hundred thousand wo- 
men have received this new 
range, is convincing evidence 
of how completely it meets 
the need for an oil range which 
will do everything that any 
stove will do. 


Its powerful Superfex Burners 
cook as fast as gas. One “Big 
Giant’? Burner on each range 
—has the speed of the giant 
gas burner. The others are 
“Little Giants’’, as hot and 
quick as the standard gas 
burner. 





In the 100% Complete CMP 


Co. Line, as in no other oil 
stove line on the market today, 
you can satisfy every customer’s 
cook stove and oven needs. 


In price this complete line 
ranges from $7.00 to $145.00. 
But in quality and service, each 
model from the the lowest to the 
highest, represents the greatest 
value and the utmost satisfac- 
tion obtainable at its cost. 


And in addition, year ’round 
advertising, backed by selling 
helps, as complete as the line 
itself, builds up profits for New 
Perfection dealers every month 
in the year. 


To fully appreciate the sales 
value of the New Perfection 
Line you should have our com- 
plete dealer catalog. If you 
haven’t it, write us. 


THE CLEVELAND METAL PRODUCTS Co. 
7100 Platt Ave. Cleveland, Ohio 


Branches or Distributors in Principal Cities. In Can- 
ada write the Perfection Stove o., Ltd., Sarnia, Ont. 














The PURITAN 
Short Chimney Models 


Special features make this 
short chimney oil stove, of 
New Perfection quality and 
dependability, the leader 
in its particular field. 


The inner combustion 
tube—the very heart of 
any short drum stove—is 
guaranteed for the life of 
the stove. Wick tubes and 
wick tube tops are of brass, 
non-rusting, everlasting. 
The special screw top de- 
sign — quickly removable, 
makes cleaning and re- 
wicking a quick, simple 
operation. 


There are sizes to meet 
every customer’s needs. 





PERFECTION 


Oil Cook Stoves and Ovens 
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Disston labels 
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This is the new 
Disston handle- : 
mark for hand 
saws. The label, 
on the upper horn 
of the handle, 
gives the size, style 
and point, with 
space for price 
marking. 
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hand saws for you 
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Style, size, point, a 
just where you want it— 















ISSTON simplifies the selling of saws, 

by labeling them—on the handles. 

Style, size, and point, with space for 

your price mark, always in sight, right 
where you want the saw marked. 

The new Disston handle-mark in- 
stantly shows you the saw you are 
looking for—no chance for a mistake. 

Following the Disston standardiza- 
tion of hand saws, Disston now takes 
the step that will save the time of 
every hardware man, prevent unneces- 
sary handling of saws, keep stock in 
good shape, and speed up selling. 


HENRY DISSTON & SONS, Inc. 


Makers of “The Saw Most Carpenters Use’’ 
PHILADELPHIA, U.S. A. 
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SAWS TOOLS FILES 
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NEEDED BY EVERYONE 
A Quick Seller at $1.50 


THE TOMAHAWK TOOL 
No. 99 


One of the handiest tools ever made for use in the 
store, while motoring, in the home, at camp, etc. 















re 


Four tools in one—all of them practical. Just the 
tool for odd jobs of all kinds. 


Displayed on handsome three-color 
lithographed steel stand as shown. 


Order thru your jobber. If he can’t 


supply you write us direct. 

















PULLING , 
NAILS 





















TOMAHAWA “te 
HANDY TOOL Gps 
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$150 
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FOR USE in THE 
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- Manufactured bh 
proe FomEfD STEEL : THE BRIDGEPORT 





A GOOD 


PRACTICALLY INDESTRUCTIAIE HARDWARE MFG. CORR 
TESTED and GUARANTEE BRIDGEPORT. COMN.US.A. 


‘ HAMMER 
Silent Salesman shown above packed with 


AS A BOX 
CHISEL 





one-third dozen 




















ae 





The Tomahawk is drop forged in a single piece from a fine quality of steel and is practically 

unbreakable. Working parts carefully heat treated to withstand the hardest use and abuse. 

Length 13 inches Weight 30 Ounces Fully guaranteed. 
List Price $18.00 a dozen 


The Bridgeport Hardware Mfg. Corp. 
Bridgeport, Connecticut, U. S. A. 


THE BRIDGEPORT LINE 
FF R= oe 
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Proof of Great Strength 


Following are the results of a recent test of pipe 
wrenches. Most of the wrenches broke or stretched 
under comparatively light pressure. Of the six best 













Wrench No. 1—at 6072 Inch Ibs. pressure—Frame stretched 
and handle bent. 

Wrench No. 2—at 6532 Inch Ibs. pressure—Bar teeth 
stripped and handle bent. 

Wrench No. 3—at -6992 Inch lbs. pressure—Frame broke, 
bar bent, nut jammed. 

Wrench No, 4—at 7556 Inch lbs. pressure—Frame and 
handle broke, threads on jaws stripped and jaw broke. 

Wrench No. 5—at 7664 Inch Ibs. pressure—Frame stretched 
and handle bent. 

H. & A. Wrench—at 7722 Inch Ibs, pressure—Only the 

handle bent—the frame and jaws remained exactly as they 

were at the start. 













Apprentices, men new at a trade, the ordinary house- 
holder, all imitate the skilled mechanic. He, the leader, 
demands the best. And Henry & Allen wrenches are 
built to please him. Every time you sell a ‘“‘Wrench 
with the Red Nut” you gain a satisfied customer who 
will bring more trade to you. 










They are easier for you to handle, too. 6 to 14 inch 
sizes are packed in individual containers—the 10” with 
wood handle, or ‘‘Household” size, packed six in an 
attractive lithograph display carton. This makes them 
easy to stock and quickly found. And the clean packages 
do not need to be wrapped. Even the packing helps 
sell Henry & Allen Stillsons. 












Ask your jobber or write us for more information. 


HENRY & ALLEN Auburn, N. Y. 
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Henry & Allen 


STILLSON WRENCH 














Balloon Tires 


The new Schrader Balloon 
Tire Pressure Gauge makes 
easy the testing and main- 
taining of correct inflation 
in balloon tires. The indicat- 
ing tube is graduated in one- 
pound units instead of five- 
pound units. This gauge 
gives you a chance to make 
many new sales and profits. 


HARDWARE 
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Already sixty models of 
motor cars are equipped 
with balloon tires. Motorists 
who replace their regular 
tires with “balloons” will 
need the new Schrader Bal- 
loon Tire Gauge. 

Order a stock of these 
puso from your supply 
ouse. 


Dealers: Send for booklet, “‘Air—the most elusive prisoner,”’ for distribution 
to your customers. This booklet is being nationally advertised to motorists. 


A. SCHRADER’S SON, Inc., Brooklyn, N. Y. 


Chicago Toronto London 





Schrader 





Makers of Pneumatic Valves Since 1844 


Tire Valves - Tire Gauges 
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ITH many brands of varnish 
W and enamel each dealer can get 

only a fraction of the total 
business, 

The Kyanize sales plan is different. 
It’s an exclusive proposition. Only 
ONE dealer in a _ section can sell 
Kyanize. All Kyanize profits from 
your neighborhood will go to you if 
you have the Kyanize franchise. 

And Kyanize profits are worth 
while. Kyanize has always been 
advertised. 

The 1924 Kyanize advertising pro- 
gram is more extensive than ever. 
Kyanize dealers will get the finest, 


BOSTON VARNISH COMPANY 


Everett Station, Boston (49), Mass. 


San Francisco Warehouse and Office: 1151 Mission St. 
Chicago Warehouse and Office: 525 W. Roosevelt Road. 


MOTOR CAR WHITE 
ENAMEL ENAMEL 








ADvantages of the Exclu- 


sive Kyanize Agency 





1. Increased sales 

2. Smaller inventory. 

3. Less sales expense. 
4. Increased reputation. 
5. More stable business. 


One KYANIZE Dealer 


gets ALL the K yanize business in each section 


the most striking and the most effec- 
tive Kyanize window material ever 
produced. Seven pieces; lithographed 
in full color; strongly made; full of 
sales punch—good for a multitude of 
uses. 


Get the full Peceee oom ee ee eee 


Kyanize story. OSTON VARNISH CO 


Let us tell you ; 
what other Everett Station, Boston (49) Mass. 


Kyanize dealers 
are doing. The 
coupon is for 
your con V e- 
nience. Use it! 





send me the details of the Kyanize 

Exclusive Agency proposition. 

I am a Kyanize dealer but have 
[ ] not received my allotment of Kyanize 

1924 advertising. 


a I am not a Kyanize dealer. [Please 


ean 
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ELECTRIGACLEANER 
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Powerful ‘National 


Advertisements in 


Smashing broadsides 
fo 7 local dea lers 


. 


Red hot handbills 
for neighborhood 


ey catr tte ee 
‘ nek hese RSE 


The Saturday Evening Post 
Ladies’ Home Journal 


distribution Good Housekeeping 


." * - G . . - e 
Special ads for the Uivid, action-com- 
dealer’s home town 


pa per 


pelling window 


trims 





ASIER sales, larger net profit, the enthusiastic 

good-will of every customer, and a steady all- : 
year-round demand, are reasons why experienced : 
merchants value the Royal Sales Franchise. Our u 
increased manufacturing capacity enables us to offer 





the Royal Franchise to a few more dealers who 
have the ability to sell high grade merchandise at 
a fair price. Write for the Royal Proposition. 


THE P. A. GEIER COMPANY 
540 East 105th Street Cleveland, Ohio 


Manufactured in Canada by 
CONTINENTAL ELECTRIC CO., LTD., Toronto, Ontario ae 
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ROL-O-REX 


Every part of this game is 
of sturdy, lasting material —- 
the colored disks are made of 
Mengel ply-wood. 
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TRAIL-O-WAG 


The TRAIL-O-WAG—Rub- 
ber-tired wheels, steel axles, 
hubs and ply-wood construc- 
tion make it unbreakable. 
Special device on tongue for 
attaching to other toys. Made 
in several sizes. 





Something new and something better 


OL-O-REX is the new game added HE TRAIL-O-WAG is not the only 

to the Mengel Line this year. There Mengel Plaything improved for1924. 
is nothing else like itonthe market. Put Other steady sellers have been changed 
Rol-O-Rex in your window and setitup to advantage. Foremost among these 
in the store. You'll find people of all are the Pedal Byke and Bye-Bye Byke. 
ages gathered around it within a few The sturdy construction of these two 
minutes after itis on display. Justlet toys is now better than ever, making 
a child or a grown-up roll a few disks them more safe and more durable. New 
at the stake and your sale is made. illustrated catalog mailed on request. 





: See our display at the Chicago Toy Fair—The Morrison Hotel—Room 439 


Mengel Playthings 
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Some of these people 
are your customers 


HIS year, for the first time, Mengel Play- 
things will be nationally advertised. On 
this page are shown the nine powerful publi- 
cations in which this advertising will appear. 


These nine publications are read, each 
issue, by almost six million people. In your 
community, among the people who come to 
your store or who pass it daily, live some of 
these readers. 


These people should mean business to 
you. Let them see in your window the initiate ~ 
as NAS ai lla actual toys they have read about. Have a : 
HOME JOURNAL Mengel Playthings ready in your store for PICTORIAL REVIEW 
Tt children who have heard about them and are ef 
. * Po“ a 
























anxious to try them. 


We know that the new Mengel national 
advertising is going to make a lot of new 
customers for Mengel Playthings. Many of 
them will be your customers if you have 
Mengel playthings on display in your store. 


ee 





THE MENGEL COMPANY 


INCORPORATED 
LOUISVILLE, KY. 


NEW YORK OFFICE AND SHOW ROOM, 
FIFTH AVE. BUILDING 
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The choice of 

over 400 of the 

biggest men in 
baseball 





‘The leaders in baseball want 
the best—that’s why they choose 
the D&M. The younger players 
follow the leaders and so all base- 
ball “fans” down to the 
“sand-lot bunch” want 
the D&M “Lucky Dog” 
goods. 


DRAPER-MAYNARD CO. 
“I received the glove and am very much pleased with it. It 
is exactly the size and kind I wanted and I anticipate a good 


year with it.” JOE JUDGE. 
DRAPER-MAYNARD CO. 
“Please send me one G41 glove. The last one gave me great 


service. It was perfect.” WALTER GERBER. 


DRAPER-MAYNARD CO. 


“Have enjoyed much satisfaction from the D & M glove. Please send 
me two G 94 model. This is the best glove I ever wore. I cannot praise 


the “Lucky Dog” enough.” BILL “ROSY” RYAN. 


DRAPER-MAYNARD CO. 


_ “Please send me at once one of my model gloves, same as last one ex- 
cept shorter fingers. Would like the glove at once in time to break it in.” 


EVERETT SCOTT. 


If you haven’t your complete line of D&M goods for 
Baseball Week \et us supply whatever you lack at once. If 
you are not handling the 
“Lucky Dog” line but 
would like to do so let us 
stock you up immediately, 
in time for Baseball Week 
and the spring rush. 

The D & M Catalogue, 
Rule Book and dealers’ 
prices on request. 







The “‘Lucky Dog’”’ 
Kind 


Int. News Service 















The famous 
‘‘Lucky Dog’’ trade mark 
sells the goods 












THE DRAPER-MAYNARD CO. 
PLYMOUTH, N. H. 


All D&M are made in U.S.A. 











Kampkooks fold like a smail 

suticase when not in use. No. 

detached parts to lose, no pro- 

jections to break —it’s all in- 
¢. 
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Kampkook tanks are quickly 
detachable for convenience in 





Kam pkook No. 4 in circle. 
merica’s finest camp stove. 
Large cooking surface, back 
Shelf, foldin eT ed wind 
Shield. Sells at $11. Other 
models at $7.50 to $15.00. 








Folding Kampkook stand. Strong 
and durable but light. Packs in- 
side Kampkook when not in use. 
There is a stand for each model. 


Every dealer should write at once 
for display matter and other sales 
Acips. A post cared stating that 
you sell Kampbook, will bring you 

inquiries coming from your 


trade territory. 








ft . Sell the camp actos 


that time has tested longest 





funnel required. 
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Kampkook has an established reputation for dependable perform- 


ance. It’s the stay sold stove that nets the dealer a real profit, » 


for Kampkook requires no adjustments, no service after the sale 
is made. That is why 20,000 dealers recommend and sell Kamp- 


kook; that is why it is the choice of more than a half million, 


motor campers. 


Back of the Kampkook are years of intensive national advertising. 
And the advertising for 1924 surpasses that of any previous year. 
and any publicity program ever undertaken on a similar product. 


Such publications as Saturday Evening Post, Literary Digest, 
American, National Geographic, Field and Stream, Outers’ Recrea- 
tion, Outdoor Life and others will bring the Kampkook story to 
millions of people. You can’t afford to pass up this opportunity. 
Tie up with Kampkook now; profit by Kampkook advertising and 
Kampkook demand. Any leading jobber can supply you. 


American Gas Machine Co., Inc. 
ALBERT LEA, MINNESOTA NEW YORK, N. Y. 























filling, a patented feature. No 
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Now for Chicago 


(The Home of American Flyer Railroads) 


andthe Big 
Chicago Toy Fair 


Smeg in America 


“The Treun with the Guara 
MINIATURE 





Registered US. Patent Office 
RAILROADS 


Visitors to Chicago are cordially invited to visit the plant of The 
American Flyer Mfg. Co.—we want to do our part in extending 
Chicago hospitality to our friendsin The Toy Trade. 


We Want Suggestions from Dealers 


The American Flyer Mfg. Co. is striving to design and manu- 
facture “American Flyer” Electrical and Mechanical Railroads 
which will not only meet with enthusiastic acceptance by the 
Boys — but WHICH WILLALSO MEET EVERY RE- 
QUIREMENT OF THE DEALER. To this end we ask for 


your cooperation by advice and suggestion. 


American Flyer Mfg. Co. 


GENERAL OFFICES and FACTORY—2219-39 So. Halsted St., Chicago. 
NEW YORK OFFICE—Fifth Avenue Building 


At The Chicago Toy Fair 
RECEPTION and SHOW ROOMS- Suite 405, Hotel Morrison 


The Mack Bros. in Charge 





General Distributors for STRUCTO Hoisting Toys and Autos 
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ang & WESSON ARM may justly be com- 
pared to a good friend— its qualities impress you 
more as you know it better. Balance, precision, and 
reliability are the factors which merit the title of 
SUPERIOR for each Smith and Wesson revolver. 
These are the qualities which earn confidence through 


years of service. 


SMITH &? WESSON 


Manufacturers of Superior ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 


Address Department N 


Catalogue sent on request. 


| 
| A 








No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western Representative: 


Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal. , Seattle, Wash. 
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Lionel Quality and Value 


HE marvelous new 1924 Lionel Line comprises many 

new locomotives and cars for both “O”’ Gauge and 
“Lionel Standard” Track, together with a wonderful assort- 
ment of new railroad accessories. 


These goods are Lionel quality throughout in design, work- 
manship, finish and material. They are faithful reproductions 
of the newest types of real electric railroad equipment, and 
not withstanding the many desirable improvements and re- 
finements incorporated in them 


Prices are Lowest in Lionel History 


Space does not permit us to mention all of the features of this marvelous 
line, but the columns below reflect the wonderful values of Lionel goods. 


/ % 7 





A Few Instances of Lionel Values 





\ 


**O’’ Gauge outfit consist- 
ing of locomotive with 
headlight and two cars to 
retail at $5.75—a wonder- 
ful leader. 


‘*O”’ Gauge outfit with 
large reversible locomo- 
tive and coaches equipped 
with permanent interior 


lights to retail at $10.00. 


The famous No. 34 ‘‘Lio- 
nel Standard’’ outfit with 
many improvements and 
refinements, with coaches 


equipped with permanent 
interior lights, to retail at 


$16.50. 


A marvelous ‘‘Lionel 
Standard’’ Train consist- 
ing of large super-motor 
locomotive with two head- 
lights and three large 
coaches equipped with per- 


‘manent interior lights, to 


retail at $25.00. 


All Lionel Locomotives 
and Cars are equipped 
with our new universai 
patented Automatic Coup- 
lers — nothing like them 
ever shown before. 


Every locomotive has an 
electric headlight and 
many of them have two. 


Many of the large ‘‘ Lionel 
Standard’ ’ locomotives are 
equipped with two large 
headlights with individual 
switch controlling oom. 


These are but a few = the 
marvelous features of the 
1924 line. The goods must 
be seen to be appreciated. 


Retail prices quoted above 
give the dealer a very large 
margin of profits 





/ 





Lionel Trains will be on exhibit at the Hotel La Salle, Chicago, age 
the Toy Fair from April 6th to April 19th. 


The Lionel permanent display in New York occupies 15,000 square 
feet of space. Be sure to see it. 








The LIONEL CORPORATION 


48-52 East 21st Street, New York City 


Western Coast Representative: M. Sweyd, 180 New Montgomery Street, San Francisco, Cal. 


*‘Standard of the World’’ Since 1900 


ELECTRIC TOY 
&Malttvole Transformers 
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Why Are So Many Hardware Stores 
Making Window Displays Of TOYS: 


Because the progressive dealer realizes that the boys and 
girls of today are the men and women of tomorrow. 


The way to insure the trade of the coming generation 1s 
to win and hold their trade from childhood to manhood and 


womanhood. 


» Every child loves TOYS—they are the gift 
supreme to the kiddies the world over. 


An attractive window display of TOYS is 
sure to bring the children to your store. 


And once a child sees in your window, some 
TOY that he or she wants ‘there’s no let up 
until his parents say: ‘““Here’s the money—go 
and get it!” 


‘ 


In view of the approaching Holiday season, 
thoughtful dealers are studying how best to 
get and hold the TOY trade of boys and girls. 


And while their opinions of window dis- 
plays may differ, they all agree that the Store 
Window is the place and that HARDWARE 
AGE is the paper that reproduces the best 
Window Displays of Toys and also tells how 
to merchandise them in the most practical 
way. 


Do not overlook the sales possibilities of your Toy Department— 
let the children grow up with your store. 


HARDWARE AGE 


239 WeEsT 39TH STREET, NEw York 
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The ever increasing demand for 
Simonds Hand Saws is a sure indi- 
cation of their quality. Carpenters 
who want only the best tools are 


buying SIMONDS 


HAND SAWS . 


in preference to others.- ‘The de- 
mand is there and it remains only 
for the Hardware Dealer to meet 
it. A line of SIMONDS HAND 
SAWS is an asset to any store. 
More sales and good profits. 


Write for our selling proposition. 


Simends Saw and Steel 
; Company 


“The Saw Makers’’ 


FITCHBURG, MASS. 


Chicago, Ill.; Detroit, Mich.; New York City; New 
Orléans, , La. ;. lockport, N. Y.; Memphis, Tenn.; Lon- 
dion. ‘England; Portland, Ore.; San 
Francisco, Cal.; Seattle, Wash.; 
Montreal, Que.; Vancouver, 
B. C.; St. John, N. B. 
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Wrench That 
Eliminates Costly 


“Special Tools” for Handling 


Big Nuts and Pipe Unions 


For all heavy work on big nuts, piping, 
valves, especially soft brass valves and 
unions, and other costly connections and 
fittings, you are safe in recommending 


Coes Key-Model Wrench. 


Unlike spanner wrenches, pipe 
wrenches, chain tongs and expensive 
forged solid wrenches and makeshift 
tools, the Key-Model is a tried and 
proved tool that is built for heavy duty 
and stands it unfailingly. It fits this 
work, conserves material, and is widely 
adaptable. The list which follows shows 
a few of the many places where it is 
called into service. 


COES 


TRADE MARK 











~ 
The Heavy Duty ye 





Power Plants Engine Rooms 

Steamships Railway Shops 

Stationary Refrigerating Plants 
Engineers Oil Refineries 

Breweries Pipe Line Com- 

Car Shops panies 

Bridge Work Structural Work 


Coal and Iron Roads Factories 


Coes Key-Model is giving complete satis- 
faction in these and other industries. 


SIZES 
28” weighs 16 lbs., opens 514 inches 
36” weighs 27 lbs., opens 644 inches 
48” weighs 62 lbs., opens 914 inches 
72” size furnished on special “b” order only 


Please order through your Jobber. 


COES WRENCH COMPANY 


“In business since 1841” 


Worcester 


Mass. 


Distributed by 


J.C. McCarty & Co., 


29 Murray St., N. Y. 


John H. Graham & Co., 113 Chambers St., N. Y. 


Fenwick Freres, 8 Rue de Rocroy, Paris, France 
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Every Time You Sell an Edge Tool 
It Means Another Customer for 
Carborundum Sharpening Stones | 





ou may sell him a razor or a scythe, a chisel or 
be axe, a carving knife or a plane bit—it doesn’t 
matter what the edge tool is, there is a Carborundum 
Stone to sharpen it—to give a better edge—quicker. 


“i EX <M AT R eT OL RT RE i re RL 


It’s just as easy to sell a Carborundum Stone with a 
tool as it is to sell a brush with a can of paint. 


Incidentally you will have a pretty good 
assortment of ready-selling stones ih the 
No. 7 Display Case. Suppose you write and 
ask how youcan get this case. Use the coupon. 














Ts) 
i. 
The Carborundum Company The 
Niagara Falls, N. Y., U.S.A. Rae ag 


New York, Chicago, Boston, Philadelphia, Cleveland, Detroit Niagara Falls, N. Y. 


Cincinnati, Pittsburgh, Milwaukee, Grand Rapids 


Please send me catalog and 
details of No.7 Display 


ait anne renee: Case Assortment 








~ Name 


‘ Address 
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YALE No. 44 





Many of your customers may not know of 
these exceptionally secure locks. 


Display them and talk about them. Your 
customers realize the need for greater lock 
protection and they will buy. Through showing 
Yale Locks you will get more business 

‘The Yale No. G 15 sample board carries one 
of each of the Yale Guard Locks illustrated 
above. It is furnished free to dealers, the only 
charge being the cost of the locks displayed. 

















GUARD LOCKS 


for the home, store, 


warehouse and garage 


HIS notable Yale line of auxiliary locks 
for entrance doors offers the dealer a 
big field for profits. 


With the greater violence and skill em- 
ployed in burglary and house-breaking 
today, your customers will be quick to see 
the need for adequate protection. 


Yale Guard Locks provide it. They ad- 
mirably meet the growing demand for 
stronger locks of vastly greater security. 
They were developed to help the police 
combat crime—and are successfully meeting 
the situation. Every one of your customers 
should have one on every exposed door. 


The Yale No. 92 hooked-bolt jimmy- 
proof Guard Lock for the entrance doors of 
private homes and apartments is unique. At 
a turn of the key, or the knob, two massive 
hooked bolts enter the strike, and practi- 
cally rivet the door to the jamb with a grip 
of hardened bronze that cannot be broken. 
The Yale 92K provides equal protection for 
the garage, from within and without. 

The Yale steel-bar Guard Lock No. 10 
for homes and apartments, and the Yale No. 
9 for stores, warehouses and factories, with 
their bars of hardened steel thrown com- 
pletely through the strike, will foil any 
jimmy and turn any saw. 

The Yale 44 is a dead locking night latch 
with all the convenience of a night latch 
and the security of a dead bolt. It is de- 
signed for entrance doors of homes and 
apartments. 

These Yale Guard Locks are the strongest 
and most efficiently burglar-proof locks 
made. The name YALE is plainly marked 
on every: Yale lock. 

The Name YALE Helps Make The Sale. 


The Yale & Towne Manufacturing Co. 


Stamford, Conn., U. S. A. 


Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 







YALE 





Padlocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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‘Zine |nsulated 


TRADE MARK 


Fences 


| THO WN SULATED AGAI NST RUST 
(Une 40%T0 100% MORE ZINC 


AMERICAN, ANTHONY, ROYAL, 
NATIONAL, ELLWOOD, US. 


Our New Wire Has Double the Heat Treatment i in the Zinc Bath—the 
Proper and Only Way to Give a Heavier Coating with Lasting Quality 


This new galvanizing insulates the wire with zinc, or spelter. The wire passes 
through a long molten bath where it accumulates this greater protective coating, 
thus inseparably uniting the zinc with the steel. 

You know, of course, that all fence wire is galvanized—to protect it from rust— 
to make it last longer, in all kinds of weather. 

Perhaps you don’t know that there’s as much difference in galvanized coatings 


as there is in the thickness of bark on trees. 

It is not only the amount of zinc applied that gives the wire long life, but the coating 
must be uniform and even to be durable and made inseparably a vart of the steel. 

The temperature of the bath, the great length of time the wire takes to pass through it, 
the great amount of zinc that can be applied by this process without cracking or peeling— 
all these are important factors. 


Our Zinc Insulated Wire Fences Have 40% 
to 100% More Zinc Than Other Fences 
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Our Zinc-Insulating process perfectly pro- 
tects the wire. It repels rust. It pro- 
tects the wire from the oxygen in the air and 
the storm elements. ‘ It safeguards the 
steel. 


By this process the zinc is practically a 
part of the steel, giving it a super-protection 
that adds many years to the life of the wire. 
As a result OUR WIRE: FENCE WILL 
OUTLAST ANY OTHER WIRE FENCE 
MADE, and its use greatly reduces your 
fence cost per year—to say nothing of the 
better protection its staunchness and sturdi- 
ness insures. 


All our Farm Fences—of every brand— 
American, Royal, Anthony, National, Ell- 
wood and U. S.—are Zinc Insulated— 
at no extra charge. 

Some wire fence makers market several 
qualities—a very small percentage of their 
total production bearing even good galvan- 
izing, and that usually sold at a marked 
price advance. It all looks alike. You 
can't tell the grades apart. We make one 
grade only. 

When you buy this ZINC INSULATED 
FENCE you are purchasing added years of 
fence service, without extra charge. 


TO DEALERS: A new and exclusive Fence Quality with which 
® you can build up a bigger and better business. 


WU BRE ey -4 ADs tre and edtirtiing ‘mamee- 
American Steel & Wire > Company 


Chicago New York Boston Denver 


Copyright, 1924, by American Steel & Wire Company, Chicago 
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Fence Judgment © 


Many fence buyers are disappointed with the service received from fences 
which they had thought would hold up under many extremes. The dealer 
hears of this in many instances. 


In selecting the fence best suited to his needs, the fence buyer should con- 
sider the nature of his land, the kind of live stock he has, and the crops 
raised. In this case, he would do well to depend upon the judgment of his 

dealer, as most fence buyers do when choosing fences. Our extensive ad- 
vertising in farm papers and by mail endorses this; but it gives an added 
incentive for the buyer to consult the dealer who handles our fences. It 
inspires confidence in that dealer, and confidence will help sell everything 
in your store. 


We are adapting our production to the modern tendency among progres- 
sive dealers to standardize their stocks and to concentrate their buying as 
much as possible. This advanced step in retail merchandising results in 
greater efficiency, more rapid turnover and larger net profits. 


Columbia” _ ‘Pittsburgh Perfect’ 


de Fonce STIFF=STAY 


Fence Fence 


Our complete line of fences includes both the “Columbia” Hinge-Joint and “Pittsburgh 
Perfect” Stiff-Stay types in all the standard styles and weights of farm and poultry 
fences; also the superb “Pittsburgh Perfect” Lawn and Flower Fences in several attrac- 
tive designs. Our other products include gates, steel posts, barbed wire, annealed and 
galvanized wire, staples, wire corn cribs, bale ties and wire nails of all kinds. 





Our Fences possess every quality desired for satisfaction both to dealer and consumer. 
They are made by the most modern machinery from heavily galvanized open hearth 
steel wire of exact gauge throughout. You can buy all of your wire needs from us in 
mixed carloads giving you distinct advantages in prices and freight rates. 


Write to our nearest sales office for information about 
our exclusive agency proposition, or, if you wish, we 
will have our salesman call. 








Pittsburgh Steel Company : 





~ 
751 Union Trust Bldg., Pittsburgh, Pa. ~ 
New York Chicago Memphis ra 
Dallas San Francisco = 
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rve Good Hardwa re 
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0 Mow Age oe Us 








WHEN you think about it, a hardware dealer plays 


an important part in the life of his community. 


Why? Because most folks know very little about 
hardware. They are not sure just what they need. 
Often they like to be advised by their hardware 
dealer. He is a specialist. He is supposed to know 
good hardware and give good advice. 


Every “tell me what I need” customer is sure to be- 
come either a constant friend and source of income 
for your store, or a red-figured ape AD ger chen 5 
to the kind of advice you give and the kind of hard- 
ware you sell. 


Are you making friends for your store? 
—hold them by selling good hardware 


Selling good hardware doesn't apply only to the “big 


Making Friends for Your Store is Your Job 
—holding them is the job of Good Hardware 


jobs, * nor is it limited to the Mr. and Mrs. Well-Offs. 
Every one of your customers deserves good hard- 
ware—especially those who haven't learned that 
‘cheap’ hardware is not the most economical. 


If you are in business to stay—sell good hardware, 
be it a bolt, a pair of butts, complete equipment for 
the new skyscraper or a night latch for a tool house. 
Every time you do, it means another satisfied friend 
for your store, more confidence in your advice, and 
a customer who will come back. 


Por seventy-five years P. & F. Corbin have con- 
tinuously followed the policy of making and 
selling good hardware. It has made thousands and 
thousands of friends for Corbin and Corbin dealers. 
All customers deserve good hardware. Make sure 
that they get it with Corbin 


Par: CORBIN ti ie 


The American Hardware Corporation, Successer 


NEW YORK 


CHICAGO 


PHILADELPHIA 
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More Sales and 
Greater Profits 
in Large Presses 


Made to meet the big and increasing demand 
for larger home fruit presses at moderate prices, 
Drednaughts have set a new record both in serv- 
ice and in sales. 

Drednaught construction, of steel riveted frame 
and malleable iron bolted yoke, makes a press 
you ll have “‘no comeback” on. Every part is 
made for hardest, longest service. 

‘The most convenient and sérviceable press you 
can offer your trade. ¥- 

Write for detailed description, prices and terms. 


“sen 


DREDNAUGHT FRUIT PRESSES 


Height Weight Capacity 
Ot Dims oo 0% 35 in. 75 lbs. \4 Bustkel 
SS 40-in. 100 lbs. | Bushel 
(approx. ) 
eS ae 46 in. 150 the. . 1% Buthele 
a Se 59 in. 230 Ibs. 2% Bushels 


Drednaught Presses are shipped assembled, 
‘ready to use. They take up but little room and 










miss the are the lightest presses of like strength on the mar- 
ket. They are handsomely finished in battle- 
Introductory ship gray with high gloss. They sell on sight. 


~-Now ready for immediate delivery. Take 
advantage of introductory offer. 


Fill out and mail coupon today. 


DREDNAUGHT 
FRUIT PRESSES 


Manufactured only by 


M. J. BROWN MANUFACTURING CO. 
2671 SALMON STREET, PHILADELPHIA 


Offer 











DREDNAUGHT The BROWNEE 
Fruit Press 
Introductory Offer | 
tro The handiest small press 
ie A. di Keser 192.. on the market. Strong 
The M. J. BROWN MFG. CO., 2671 Salmon St., Philadelphia. and durable. Weight 11 
Gentlemen: Please send me, freight prepaid, one Dred- lbs. Height ‘14 inches. 
ag tetry oa" with privilege of returning within 60 No iron parts come he ealal; 
This order involves me in no obligation to purchase except tact with the fruit. 
1 fail to return said press at the expiration of the 60 days. Tub i made je specially 
t taves. ase is 
Alno please send me ............--.- folders for my trade or anbh-cosbenieet’ .dleinientian, 
(state number) other metal parts heavily 
ee eee ee ee iin tae ile intel a aareane ak nickeled. ’ 
, Easy to take apart for per- 
EN eee se Go Cee ecettvteses ' fect cleaning. 
Made to meet the demand for 
Street Address eh 006 ee ete ww we Sb WO Sis 2 Ces 5 62 0 6 8 ~ceae a low price, but thoroughly 
efficient table press, 
Coty amd State 2c wc ccc ccc ccncecseces VEN hk oe nate? . Write for price gud terse. 
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EEWELTRA 


“GUARANTEED” cast into 
every swivel used in El-Wel-Tra 
Trace Chains is your customer’s 
assurance that every chain will 
exceed his expectations or be 
promptly replaced. 


The American Chain Company 
has backed this guarantee for 


many years because each chain 


is carefully inspected and proof- 
tested before it leaves the factory. 


El-Wel-Tra Traces are leaders in 
their field and users also ask for 
them by name. 


Packed six pairs in a canvas bag 
for convenience when handling. 


BRIDGEPORT, CONN. 


~ AMERICAN CHAIN COMPANY. 


InCanada: DOMI 


— 


ANY, Inc. 


: NION CHAIN. COMPANY, Limited;Niagara Falls Ont 
District Sales: Offices: BOSTON CHICAGO-NEW YORK PHILADELPHIA: PITFSBURGH: 
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Look for the name 
and guarantee 
on the swivel 
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Experts Prove Our Claim 
that Galvannealed™ 
Out-lests A. 1ers 
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Money Making 
Opportunity 


“Galvannealed” fence wire is GUARANTEED to last 2 to 
3 times longer by any standard chemical or salt spray test and 
to carry 2 to 3 times heavier zinc coating—therefore, it should 
give your customers many years’ longer service than ordinary 
fence wire. 
— With this claim you can get the bulk of the fence sales and 
profits in your territory. Tell your customers you can save 
them % to % on their fence bills. 
Exclusive rights to sell “Galvannealed” go to first inquiries 
from open territory. 

Write for facts today. 


the 
KEYSTONE STEEL & WIRE CO. 
Triple -Life Wwite ree PEORIA ILLINOIS 
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Efficient Cutting Cutters | 

Eliminate Cost Remembrance ql 

Price is used but once ; 

Quality many times ) , 

) 
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| STOCK-0O-LOGICAL 
ai STOP | 
PHILOSOPHY stor 
} A farrow stock-room is no better THE 
} 5 than a farrow cow, neither can supply BEST 
\ = : the demand. IS 
\ But the cow prepares, and when the NONE 
calf is dropped she has the goods on TOO 
hand. GOOD 


There is going to be the greatest 
demand on the stock-room in 1924 
ever, and it’s good business as well as 
philosophy to be prepared. 


We now have the capacity to fill all 
stock-rooms with our goods. 


You can't milk us dry! 
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AMERICAN STANDARD 
EARLE SPECIAL 


: 


Nn 
C) 
Z 
< 
ad 
CO 


BE-VE-BE 
PURITAN 


SIE Sa 


" . , of 
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Loy get a Satie at 
Ms oa 


NORTH WAYNE TOOL CO. 


Hallowell, Maine 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Axes, Scythes, Grass Hooks, Grass Shears, 
Corn Cutters, Hay Knives, Bread Knives, Etc. 


SSVUD “‘AdVHS AIANVA 


wile ARSE SS EN 


a te ww ne. ene ee ee ah” cca OOS AO ee 











Write 
for 
Prices 
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INCH 


- Poultry 


INCH 


~ Netting 


The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
‘ joint, which makes the fence stiff and rigid, yet elastic, 












Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found:in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 


factors in reaching full cost to the consumer. 
U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 


galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Satisfied Dissatisfied 
Customers Customers 
are an are a 


Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


3 Muncie, : : : Indiana 
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Wake Up with a Smile! 


THE NEW HAVEN CLOCK CO.’S 
~ True Time Tellers 


NEW LINE of improved thin model alarms, with convex glass and new dependable 
movements of simple construction; each a tested TRUE TIME TELLER before it 


leaves our factory. 


SeeTeEeeneEEE 


(i: Se Tom-Tom . . $3.50 
Tidy-Tot . . . $3.50 Tat-Too . . . $3.00 
Tat-Too Jr. . . $3.00 Tell-Tale. . . $1.75 


Also furnished with Radium Dial $1.00 extra 
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A set of artistic figures of the True Time Tellers Family are reproduced in colors on the 
clock boxes and can be used in making very attractive window displays. Each clock is 
tagged with resale price. 








Ti-Tan, Radium Tat-Too Jr. Tat-Too 


The New Haven Clock Co., New Haven, Conn. 


BRANCHES: 
New York San Francisco _ ‘Chicago 
Toronto, Canada 
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Vapo oil range establishes new quality and economy 
standards—32 to 36 hours heat from 1 gal. kerosene 


E beauty of this splendid oil range pleases every woman. 





No odor 
No wicks 
No notse 

No soot 
No smoke 
Nothing to 
smart the 


eyes 











It is so much finer in design and construction than she ever 
dreamed an oil range could be made. 
It is the last word in substantial last-for-ever construction. Burner 
is as easily regulated as a gas range burner—flame turns up and 
down, from full heat to simmering heat. Valves are safe-guarded 
against accidental turning or shifting. 


The Vapo burner produces a clear 
blue flame that is sootless, smokeless, 
noiseless and odorless, gives a quick 
powerful heat. It is a revelation.in 
the efficient use of oil. Burner is 
guaranteed for the life of range. 
Roomy Bolo ovens built in. Large 
cooking tops with electro-steel grids. 
Generous size oil tank, out of the 
way—yet easily reached. Range sets 
flush against the wall. 


THE VAPO STOVE COMPANY, Lima, Ohio 





No matter what you now handle you 
can sell Vapo Oil Ranges to advan- 
tage. Vapo will put new life in your 
oil stove business and bring in real 
profits—all the year. 


But, get the whole story. Write at 
once in reference to exclusive repre- 
sentation plan. Line is complete, in- 
cluding oil water heaters. Write 
today and get complete information. 
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It Carries |Eaitnn. gm 


you can sell dozens of GRIP RACKs — the luggage 
holder that disappears ! 
This good-looking, handy convenience equips any car for lug- 
gage carrying. Every motorist will quickly see the year-’round 
use for it—in summer for touring, picnicking and sport trips; 
all the time for business, shopping and suburban use. 
The GRIP RACK replaces the old-fashioned, rattling, de- 
tachable “luggage carrier”. It is a permanent addition to 
the car— bolts solidly to running-board, and re-inforces it. 
Folds neatly and inconspicuously — out of the way when 
not needed. Snaps open instantly into a firm, roomy carry- 
all. Never loose or lost; cannot rattle, break or rust. 
You can sell the GRIP RACK — and it’s worth selling. 
There’s a size for every make of car. Retails at $5, $6 and 
$7, according to length. 


Order from your jobber. Write . 
us for descriptive literature. 


MILWAUKEE MOTOR PRODUCTS, INC. 


MILWAUKEE WISCONSIN 
(Manufacturers of Fine Automotive Products for Over 18 Years) 


RIP RACK CK 


MADE r THE MANUFACTURERS OF THE MILWAUKEE TIMER 
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The live hardware 
dealer says: 


“It Makes My Tax Bigger. 


‘"There’s no denying that 5gths has in- 
creased my income so it’s directly respon- 
sible for increasing my taxes. 


“But taxes are a by-product of prosperity 
and I don’t care, to have them reduced | 
by slow-moving merchandise or any other 
form of income eater. | 


BOSTON ‘‘Like everyone else I am glad to hear 
WOVEN HOSE & that our old Uncle doesn’t need quite so 
RUBBER CO. much pocket money. Lighter taxes will 
help the retail merchant in buying and 


Cambridge, Mass. selling. 29 
The largest hose manu- 

facturers in the world. 

Makers of the famous 

BULL DOG, GOOD 

LUCK and MILO 

brands of garden hose. 

Also makers of GOOD 

LUCK Jar Rings. 
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Twenty-Five Weeks of Base Ball Profits 


= EALER UP!” Every hardware dealer who is 

up and doing from now on, will find his time 

well spent in featuring Base Ball goods in his store 
and show windows. 


“PLAY BUSINESS!” Bat with Hardware Age. 
Every week Hardware Age will tell you how pro- 
gressive dealers in all parts of the country are mak- 
ing “big hits” by keeping abreast of the times. 


Attractive window displays, practical sales plans, 
novel advertising methods, sporting goods profits 
and turnovers will be presented in 4n interesting 
manner for every dealer. 


PLAYED EVERYWHERE—tThe great na- 
tional game of base ball is played everywhere. Every 
player is a good prospect. Get the ball players and 
sportsmen to your store. Go after the trade of the 
College, School, Church, Factory and other teams 
that play the game and spend the money right at 
home where you reap the benefit. 





DON’T MISS a single issue of Hardware Age. 
It will show you how to duplicate the success of 
other dealers in Sporting Goods. 
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A Trade-Winning 
MAGNET 


i EF VERY craftsman — professional 
4 , i and amateur—must have a stock 
i) of sandpaper in his kit. Carpenters, 

San in \ painters, contractors, woodworkers 
Sales } and the home tinker will go to your 
— | — store for “Ruff Stuff’’ and will buy 
: their high-priced tools and supplies 
from the store that wins their good 


will with ““Ruff-Stuff.”’ 
Make ‘“Ruff-Stuff’’ your trade- 


WAUSAU ABRASIVES CO. pulling magnet. It’s a wonderful 
CHLCAGE. WAUSAU wis. I Il : 
friend-maker and trade winner. 


oY 


Chiet Ruti Sturt 








Send for Train your clerks to mention 
This Book as T 
‘camamtanial Ruff-Stuff” to every customer who 
ull of inspira- : : é 
that wait betp “the enquires for paint, varnish or wood- 
i d t . . , 
Gouster ate dhe working tools. Every ‘“Ruff-Stuff’ 
good wil] and trade Z 
of mechanics. user will come back for more. __, 


Our book, “Sandpaper Sales 
Tips,” will help. Send for it. 


Order from your jobber. See that 
you have a full line of grits. 
















WAUSAU ABRASIVES COMPANY 


1017 Harrison Blvd., WAUSAU, WIS., U. S. A. 






Branch Houses Pacific and Mountain States 








WAUSAU ABRASIVES CO. SPRAKE SALES CO., INC. 
Chicago St. Louis Los Angeles San Francisco 
Detroit Cleveland Portland Denver 





New York Los Angeles 
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More Profitable To Buy 


Screen Hardware Direct 


“National” can serve you direct—and at a 
saving worth your consideration. 


You can profitably handle National Screen 
Hardware because— 


You eliminate the middleman. 


You receive better quality and prompt 
shipments. 


You are dealing with a recognized line. 


Order National Builders’ Hardware now. 
You can start with Screen Hardware—the 
Season will soon be here. 


Our No. 85 Screen and Storm Sash Adjuster 


will prove a popular seller. 


Write for Latest Catalog 


National Mfg. Co. 





COMPRESSION HERE 


PREVENTS RATTLING No. 85 Screen and Sash Adjuster 






Sterling, Ill. 





Effectively operates in open and closed position and without rattling. Made entirely of steel, 
length 10 inches. Curved end on bar prevents pushing sash too far out at bottom; when 
closed the Adjuster locks the screen securely in position. Furnished in japanned or sherard- 
ized finish. Packed one pair (one right and one left) in an envelope complete with screws. 
Envelope printed with illustrated instructions for attaching. 


Screen Hardware 
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WE are confronted with an extraordinary problem. A great deal of talk 
is heard everywhere about the importance of law enforcement. But 
what is far more necessary is the simplification of the law. 

Legal red tape is choking Liberty, Progress and Industry. 

“We fall down in government not because we do not have the mechanism 
of efficient government,” Charles Evans Hughes recently told the American 
Law Institute at Washington, “but because of inexpertness. We are the 
victims of prolixity, uncertainty and confusion. We have in this country 
the greatest law factory the world has even known. Forty-eight States and 
the Federal Government are turning out each year thousands of new laws, 
while at the same time the courts in the performance of judicial du@y are 
giving us thousands of precedents—175,000 pages of decisions in a single 
year, an average of 12,000 or more statutes each year and an average of 
13,000 or more permanently recorded decisions of the higher courts each 
year. 

“Liberty under law, but under how much law?” 

What are we as citizens going to do about it? Sit still and allow the 
Republic to drift into a bureaucracy without marking a ballot in our 
defense? How about a campaign for the simplification of the law? We 
would like to publish your opinions on this. 
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of the Hardware Business 


By FRANK MAPPES 


AVING spent the past twenty years in the care- 
ful study and analysis of the hardware busi- 
ness and in devising means and plans to over- 

come many of the difficulties found there, the deduc- 
tions and conclusions recorded in this and subsequent 
articles are not idle theories but are founded on actual 
experience. 

One idea or plan was tried in one place, another 
idea was experimented with in another place, and so 
on. The foundation, however, rests on the solid rock 
of built-up experience which can only come by the 
progressive steps necessary to make an honest-to- 
goodness hardware man. 

As delivery boy, clerk, window trimmer, buyer and 
manager, each development left an imprint on the 
mind, which could be drawn upon when occasion re- 
quired. 

As a pioneer in the movement for better stores in 
the hardware field, I beg the indulgence of the readers 
of HARDWARE AGE for speaking or writing so often 
in the first person singular. 

My efforts along the line of producing better stores 
resulted in the rejuvenating and modernizing of per- 
haps twenty first class hardware stores during the 
time I operated as an individual. ‘Some of these 
stores I personally built and subsequently operated as 


manager or superintendent. To others I sent under- 
studies, and still others were handled entirely through 
correspondence. The latter means, of course, was 
not always so satisfactory but neverthless resulted 
in greatly benefited and improved stores. 

During the period of my association with a large 
organization, which offered as one of its inducements 
to join its exclusive agency ranks the benefit of such 
service and which was primarily the result of my 
work as store engineer, more than 800 stores in the 
United States received the benefit of those experiences 
in merchandising, store arrangements, store fronts, 
show windows and equipment. 

Those who have arranged and operated their stores 
according to these plans have almost. unanimously 
claimed their business invariably increased from 25 
to 50 per cent; that the store personnel was better 
satisfied; that their fellow townsmen gave enthusias- 
tic support and were lavish in their praise for the 
up-to-date acquisition to their town; and that they, the 
proprietors themselves, derived much pleasure and 
profit from working in such pleasant surroundings. 
The change, in short, was worth all it cost even if 
the actual benfits to the business itself had not justi- 
fied the investment. | 

Henry Ford recently said: “It is almost invariably 

the fact that where disorder and uncleanliness 





































































































































































































exists there also exists inefficiency. The two 
Odds Odd Goods things seem to go together. Untidy concerns 
Odd Miscellaneous Goods | Odd and Ends| begin to slow up, their men become slovenly, 
Miacoll their work becomes unsound, their output’ 
Odds and Ends ‘oo oo a dwindles, their profit disappears. System, 
— }Stee/ Goods order, tidiness are profitable in a score of ways. 
Crockery Linedheeagiitil & A Auto | The policy of system, order and tidiness has 
2a steer: another advantage—it helps attract the right 
Odds and Ends L Wheel Goods). \.. A Auto | kind of employees.” __ 
2 ee st ain That there are a few isolated cases in which 
Jin Ware $ = — > Sensdiries the merchant went beyond reasonable limits 
S| ISS} | st poy f> ' of safe investment or permitted the zeal of 
ae & 2S} i sy ry fs Electric the fixture salesman to overdo does not alter 
n =a} s > Goools the fact that adequate equipment, which is 
Enamel Were 1 To * resi} <7 LI fe Builders designed to cut down time and effort of the 
+ ss e £ Hardware salespeople and which displays the merchan- 
Y) | dise in such manner as to create desire, is the 
Enarmel Ware a i " Sport Goods best investment that can be made. 
: ” The right kind of equipment will reduce 
Ahomimom Wore s} | 2 y " Sport Gooo's | sales expenses because it makes it possible to 
” D s \ RT we increase the results of every clerkts labor. It 
Aluminum Ware a ee ey Mardware isn’t how much work is done that counts, but 
. . - . the results produced. 
Nickel Ware g rs Jools 
= ee 
shes i iad Toad 
Nickel Ware owe This sketch suggests the method to follow in 
getting a definite picture of your store and is not 
| to be confused with any actual arrangement 
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EDITOR’S NOTE.—This article is the first instalment of a series 
of articles by Frank Mappes which will appear in alternate issues 
of HARDWARE AGE, and will discuss in detail the problems of store 
arrangement, store management and display. Mr. Mappes is 
known throughout the length and breadth of the hardware trade 
as an outstanding authority upon these subjects and his articles, 
which are backed by years of experience, will be authoritative in 


every respect. 


The next article of this series will appear in the March 27 issue 


of HARDWARE AGE. Watch for it! 
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Too many retailers overbuy simply to get lower 
prices when, if they were merchants in every true 
sense of the name, they would buy only what they 
could sell at the lowest price obtainable on the quantity 
they are justified in buying. 


Buying and Store Arrangement 


The question may well be asked “What has buying 
to do with store arrangement?” It has everything 
to do with it, because, although adequate equipment 
will take. care of sufficient stock to properly operate 
a retail store, it is not designed to take care of such 
surplus stocks that overbuying results in. 

I am going to show in subsequent articles that too 
much emphasis has been put on buying by retailers 
with price as a basis rather than on what and how 
many to buy, which I will endeavor to prove to be 
much more important than the price. 

There are many who will, of course, disagree with 
me, but I have had the advantage of reading more 
than 1000 reports of retail stores which prove beyond 
any question the truth of my contentions. 

One of the most outstanding “flub dubs” is the 
tendency of retail stores to maintain and load’ up a 
warehouse, and frequently warehouses. Only a few 
retailers are justified in having warehouses. Dealers 
handling farm machinery, wagons, buggies, automo- 
biles, large machinery, etc., of course must maintain 
ample space to stock and display them, but this should 
be the exception rather than the rule. 

It often happens that goods stored in warehouses 
are forgotten when the forward or selling stock is 
depleted, so that instead of first ascertaining if there 
are any of the articles in reserve, the quickest and 
easiest thing to do is to order more from the first 
source of supply. Only at inventory time these come 
to light. How can it but affect turnovers? 

When a sketch is made of the lot and buildings 
occupied by a business and careful study is made of 
it, incongruities will appear, many of which can 
be remedied to advantage. More important, however, 
in the operation of a retail store is the accurate use 
of space on the main floor. 


Follow This Plan 


A simple plan to follow (anyone can do it) is to 
take 14 in. or % in. cross section paper and lay out 
an accurate or fairly accurate plan of the layout of 
the floor. Mark exact locations of show cases, 
counters, tables, large merchandise stands, etc. Using 
Y, in. cross section is better because the scale will 
permit more complete information to be shown in con- 
nection with each location. If a show case is shown 
give the contents of each one; when counters are 
shown designate the use to which they are put if 
goods are displayed on them, the condition of the 
display, etc., and so on until you have a fairly com- 


SOOTUEOEESCEROEODSL OOOEROCEOSOORT CORRE OR it teEe 


prehensive word picture 
and graph of the floor 
space and its arrange- 
ment in a condensed 
form. 

On each side of the 
picture of the floor lay- 
out draw a fairly good 
picture of the wall shelv- 
ing and fixtures with their contents. It will be a revela- 
tion to you to get, thus focussed, the many inconsisten- 
cies in the arrangement of the stock, to say nothing of 
finding the same class of goods in two or more places. 

In the interest of economical operation of the retail 
hardware store, restricted area of floor space is of 
prime importance. The proper use of space which 
permits segregation of lines with relation to allied 
lines, so that little if any time is lost by either clerk 
or customer, must, however, be first considered in 


Frank Mappes 


- any layout. . 


Lack of System Means Lost Sales 


More than half of the lost sales occur because 
through lack of a good system of stock arrangement 
the clerk fails to find the article called for or he is 
disinclined to go to the wareroom for it even though 
he knew it was there. 

In a large store in the Middle West the study of 
their methods of serving the trade developed the fact 
that it took just twice as long to wait on a customer 
than was necessary. 

This was due to the habit of carrying a large stock 
of everying and in keeping it all on the selling floors, 
which, by the way, were 50 ft. wide and more than 
200 ft. long, so that while waiting on customers the 
clerks walked many unnecessary miles each day. 

One of the first things done was to overcome as 
much lost motion as possible. This was accomplished 
by dividing the stock of each line into a reasonable 
amount of forward or selling stock and considering 
all the rest as reserve stock. The selling stock was 
then placed in the smallest possible space consistent 
with good taste, which in most cases was about one 
quarter of the original space used. This served to 
cut down:the amount of walking in the same propor- 
tion. 

It is safe to say that 90 per cent of the stores have 
conditions that border more or less on those described 
above. 

Given a good set of tools, a poor mechanic can do 
a fair job. A good mechanic will do a fairly good job 
with a poor set of tools. But given a good set of 
tools, the good man. will do the best kind of job. 

This is equally true of clerks. 

Who can be a good clerk in the kind of stores some 
must work in? 
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Play 


HE spring training season is under way. The rookies 

are doing their stuff before critical eyes; Babe Ruth 

is convalescing from his annual attack of “flu”; 

“General Rumor” is reported active in the South, the soft 

tinge of spring is beginning to creep into the air and 

a number of serious cases of spring fever have already 
been discovered in different sections of the country. 

On top of all this comes the announcement that Baseball 
Week will be officially celebrated this year for ten days 
from April 4 to 14. 

The object of Baseball Week, according to the official 
announcements issued by. the Chamber of Commerce of 
Athletic Goods Manufacturers, is “to set a date for the 
opening of the playing season throughout the country. 
The event has in the past proven its value in this 
respect, and it has also served to greatly increase the sale 
of baseball supplies throughout the season by bringing the 
opening forcibly before the players of the game and re- 
minding them of the time upon which to begin league 
activities.” 

Awards for originality in window trimming will be 
offered this year as in the past by the Chamber of Com- 
merce of Athletic Goods Manufacturers, Tulip and Palmer 
Streets, Philadelphia, Pa. Dealers who use baseball win- 
dows during that week are requested to send photographs 
of their displays to the association. 

In a booklet issued by the association the following 
suggestions are offered to dealers, which we pass along 
for the merchandising value they contain: 

“Nation-wide observation of the week by window dis- 
plays of baseball goods will do two things: (1) Impress 
on the public the increasing importance of baseball as 
the national game; (2) remind the public that it is time 
to purchase baseball supplies. 

“But the effect of this reminder and impression will 
be lost unless local dealers grab the opportunity it offers 
by their advertising and merchandising. 

“How retail dealers can do this is a 
problem that they themselves can best 





solve, but some suggestions may be 
helpful. 

“Many manufacturers are cooperat- 
ing with dealers by offering advertis- 
ing matter for distribution. Every 
advantage should be taken of these, 
even to the extent of mentioning them 
in your advertising. Dealers can use 
as their own souvenir a schedule of 
the home team’s games. 

“But the greatest merchandising 
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effort should be concentrated on the ideas of 
service, getting the consumer in the habit of 
coming into your store because of the help you 
may be able to offer him. Here is a concrete 
plan a successful dealer has used and suggests 
for National Baseball Week: (1) Invite local 
amateur and semi-professional ball players to 
attend a meeting at your store for the purpose 
of organizing a league or leagues. (2) Invite 
team managers and players to enter a booking 
system to be conducted by your store. (3) Where 
several leagues already exist, invite leagues’ ex- 
ecutives to meet in your store for the purpose 
of forming a federation or governing body, whose 
function it shall be to control amateur baseball 
in your city. (4) Invite the umpires and scorers 
: of these leagues to attend a meeting for the 
purpose of organizing a school for umpires and 
scorers, 3 

“These group meetings should be in the form 
of smokers and, if possible, souvenirs should be 
distributed. The customary invitation is by 
letter, but local newspaper publicity in regard 
to the meetings is desirable and a personal appeal 
to those most interested should be made. 

“The program for these meetings should be 
carefully worked out, and it is highly important 
that some person not connected with the store 
and carrying the confidence of the amateur 
players be asked to make an address. 

“This idea of making the store headquarters 
for amateur players can be carried further. 
Saturday night is the time most of these players 
visit the store. A bulletin board, carrying the 
Saturday scores of big league games and also 
the scores of local amateur games and other 
information of interest to players and fans, 
would be a drawing card. 

“Emphasize in your merchandising 
and in your advertising the service your 
store can render to the players, tie up 
with National Baseball Week along this 
line, and you will reap the double cash- 
in this nation-wide event will bring.” 

There is a tendency to overdo these 
special weeks. Their merchandising 
value cannot be denied, but, when they 
are run too often, and for too many pur- 
poses, they lose their novelty, and thus 
they defeat their own purpose. 
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By Saunders Norvell 


Chapter VII (Continued)—I Become Sales Manager 


I review in my mind those early days I am 
impressed with the uncertainty of financial con- 
ditions. Houses in St. Louis and in our terri- 


A 


tory were always failing. Times were always very | 


good or very bad. There did not seem to be any happy 
medium. In the South everything depended on the 
cotton crop. A short crop meant dull business and a 
great many failures. Families in St. Louis were 
prominent a few years, then the business failed and 
the families disappeared. I could name more than 
fifty prominent, well-to-do families in St. Louis in 
the ’eighties that seem to have entirely disappeared. 

Partnerships were the rule, and banks loaned money 
on “names” and indorsements without collateral. St. 
Louis did business mainly with the South. Goods 
were sold on long time, often a year‘s credit, and when 
cotton went wrong it meant another year’s extension. 
Some of the Southern States were financial grave- 
yards. Merchants came to market in the spring and 
fall and bought 
enough goods in 
one order to last 
them six months. 
Under such a sys- 
tem profits were 
necessarily very 
large. Business 
was very irregular, 
certain seasons 
very busy and other 
months with almost 
nothing to do. 

T he Simmons 
HardwareCompany 
was one of the first 
—if not the first— 
business house in 
the United States 
to incorporate. It 
was considered an 
unusual step at the 


time and was 
looked upon with 
considerable  sus- 


picion. Almost all 
the leading men in 
the house were for- 
mer salesmen— 
men who knew the 
trade—and it is an 
interesting and 
curious fact that 
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“Merchants came to market and bought enough goods in one order to last for 
six months” 


4 Ai 
| f / 
y Lh wi 
Way, Ww iH 4 
ru] 4 iy Al 
‘ len ' ' 
=" | if i 
“ a ie ir 
y YY 
‘ 
“? j fj 
‘ , i 


for the first twenty-five years of the house’s progress 
all the leading men came to the top from the inside 
of the organization—none were brought in from the 
outside. 

It is also interesting that even officers of the new 
corporation took long selling trips, traveling to remote 
parts of the country and being away from their 
families six months or a year at a time. Suppose we 
asked that of our head men today! I have had sales- 
men decline a job because they would have to be away 
from home two weeks. There were no mollycoddles 
in those days. We took the bitter with the sweet 
as a matter of course. 

The “Keen Kutter” trademark was first used only 
on an axe but gradually spread over a complete line 
of goods. Mr. Simmons told me he developed the 
“Keen Kutter” brand because an axe manufacturer 
refused to give him an inside price on a standard 
brand of axe. The manufacturer thought he con- 

trolled the trade. 

| The Simmons 

| Hardware Company 

! made _ wonderful 

; strides in those 

days because of the 

great leadership of 

Mr. Simmons. All 

of us loved and re- 

spected him, He 

filled us with en- 

thusiasm for him, 

for the house and 
for our work. 

Here are some of 
the things that led 
to the house’s suc- 
cess: 

A complete stock 
of goods. 

Prompt and com- 
plete shipments. 

Personal atten- 
tion to customers 

A broad - gaged 
credit policy. 

Handling claims 
diplomatically. 

Paying .salesmen 
liberally according 
to their results. 

The Simmons 
Hardware Company 
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“The next morning I walked into Mr. Bartlett’s office’ 


was a pioneer in the following: 

Incorporating. 

Profit-sharing with salesmen. 

Having salesmen live in their territories. 

Having warehouses next to railroads. 

Developing mail order business direct from cus- 
tomers. 

Having heads of house departments visit the trade 
with salesmen. 

The use of special salesmen on cutlery, sporting 
goods, etc. 

The sending out of helpers to regular salesmen in 
busy seasons. 

Back of all these things was the constant spirit of 
progress, keeping up to the times, looking for new 
ideas and, last but not least, Mr. Simmons was con- 
stantly seeking young men of energy and ability, both 
for the house and the road. 


I Meet Mr. Bartlett 


It was along about this time that I had the pleasure 
of first meeting another strong character in the hard- 
ware trade—Mr. Bartlett of Messrs. Hibbard, Spencer, 
Bartlett & Company of Chicago. I remember I gave 
a certain salesman an inside price on wire cloth. I 
told him to make the price by a credit memorandum. 
Of course, as might have been expected, it was only 
a short time before Mr. Bartlett of Chicago wrote 
Mr. Simmons, telling him that this customer had 
called upon them, had naturally told all about the 
price quoted and had shown the credit memorandum ; 
in other words, given us away, as customers seem 
to delight in doing when they get an inside figure. 

Mr. Simmons was very indignant at my having 
authorized this cut. He called me into his office and 
‘expressed himself rather forcibly on the subject. 
Finally he said, “I am not going to answer Mr. 
Bartlett’s letter. I want you to get on the train, go 
to Chicago tonight, call on Mr. Bartlett personally 
and tell him that without any authority from me you 
authorized this cut price.” So the next morning I 
walked into Mr. Bartlett’s office, not feeling any too 
happy over my mission, but I made the most of it. 
Mr. Bartlett at first was quite indignant. Then he 
became human and finally accepted my apologies with 
the understanding that it would not occur again. 
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Then he sent for Mr. Conover, and I had the pleasure 
of meeting this little big man, too. 


All Are Gone 


All are gone—Mr. Simmons, Mr. Bartlett and Mr. 
Conover—but they were all strong men and I certainly 
consider it a great privilege to have known all of them 
well. Afterward Mr. Bartlett, Mr. Conover and my- 
self became warm personal friends, and when I bought 
out The Hardware Reporter, one of the first weekly 
paid advertisements I received for my publication 
was from Messrs. Hibbard, Spencer, Bartlett & Com- 
pany. I wish to say here that this advertisement 
was received at a time when a very large number of 
the hardware fraternity were under the impression 
that The Hardware Reporter was owned by the Nor- 
vell-Shapleigh Hardware Company. I called on Mr. 
Bartlett and Mr. Conover, assured them that this was 
not the fact and, without any delay or hesitation and 
without making me feel they were doing me a tre- 
mendous favor, they signed their names on the dotted 
line on the advertising contract. 


A Small World After All 


This is a small world. Years and years afterward 
I took a train from Boulogne for Paris. I happened 
to have a seat in one of those foreign compartments 
facing forward. There was a lady sitting opposite me 
with her back to the engine. I said to her that many 
people objected to traveling backward, while it made 
no difference to me, and if she would prefer we could 
change seats. She thanked me and took my seat. 
Then, as usual when Americans meet in foreign parts, 
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“I happened to have a seat in one of those foreign compartments” 


she asked where I was from; and, when I told her 
from St. Louis, she asked me if I knew a certain hard- 
ware man in that city by the name of Norvell. I 
asked her why she asked the question, and she said 
that her husband had been a great friend of Mr. 
Norvell. This lady turned out to be Mrs. Bartlett, 
and afterward I had the pleasure of meeting her a 
number of times in Paris. 





(To be continued) 








72 





HARDWARE AGE March 13, 1924 


How’s This for a Radio Record? 
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The Hardware Age, 
239 West 39th St,, 
New York City. 
ATTEN. LLEW S. SOULE, EDITOR 





Gentlemen:- 

We thank you for yourof Feb. 28th calling 
our attention to the item in the Hardware Age of the issue 
of Yeb. 28th relative to the True & Blanchard Co, radio 
business and in this connection will say that while of 
course the facts mentioned in the item were correct for 
last year's business, our radio business has exceeded all our 
hopes and expectations and, while during the year of 19c2 
we did turn our stock of radio material 9 times, our records 
show that during 1923 our stock turn was 14 and during the 
month of December our stock turned three times, 

Our 1923 radio business was approximately’-ten 
times that of 1922, We feel that it is one of the best 


departments that we have ever established. 






Yours truly, 


TRUE & BLANCHARD CO, INC,, 


CGT: DCG 
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Brownell using 

the blackboard 
to advantage 
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Making Experts 
in Builders’ 


Hardware 


William Church of the McKinney Mfg. Co., lecturing to the builders’ hardware class of the Fort Pitt Hard- 


jean’ ool on speaking, you 
can’t sell an article unless you 
know something about it and 
the more you know about it the more 
you will sell. Here and there one 
comes across a “super salesman” 
who by mere weight of oratory suc- 
ceeds in unloading merchandise 
upon an easily influenced merchant. 
This, however, is the exception and 
not the rule. The rank and file 
must know the lines they handle, 
and, as a rule, the number of sales is 
in direct ratio with the knowledge 
possessed by the seller of the article 
to be sold. 

This is particularly true of build- 
ers’ hardware. If you want to 
maintain a high sales average with 
this line your knowledge of it should 
be well grounded. That’s the way 
the store salesmen of the Fort Pitt 
Hardware Co., Pittsburgh, Pa., felt. 
They wanted to increase their sales 
in this line and they wanted real, 
definite knowledge of the line for a 
foundation on which to build these 
sales. The question was how to 
obtain the necessary knowledge. 


How the Class Was Formed 


During the latter part of 1923 
several of the salesmen approached 
A. H. Brownell, manager of the 


ware Co., Pittsburgh, Pa. 


firm’s builders’ hardware depart- 
ment, and asked him if he would 
consent to instruct them. Mr. 
Brownell, who had spent a number 
of years in a New England builders’ 
hardware factory and had a reputa- 
tion of being one of the best quali- 
fied men on the subject in the retail 
hardware field, gladly consented. 
The result was that a series of meet- 
ings was arranged. These meetings 
are held every Thursday from 6:30 
to 8:30 in the evening. Attendance 
is entirely voluntary but the meet- 
ings have proved so worth while 
that there are now fourteen mem- 
bers in the class. Incidentally two 
large department stores have asked 
permission to have the managers of 
their builders’ hardware depart- 
ments attend the sessions. 


The Method of Teaching 


Mr. Brownell is of course the in- 
structor and has been accorded the 
title of “professor.” In teaching the 
subject he makes use of manufac- 
turers’ sample boards, hardware 
catalogs and architects’ blueprints. 
A large blackboard and some chalk 
complete the “professor’s” equip- 
ment. The class meets in the build- 
ers’ hardware display room. Fol- 
lowing the roll call and a few pre- 


liminary remarks, Mr. Brownell 
proceeds to review the subject dis- 
cussed during the meeting of the 
preceding week, refreshing’ the 
memories of the students by asking 
them a number of questions rela- 
tive to the points taken up. Answers 
are written down on the blackboard 
and are commented upon by Mr. 
Brownell and the members of the 
class. This review usually lasts for 
about half an hour. 


Manufacturers’ Salesmen Talk 


Should a manufacturer’s salesman 
or other qualified visitor be present 
he is usually given a_ half-hour 
period to talk about the salient 
points and uses of his line. The final 
hour is devoted to the introduction 
of the new subject, which is ex- 
plained by means of samples of the 
articles in question and by black- 
board diagrams. 

The first lesson, which was held in 
September, 1923, covered the vari- 
ous metals and finishes used in the 
manufacture of builders’ hardware. 
The class learned the comparative 
values of the metals and in another 
lesson was instructed as to the vari- 
ous finishes and their respective 
values. In subsequent lessons the 
class learned about the construction, 








id 


functions and operation of fire exit 
bolts; discussed night latches, butts 
and hinges; studied door sets and 
took them apart to learn the way 
in which they operated, and delved 
into the subject of casement hard- 
ware. When the new year rolled 
around, the members of the class 
had a working knowledge of the 
value of metals and finishes and 
could identify the various items 
which constitute a stock of builders’ 
hardware. 
Reading Blueprints 


All of this information served as 
a background for the most important 
work of a builders’ hardware sales- 
man—the reading of blueprints. Mr. 
Brownell finally introduced this sub- 
ject with an explanation of the 
various code markings used by archi- 
tects in their plans. He particularly 
cautioned the class to be on the look- 
out for corrections made in ink and 
pencil after the plans had been blue- 
printed. He explained that failure to 
watch this detail would often lead to 
an incomplete listing of the needed 
hardware and an inaccurate estimate 
—causing delay and loss of profits to 
both the builder and the store. 

Throughout his discourse on blue- 
print reading, Mr. Brownell care- 
fully explained the meaning of the 
expressions found only in the vocab- 
ularies of architects and builders. 
He stated that it was his desire to 
make his associates thoroughly famil- 
iar with these terms so that they 
would be able to discuss the subject 
easily with a customer and under- 
stand dimensions given either in per- 
sonal conversation 
or over the tele- 
phone. 

A repr esenta- 
tive of HARDWARE 
AGE recently at- 
tended one of 
these builders’ 


hardware ._— classes 
and found it ex- 
tremely _interest- 


ing. Mr. Brownell 
reviewed the previ- 
ous discussions on 
finishes and fire 
exit bolts and 
selected the hard- 
ware for a_ bed- 
room from a set of 
blueprints. The 
preceding week he 
said he had select- 
ed the hardware 
for an entire 
house. 

He then called 
upon one of the 
salesmen to equip 
a front entrance 


This builders’ hardware display brought builders and home 
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door. The student, upon learning 
that the door was 1% in. in thick- 
ness, selected a pair of butts 4 by 4- 
in., a set of locks and a push but- 
ton to match. Mr. Brownell wrote 
these upon the blackboard’ and com- 
mented upon them for the benefit of 
the rest of the class. 
A Demonstration of Selling 

Another interesting innovation 
was a demonstration of selling 
builders’ hardware by two students. 
One took the part of the hardware 
salesman while the other imper- 
sonated a customer. The salesman 
showed an attractive door set to the 
supposed customer and suggested its 
use. The customer, however, stated 
that the pattern was too elaborate. 
As the student-salesman reached for 
a new pattern Mr. Brownell advised 
him to return the rejected set to 
stock and thus lessen the possibility 
of confusion from too many styles 
being shown, which confusion, he 
said, served to increase sales resist- 
ance. Eventually the set was “sold,” 
but not until the “customer” had 
raised a number of objections which 
were satisfactorily answered by the 
“salesman.” 

Another member of the class was 
called upon to select the hardware for 
an attic door; another did the same 
for a basement door, while a third 
picked out a door set for a bathroom. 
The last named showed the results 
of his training when he selected the 
lock. This was controlled from the 
inside by means of a turn catch, but 
could also be operated with a key 
from the outside. This, he said, was 
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desirable in case a sick person be- 
came locked in the bathroom and was 
in need of assistance from the out- 
side. 

In one of the lessons a pupil ob- 
jected to the price of $4 which was 
quoted for a certain lock, to go on 
the basement side exit door. The 
student who was acting as seller at 
the time said he could furnish a 
cheaper grade for $2.75 but would not 
advise it. “The cheaper lock,” he 
cautioned, “is a poor one and can 
only be expected to give limited ser- 
vice and doubtful satisfaction. The 
$4 model, however, is a very good 
lock and will give you unlimited 
satisfaction, pride and real service. 
Hardware is meant to have long life 
and it is economical to buy good 
hardware. Picking the cheaper 
grades is false economy, and we can- 
not recommend it.” 

At the close of the blueprint ses- 
sion it was announced that the fol- 
lowing week the lesson would be de- 
voted to taking locks apart in order 
to determine why and how they func- 
tioned and how they were made. 
Manufacturer’s Representatives Help 

The class was then turned over to 
William Church of the McKinney 
Mfg. Co., Pittsburgh, who outlined 
the uses, finishes and styles of strap 
and T-hinges and common butts. He 
explained the different types needed 
in the butted door and in other cases 
where the construction of the door 
and sash required a special type of 
equipment. 

Mr. Church and John Farr, also 
of the McKinney Mfg. Co., have been 
frequent visitors to 
these classes and 
have contributed a 
wealth of useful in- 
formation regard- 
ing their lines. 

The three young 
ladies shown in the 
accompanying illus- 
tration are Mr. 
Brownell’s s ec re- 
tary (who is also 
secretary of the 
class) and two 
others who are do- 
ing clerical work in 
the organization. 
Their attendance is 
calculated to equip 
them to handle 
their duties with 
greater accuracy, 
and they have al- 
ready found that 
what they have 
learned has helped 
them in their con- 
tact with cus- 
tomers. 
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View of the temporary toy store conducted by Cheney &€ Crider, Mansfield, Ohio 
—-a youngsters’ paradise 


Toys—One Flight Up! 


never rains but it pours,” is be- 

ing repeatedly demonstrated. 
When Dame Fortune, for example, 
took it into her head to smile on the 
retail hardware business of Cheney 
& Crider, Mansfield, Ohio, things be- 
gan to happen in a very surprising 
manner. Sales increased by leaps 
and bounds, and in consequence it 
was deemed expedient to materially 
increase the space occupied by the 
store. 

One of the reasons for the store’s 
phenomenal growth, according to 
Rufus Crider of the company, was 
the fact that it had concentrated 
very successfully on the development 
of a strong toy department. Accord- 
ingly, when the change into larger 
quarters was made, the possibilities 
for the further expansion of this line 
were not neglected. 

For some time previous to making 
the change the company had been on 
the lookout for suitable quarters for 
its rapidly growing business, and 
just as the need for larger quarters 
was becoming acute a large store, 
eight doors away, hung out a sign 


je truth of the old saying, “It 


announcing that it was for rent. 
This store was modern in every re- 
spect and had an upper story suitable 
for a salesroom. Mr. Crider has a 
reputation for knowing an oppor- 
tunity when he sees one, and it was 
not long before he was in possession 
of the larger quarters. 


Toys on the Second Floor 


Mr. Crider’s first move when in- 
stalled in the new quarters was to 
expand his toy department, and in 
the month preceding Christmas he 
did more toy business than he had 
previously done in an entire year. 
His sales for the year 1921 had been 
$1,500, but he figured that he could 
do better if he had a larger and more 
diversified stock. Realizing the pos- 
sibilities in this direction, he ex- 
panded the toy department, making 
it in effect a separate toy store. To- 
day the toy department is one of 
the company’s most important rev- 
enue producers, and it occupies an 
advantageous position on the second 
floor of the new building. 

The toy department worked won- 
ders during the holiday rush, with 


the result that Mr. Crider is 
thoroughly “sold” on the possibilities 
of this line because, as he puts it, 
the people of Mansfield are them- 
selves “sold” on it. The firm handles 
juvenile furniture, vehicles, bicycles, 
toy drums and pianos as well as a 
complete line of mechanical and ircn 
toys. 

From Dec. 1 until after the peck 
of the holiday rush season one sales- 
man devoted himself exclusively to 
the sale of toys, but when the de- 
mand was particularly heavy he 
frequently found it necessary to call 
for reinforcements. The popularity 
of the company’s toy department 
during the holiday season will long 
be remembered by the people of 
Mansfield and this, Mr. Crider states, 
has reacted very favorably in the 
sales in other departments. 

This is not the only instance where 
upstairs toy departments have 
proved to be popular. H. W. Morse, 
Meriden, Conn., for example, devotes 
his second floor to toys, doing an 
annual business of $25,000. The 
Amsterdam Hardware Co., Amster- 
dam, N. Y., reaches the $4,500 point 
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A close-up of the small toys and dolls in the Cheney & Crider toy department 


annually in playthings. W. H. Car- 
lisle of this firm tells us that the toy 
stock carried averages about $700 
and is completely turned several 
times a year. 

Mr. Carlisle finds it an all-year 
line, possessed of the ability to ex- 
pand in mushroom fashion during 
the holiday season. All three of 
these hardware men are _ strong 
boosters of toys as all-year lines. 
They say that each season the dealer 
can feature special types of toys. 


Here’s an Ad That’s 
Different 


EAR the Barbara Frietchie 

tablet in Frederick, Md., is a 
popular shoe shining parlor. Among 
the wall calendars, posters and pic- 
tures is a large sign printed in three 
colors—but you can’t read the words. 
Hop up on the leather seat for a 
shine and gaze at yourself in the 
plate glass mirror opposite and the 
mystery is cleared up. You can 
easily read that Seeger & Co. dis- 
tributes quality hardware, high- 
grade tools, best brands of cutlery, 
etc., and are located just around the 
corner. This novel sign, printed with 
reversed letters, attracts attention. 
it is different and people notice 
signs which are different. 

The average sign is intended to 
make an instant impression upon 
people who are passing by, but this 
sign is designed for the man who 
has time to read. 


For instance, when spring ap- 
proaches, coasters, scooters, roller 
skates and the various. vehicles 
should be pushed. When the vaca- 
tion season opens and the kiddies 
go to the seashore there will be the 
beach toys, sand pails and kindred 
items to work on. The iron goods 
and mechanical toys are very popular 
in March and April as gifts to the 
stay-at-home kiddies who are sick 
or not strong enough to play out- 
doors. Juvenile furniture for the 
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girls is always popular, so are dolls 
and doll carriages. 

H. W. Morse has a large sign on 
the stairs indicating that “Toyland” 
is upstairs. Mr. Carlisle in Amster- 
dam has a similar sign and Mr. 
Crider also plans to have one. It is 
a good plan to have toys upstairs in 
many cases. The second floor of a 
store is seldom as crowded as the 
first. People can stroll around on 
the second floor, and that is an im- 
portant thing when toys are an all- 
year line. At the holiday season 
people buy in a hurry, but at other 
times they like to take their time. 
With an all-year toy stock of the 
proper size, Mr. Crider figures 
he will have children visit the de- 
partment every day with their 
parents and in this way he will create 
a toy market that at present lies 
somewhat dormant for lack of sales 
stimulation. 

He states that there are children’s 
birthdays every day in the week for 
some one to remember, and if it is 
a child’s birthday the thought of 
toys comes first. He plans to make 
them think of toys and Cheney & 
Crider in the same thought. 

Mr. Crider has been liberal in the 
matter of toy displays. He has used 
the windows of both stores and has 
arranged interior displays which at- 
tracted considerable attention. He 
has always talked toys when cus- 
tomers gave the lead and it has paid 
toy dividends into the store. 


Displays Baseball Bats 
in Trays 


SZ ACH of these tilted trays will 

hold sixteen baseball bats. The 
four supports are cut from 2 by 2 
stock and measure 6 ft. high. The 
base of each tray is toe-nailed to 
cleats fastened to the supports. The 
side pieces are nailed to the posts. 
As each tray is tilted forward the 
use of backboards is optional with 
the user. 

R. P. Hansen, Detroit, Mich., built 
this rack. He likes it because the 
bats do not slip out or roll when a 
sample is removed from the rack 
for inspection. 

In this rack the various sizes and 
weights of baseball bats are within 
the easy reach of customers, and if 
they don’t like one style they can re- 
place it and select another without 
the necessity of calling upon the 
salesman for assistance. In short, 
it’s a time-saver. 
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CENES such as this 
are common in every 
town in the United 
States. 
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Pe ey stop to think 
that this means real 
profits to the hardware 
dealer? 














A Tale of the Golden Egg 


OU have all heard the tale of 

the goose that laid the. golden 

eggs and of the sad end of this 
delightful fowl at the hands of its 
owner. It’s a pretty myth of the 
olden days, to be sure, but there are 
golden eggs today. 

Every good hen lays them. 

By this we mean to imply the 
profit that comes from modern 
poultry raising. 

There are many pros and cons to 
be heard from poultrymen at large 
—the professional poultry raiser, 
the farmer with two or three hun- 
dred hens, right down to the average 
individual with his small barn-yard 
flock. 

Some claim there is no profit in 
poultry at certain times of the year 
and perhaps there isn’t—when the 
hens aren’t laying. 


1,750,000,000 Dozen Eggs a Year 


However, there is one extremely 
pleasing light cast upon the subject 
by statistics. It is estimated that 
our good old domestic hens through- 
out the country produce somewhere 
in round numbers fairly close to a 
billion and three quarters dozens of 
eggs each year. This looks, at an 
offhand glance, that quite a number 
of them must stick rather close to 
the job most of the time. 


By A. H. VAN VORIS 


By and large, it is only sensible 
to reflect that the average of these 
hens must bring a profit to their 
owners, otherwise there would be a 
considerable wielding of axes on the 
chopping-block. 

This much, in general, as to profit 
to the poultry raiser. Next, how 
about the hardware dealer? 

Poultry raising calls for a good bit 
of care and attention on the part 
of the owner. First, they require 
regular feeding but perhaps, in the 
big sense, we may pass up this phase 
of the business, since it is to be 
assumed that no large majority of 
hardware merchants operate a feed 
store. 

But, along with the main feed, 
certain “side dishes” are essential, 
too. Here we might mention ground 
oyster shells, grit (in both hen and 
chick sizes) and charcoal (in both 
sizes). These we find to be a regular 
stock item with those dealers who 
make anything at all of poultry sup- 
plies. Coming in 100 lb. sacks, the 
shells and grit are sold both by the 
sack and also loose by the pound in 
a smaller way. 

Regular attention is likewise re- 
quired for the interior of the 
chicken-house—walls and roosts. 


For this purpose, many dealers 
find a steady demand for sprayers 
and whitewash or chemically disin- 
fectant spray material. 

Dry lime, in bulk or in sack form, 
is often very inconvenient to handle, 
but the latter type of spray material 
is now put up in 1 and 10 lb. paste- 
board cartons and in 50 lb. bags, 
The 10 lb. size seems to be the fastest 
seller, and it is just as easy to stock 
as any other packaged item. In ad- 
dition, it has a continuously steady 
sale to dairymen for spraying their 
cow stables, a compulsory operation 
in many sections today. 


The Incubator Question 


This is the time of the year when 
poultrymen and farmers are think- 
ing about incubating for young 
spring chicks. 

Although other stores do overlap 
and occasionally encroach on the 
established hardware field, your 
store is the logical place for the 
incubator prospect to call. 

You can’t hide an incubator be- 
neath the proverbial bushel, but the 
result may be somewhat the same 
unless they are properly displayed 
and advertised. This is especially 
so, due to the seasonable nature of 
the article. 
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You will want your assortment 
of models on the floor in such a 
prominent place that they will de- 
mand attention. All of your sales- 
men who may be called upon to ex- 
plain their construction and opera- 
tion should be well versed in this 
knowledge from a detailed applica- 
tion to the company literature, cover- 
ing all features of the device. Of 
course, you can’t demonstrate it as 
a car might be demonstrated by an 
automobile salesman, but you do have 
every possibility 
for winning the 
interest of your 
prospect by know- 
ing how to point 
out its good fea- 
tures. 

At least one ma- 
chine can be used 
to advantage in 
your window dis- 
play, along with 
other accessories 
of the season. If 
you can secure a 
dozen or more of 
those tiny cotton 
chicks in yellow 
and white, sold in 
the novelty store 
at Easter’ time, 
you will find a neat 
bit of human in- 
terest connected 
with your display 
from _ arranging 
them in life-like 
attitudes about the 
store window. 

Then, your advertisements might 
invite people to call and talk over 
their requirements, for if you study 
up on this device sufficiently to be- 
come a real source of information 
you will doubtless find that you can 
secure orders for different sizes of 


Small Display Makes Big 
Sales 


SMALL white partitioned case, 

covered with glass, stands in 
front of the Wacholtz hardware 
store in Albert Lea, Minn. This 
case is known as “the little White 
House.” Each partition is filled with 
some small item for sale. There 
are pocket knives, flashlights, elec- 
trical merchandise, fishing tackle, 
etc., shown. One day forty pocket 
knives were sold as a direct result 
of “the little White House.” A 
space at the bottom of this case is 
used for advertising articles used in 
shoe repairing and findings, and has 
brought much business. 
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incubators than you may carry in 
regular stock. 

There is this one thing which 
we would very urgently recommend 
relative to special orders, and that is 
the strict advisability of having 
these orders placed in due season and 
without delay. 

Many a good sale has been lost in 
previous years for the simple reason 
that the incubator season was not 
opened early enough to secure de- 
livery on special orders. Let your 





Put chickens and they’ll put life in any poultry goods display 


advertising lay special stress on this 
important fact, for if your customer 
loses out on securing the incubator, 
so do you lose a profit which might 
otherwise have been yours. 

After the incubator comes the 
hover or brooder. These devices 
operate in close harmony with the 





No Closed Season 
for This Line 


HE other day we met a friend 

who operates a garage near our 
home. He was carrying six lawn 
trimmers with square or straight 
cutting edge. “Note the label,” he 
said, holding one trimmer up for in- 
spection; “it reads: ‘Sidewalk 
Scraper.’ Last winter they were 
ice scrapers; this summer lawn 
edgers, and we use them all year 
’round to chop hard grease from the 
garage shop floors. Great thing for 
that purpose. So long!” 
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incubator, for they mother the baby 
chicks when they have been hatched 
out. 

There are two main types—the oil 
and the coal-burning. The former 
has the advantage of being less ex- 
pensive and simpler and easier to 
operate. Also, this oil-burning hover 
is smaller and can be located in al- 
most any dry, warm place, whereas 
the larger coal-burning hover or 
colony brooder calls for more room; 
but, since it takes care of a much 
larger number of 
chicks, it is in 
greater demand by 
the larger poultry 
raiser. 

As these chicks 
grow and develop 
later in the spring 
into a size where 
they can look after 
themselves, there is 
a line of poultry 
supplies which you 
can sell quite 
readily. 

Then your poul- 
try farmer will be 
looking for such 
things as galvan- 
ized water founts, 
feed troughs, shell, 
grit and charcoal 
feeders, oat sprout- 
ars, leg bands, poul- 
try netting, pails, 
etc. 

Every single pro- 
ducer needs some 
of this equipment, and if you make 
your store known to him as a good 
place to purchase poultry supplies, 
because of your interest, modern de- 
vices and right prices, there is no 
reason why the mythical goose 
should not lay a whole nestful of 
golden eggs for you this spring. 


Pushing Garden Material 


HOME-MADE window display 

—yet one which contained good 
sales invitation, was recently used by 
a hardware dealer with material 
which is available to everyone. To- 
ward the front part of the window 
he arranged a small furrow out of 
soil in which were placed a number 
of small imitation plants. About the 
furrow were several miniature rakes 
and hoes, such as are found in chil- 
dren’s toy sets. To the rear of the 
window were the large sized garden 
tools. The idea was driven home 
with this sign: “To make your gar- 
den grow use plenty of rake and 
hoe.” 
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Profit-Sharing, Pensions 
and Savings 


How Hibbard, Spencer, Bartlett & Co., Chicago, 


Handles All Three 


T is, perhaps, significant that an increasing amount of attention is being given to vari- 
ous forms of profit sharing. Hamp Williams, president of the National Retail Hard- 
_. ware Association in all of his addresses at the different state conventions this year has 
stressed the importance of some plan whereby those who make the success of a business 
possible may share in its profits. 
The experience of Hibbard, Spencer, Bartlett & Co., wholesalers, Chicago, in this connec- 
tion is both interesting and pertinent. This firm has not only a profit sharing plan but also 
a pension plan and a savings and loan plan for employees. 


TFONHE first organized form of 
| profit sharing with -employees 
of Hibbard, Spencer, Bartlett 

& Co. dates back to 1902. Prior to 
that time the compensation of sales- 
men had been based upon the profits 
of their respective territories and in 
good years certain house employees, 
at the end of the year, received cash 
bonuses in addition to their salaries. 
But there had been no definite plan. 


How It Works 


In January, 1905, all house em- 
ployees in continuous service for five 
calendar years or more participated 
in a distribution from the profits for 
the previous year. One-half of each 
person’s share, which was based on 
his salary, was paid by check and 
the balance deposited to his savings 
account. In later years the plan was 
amended to include employees of a 
shorter term of service. With minor 
changes, the original plan was con- 
tinued until the end of 1920. Prior 
to that time it was felt that it could 
be improved upon and it was diffi- 
cult to prove any tangible benefit re- 
sulting from the plan. Earlier in 
the year a committee had been ap- 
pointed to study the subject and 
after a very extensive examination 
of many other plans, the Hibbard, 
Spencer, Bartlett & Co. service divi- 
dend plan was devised. 

Under the service dividend plan a 
definite amount each year is set 
aside for the stockholders from the 
year’s earnings. All profits in ex- 
cess of this amount are divided 
equally between the stockholders and 
the eligible employees. Distribution 
is made in cash in four payments 
during the year, in the months of 


February, June, September and De- 
cember. Every person employed 
continuously for a calendar year or 
more receives a full share. Those 
hired between Jan. 1 and June 
30 participate on the basis of salary 
paid them after July 1. Employees 
hired after July 1 do not participate 
the first year. Any employee leav- 
ing before payment is made forfeits 
his share and it is prorated among 
those remaining. 

The profits of any wholesale busi- 
ness depend largely upon a low ex- 
pense ratio and a high rate of stock 
turn. The hearty cooperation of 
employees—a willingness to under- 
take the extra tasks—and the devel- 
opment of a proper “esprit de 
corps” help in keeping down the ex- 
pense account. Stock turn can also 
be helped by intelligent team work 
of both office and stockroom em- 
ployees. 

The results from the service divi- 
dend plan are perhaps the best an- 
swer as to whether or not it has been 
a success. The first full year of the 
new plan—1921—was a poor busi- 
ness year, yet the profits of Hibbard, 
Spencer, Bartlett & Co. were large 
enough to pay a small service divi- 
dend to employees. In 1922 the per- 
centage was greater, and in 1923 
a still larger amount was earned. 

By reason of the unusual cooper- 
ation of employees the management 
recognizes their just right to a share 
in the profits. The attitude of the 
company and its desire to deal fairly 
with all in its employ have been defi- 
nitely shown. 


The Pension Fund 


During the summer of 1904 the 
directors of Hibbard, Spencer, Bart- 


lett & Co., recognizing the need of 
some definite plan for taking care of 
superannuated employees, prepared 
an outline of a pension plan which 
was presented to employees for their 
consideration. Briefly, the plan pro- 
vided that each employee (over 18 
years of age) should contribute two 
per cent of his wages and the com- 
pany should contribute a like amount 
—into a general fund—to be known 
as the Hibbard, Spencer, Bartlett & 
Co. Pension Fund. The plan pro- 
vided for the retirement of male em- 
ployees at half salary upon attaining 
the age of 65. (Females at the age 
of 60.) The control of the fund was 
vested in a committee—partly from 
the directors of the company and 
partly from the employees. The 
plan was accepted by an almost 
unanimous vote of the employees 
and was put into effect on Jan. l, 
1905. 
Minor Changes Made 


Minor changes have been made in 
the period that has elapsed since 
the fund was established A pro- 
vision has been made for disability 
before reaching retirement age; 
benefits have been provided for 
widows and minor children of pen- 
sioners. Since the advance in the 
cost of living, pensions have been 
increased to two-thirds instead of 
one-half average salaries. 

A recent statement shows the ac- 
cumulations in the fund now total 
over $400,000. In nineteen years more 
than $212,000 has been paid out in 
pensions to a total of 135 persons. 
In a number of these cases the pen- 
sion has been practically the only 
source of income. At present there 
are forty-four receiving pensions that 
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aggregate in the neighborhood of 
$30,000 per year. 

One of the important features of 
the Hibbard, Spencer, Bartlett & 
Co. Pension Fund plan is that em- 
ployee’s deposits, with simple inter- 
est added, are repaid upon the death 
of an employee, or in case he leaves 
the service of Hibbard, Spencer, 
Bartlett & Co. In any event, every 
penny that an employee contributes 
toward the fund is eventually re- 
turned to him, with interest added, 
whether he becomes a pensioner or 
not. On January 1, 1924, employees 
had to their credit in this fund more 
than $125,000. 

One of the recent developments of 
the fund has been part-time employ- 
ment for employees of advanced age. 
Certain employees upon reaching the 
pension age have preferred to keep 
on working—at perhaps some lighter 
occupation and for but a portion of 
the usual working day. The com- 
pany have encouraged this; positions 
have been found for pensioners who 
wish this kind of work; the usual 
pension has been paid, and in addi- 
tion a regulary salary based upon 
the number of hours put in and the 
responsibility of the job. 

The assets of the fund are in- 
vested in government securities and 
other high grade investment bonds, 
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and the annual interest return has 
now reached the point where it 
equals about three-quarters of the 
amount paid in pensions. 

The pension committee keeps in 
close touch with pensioners. Regu- 
lar calls are made by the company’s 
visiting nurse to those residing in 
Chicago and letters are received at 


intervals from those living outside 


of Chicago. 
Savings and Loans 


Over thirty years ago several 
groups of employees of Hibbard, 
Spencer, Bartlett & Co. organized a 
number of savings societies. Groups 
were composed of from ten to fifteen 
persons and each member agreed to 
deposit a certain amount regularly 
on the day following pay day. De- 
posits started immediately after the 
first of the year and each association 
was liquidated at the end of Decem- 
ber, each year. The members were 
privileged to borrow from the fund 
as it accumulated. They paid 6 per 
cent interest on their loans and all 
notes were paid by the end of the 
year. The interest was divided 
among the members at the end of 
the year. 

About twelve years ago the firm, 
realizing the possibilities of enlarg- 
ing upon this idea, encouraged the 
organization of the Hibbard, Spen- 
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cer, Bartlett & Co. Employees’ Sav- 
ings & Loan Association. Arrange- 
ments were made with a local bank 
to have a collector call on a certain 
day each week. By-laws were 
adopted and employes invited to sub- 
scribe to shares of 25c. per week— 
limit of forty shares per person. 
Funds so accumulated were subject 
to loan at certain published rates— 
large amounts at 6 per cent; smaller 
loans paying a small premium. 

In late years the officers of the 
company have assisted in the loaning 
of funds to the end that the associa- 
tion has been able to earn a larger 
return on deposits. 

In 1923 there were 617 depositors 
whose total deposits amounted to 
$80,090.67. Earnings amounted to 
53c. per share, which is a trifle over 
8 per cent of the average deposit. 
It is more convenient for members 
than a savings bank and the interest 
return is more than double. The 
association is liquidated each year, 
early in December, just before 
Christmas. 

Employees may borrow for any 
purpose approved by the executive 
committee, and the majority of the 
loans are made without security. 
Even though the loans are unse- 
cured, the losses have been negligible 
—not averaging $5 per year. 








Use ’Em Yourself to Sell ’Em 


|) ees every slogan is a human interest story. 
The slogan “Use ’em yourself to sell ’em,” popu- 


time Mr. Lasher reached for his wallet. 
about to hand the money to the dealer, he hesitated. 
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As he was 








-larized by the American Chain Co., Inc., Bridgeport, 
Conn., was originated by J. O. Lasher, manager of 
the E. H. Clark Advertising Agency, 37 West 
Thirty-ninth Street, New York City, some time ago, 
without any premeditated thought. Its origin was 
purely accidental. 

A few years ago Mr. Lasher was driving his own 
car down Bedford Avenue, Brooklyn. It was late 
winter, and a day of gusty winds and heavy rain. 
The pavements were unusually slippery. Mr. Lasher 
decided to get some Weed chains for his rear wheels, 
and pulled up in front of a store where he knew he 
could get what he wanted and where he had heard 
that the proprietor was an enthusiastic salesman of 
weed chains. 

As Mr. Lasher got out of his car he noticed the 
dealer’s delivery truck standing in front of the store. 
Being interested in weed chains he looked to see the 
* condition of the chains on the delivery truck. He 
was rather surprised to see that there were no chains 
on the truck. 

Going into the store he had to wait a few minutes, 
as there were a number of customers ahead of him. 
When a clerk came up to Mr. Lasher he said he 
wanted to see the proprietor. In a few minutes the 
dealer was free and came to wait on him. 

“Have you a set of thirty-two by four chains?” 

“Yes, siree!” 


The dealer reached for the chains. At the same 


“Do you honestly think I’ll need these today?” 

“Well, I should say so,” was the emphatic reply. 
“This is the most treacherous kind of driving 
weather.” 

“Well,” said Mr. Lasher, “you told me five minutes 
ago that you didn’t think so much of them yourself.” 

“What are you talking about,” demanded the 
dealer. 

“Why you practically told me that out in front 
not five minutes ago.” 

“Why, I never saw you before,” expostulated the 
dealer. “I haven’t been outside the store this 
morning.” . 

“Isn’t that your car out there?” asked Mr. Lasher. 

The dealer admitted it was. “Well, where’s your 
Weed chains?” asked Mr. Lasher. “If you believe 
in them why don’t you use them?” 

The dealer saw the point. He sent two of his men 
out and had chains put on all four wheels of his 
truck. He also sold windshield cleaners which he 
didn’t have in his truck, but he had one put on as 
soon as it was pointed out to him. 

And that’s how the slogan, “Use ’em yourself to 
sell ’em,” originated. It can be applied to a majority 
of the items sold in a hardware store. Think it 
over. How many things do you sell that you don’t 
use? Did you ever stop to think that one of the most 
persuasive selling arguments is the phrase “I use it 
myself”? 
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EDITORIAL 


COMMENT 





After the Convention—What? 


YW NHE hardware convention season has come 
and gone, leaving in its wake tremendous 
possibilities. The band has stopped play- 

ing. The crowd has scattered. The irksome task 

of turning those possibilities into realities now 
rests with the individual. 

Undoubtedly the conventions have in them- 
selves performed a valuable service. Unques- 
tionably, they have far more than paid for the 
time, effort and expense expended in holding 
them. Their real measure of success, however, 
depends upon whether those who attended put 
into practical use the ideas and information 
meted out to them during the sessions, or slip 
back into the old business ruts. 

Every man who attended his state convention 
is willing to concede that its sessions teemed 
with good ideas and suggestions; that basic busi- 
ness faults were brought out and remedies pre- 
scribed. He remembers the moments of mental 
exhilaration and his own good resolutions. But 
he is human. In many cases he has allowed 
habit to reassert itself and has kidded himself 
into believing that the old ways are easiest and 
perhaps best for his particular business. 

It isn’t the fault of the convention, the speak- 
ers, the officers or the program. It is only a case 
of the old reprobate “Self”? back on the job. It 
is merely added proof to the contention that 
“Bach of us is as lazy as he dares to be.” It is 
but one more indication that man’s greatest prob- 
lem in life or business is himself. 

But business today is not a one-man problem. 
What you do affects the prosperity of your fel- 
low merchants, as well as your own. What your 
competitor does has a bearing on your success. 
If either lags behind the procession of progress 
the community suffers. Merchandising is on a 


broader plane than that of the old days. Selling 
no longer dominates. It is but one of many fac- 
tors. The better type of merchant recognizes 
his responsibility as a buyer for his community. 
However, the mere acknowledgement of respon- 
sibility means little unless backed by action. 

Perhaps you listened to Hamp Williams as he 
outlined the value of organization and agreed 
with him as to its necessity. If, however, you 
fail to put his ideas into execution in your busi- 
ness, you have wasted your time and his. You 
also listened to able addresses on “Business 
Waste,” but if you are still allowing waste to run 
rampant in your store, that session represents, 
to you, expense rather than investment. If, dur- 
ing the question box sessions remedies for some 
of your individual business problems were sug- 
gested and you have failed to give those reme- 
dies a fair trial, you might better have stayed at 
home and sent your clerks to the convention. 

After all the ultimate success of any business 
hinges upon the ideas, ideals and properly di- 
rected efforts of the man who controls its poli- 
cies. If he is narrow.the measure of success at- 
tained will gage itself to the span of his mind. 
As he broadens new channels open and from 
greater vision comes a greater residue of ser- 
vice and profit. : 

The very nature of a trade convention makes 
it one of the greatest broadening influences of 
modern business. It does its part and does it 
well. It furnishes the opportunitv and acts as a 
great clearing house for ideas, suggestions and 
facts. 

The balance is up to you, because ideas unused, 
suggestions untried and facts undigested are but 
mental dead stock. The value of anything lies 
not in itself but in its use. 
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CURRENT NEWS 








Construction Workers 


Walk Out on Strike 
in Pittsburgh 





Union Said to Be Demanding 5-Day 
Week and Larger Pay for Men 


Building trade craftsmen in Pitts- 
burgh are on strike. Demands made 
by the unions for material increases 
in wages had received no attention 
from the contractors and builders 
when existing agreements expired 
March 1. More than 2,000 men are 
out and unless there is speedy adjust- 
ment a good deal of projected con- 
struction, as well as much already in 
progress, will be held up. All of the 
wage increase demands of the men 
are considered radical, that of the plas- 
terers being particularly so, since 
that union wants a five-day week 
through the elimination of Saturday 
work. It is supposed that the basis of 
this demand is a desire to add to the 
periods for which overtime pay is al- 
lowed. 

The crafts out, their existing wages 
and new demands are: 

Plasterers—Receiving $11 a day for 
54-day week; demand $13 a day and 
a five-day week. Structural iron 
workers—Receiving $10 a day; de- 
mand $11 a day. Composition roofers 
—Receiving $8 a day; demand $8.80 a 


ay. 

In all building trade agreements 
eight hours is considered as constitut- 
ing a day’s work, with time and one- 
half pay for overtime and double time 
pay for Saturday afternoon, night, 
Sunday or holiday work. 

Plasterer contractors are reported 
to have offered the plasterers $12 a 
day for a continuation of the present 
54-day week, a $1 a day increase, but 
the plasterers are reported holding out 
for their demand of $13 a day and a 
5-day week. 

_The carpenters are continuing nego- 
tiations with their employers, the 
hoisting engineers are in the midst of 
an internal dispute with their own 
international union, and the lathers do 
not consider their agreement actually 
expires until later this month. 

Some increases were reported offered 
to the other trades affected, but re- 
jected. 

Causing some surprise, three other 
trades whose existing agreements 
have expired still are technically at 
work. These are the carpenters, the 
largest group in the building trades, 
who, receiving $9.60 a day, have asked 
$11 a day; hoisting engineers receiv- 
ing $9 and $10 a day, and asking 
$11.20 a day, and the lathers, who, re- 
ceiving $11 a day, demand $13 day. 





Bosch Detroit Plant Expanded 


In line with its policy of equipping 
all its branches as distributing centers 
as well as sales and service stations, the 
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American Bosch Magneto Corporation, 
Springfield, Mass., has recently com- 
pleted a new building for its branch at 
Detroit, Mich. The new building is lo- 
cated at 89-95 Hancock Avenue West, 
between Woodward and Cass avenues. 
It was designed especially to serve the 
needs of the Detroit territory of the 
Bosch Corporation, which includes the 
States of Michigan, Ohio and parts of 
Indiana, West Virginia and Kentucky. 





J. K. Light, Detroit Mer. 
for Root Co. 


The Root Co., Bristol, Conn., has re- 
cently appointed John K. Light as man- 
ager of its Detroit office. Mr. Light 
for years has been associated with the 
Joseph N. Smith & Co., Detroit, Mich. 
The Root company are manufacturers of 
automatic counters, automobile and mis- 
cellaneous hinges, stampings, etc.—a 
large volume of their output being con- 
sumed in the automobile industry. Mr. 
Light will devote most of his energy to 
hinges for automobile hoods and wind- 
shields. 


F. M. Reid, Ass’t Mer. 
Baird Hardware Co. 


F. M. Reid, formerly with Hibbard, 
Spencer, Bartlett & Co., Chicago, and 
for the past four years connected with 
the sales and territorial departments 
of the Van Camp Hardware & Iron Co. 
of Indianapolis, Ind., has resigned, ef- 
fective April 1, to become assistant 
manager of the Baird Hardware Co., 
Gainesville, Fla. 


Wooster Brush Co. 
Adopts Unusual Test 


The Wooster Brush Co., Wooster, 
Ohio, has recently appointed . Joseph 
Follis, a practical painter of some fif- 
teen years’ experience, in charge of 
testing, from the practical painter’s 
point of view, the various brushes made 
by the company. Mr. Follis will spend 
his entire time in putting brushes 
through many severe tests which 
brushes receive in actual service and 
will also keep constantly under observa- 
tion new products put out by the com- 
pany from time to time. 





National Tool. Co. Catalog 


The National Tool Co., 86 Walker 
Street, New York City, will distribute 
in early March its new catalog, No. 20, 
together with a separate price sheet. 
A feature of the new catalog is the 
elimination of sale prices and the list- 
ing of sizes only. e company is also 
preparing to distribute display board 
to assist the retailer in making sales of 
its products. It has recently installed 
new machinery with a view of increas- 
ing its volume production in cold chisels, 
wrecking bars, star drills, plumbers’ 
tools and hardware specialties. 





A. W. Clark Opens New York 
Office 


Alfred W. Clark, for more than 30 
years connected with the Yale & Towne 
Mfg. Co., and for the past three “7 
as general sales manager of the E. T. 
Fraim Lock Co., Lancaster, Pa., is now 
established at 33 Warren Street, New 
York, to represent manufacturers of 
hardware and tools in the New York 
and export markets. 





Bach Joins Disston 
Sales Force 


A. D. Bach of the Cleveland office 
of the Atlas Steel Corp., Dunkirk, N. Y., 
has severed his connections with that 
company and will be associated with 
Henry Disston & Sons, Inc., Philadel- 
phia, Pa., in connection with steel sales 
in the New England territory. 

Mr. Bach is a graduate of Lehigh 
University and has been engaged in 
steel sales work for five years, having 
been associated with Wheelock, Love- 
joy & Co., Inc., before going with the 
Atlas company. 


St. Louis Rubber Cement Co. 
Reorganized 


The St. Louis Rubber Cement Co., 
Inc., 3951-53 Laclede Avenue, St. Louis, 
Mo., which for twenty years has manu- 
factured rubber cement for all purposes, 
as well as automotive and bicycle acces- 
sories, has recently been organized. 

Frank K. and Harmon L. Hadley have 
charge of the production and William 
Ogden Hadley has charge of the ad- 
vertising, purchasing and sales. 

These men represent the third gener- 
ation of the Hadley family who have 
been making cement since 1850. 

The company has moved into a new 
factory, which takes in two thorough- 
fares, the front on 3952 West Pine 
Boulevard and the rear on 3952 Laclede 
Avenue. 





Cordley & Hayes Lockport Plant 
to Close for Repairs 


For the purpose of undergoing ex- 
tensive alterations and repairs, the 
plant of Cordley & Hayes, the Lockport, 
N. Y., plant of Cordley & Hayes, 7-9 
Leonard Street, New York City, will be 
shut down about the middle or latter 
part of March. Warehouse facilities will 
enable the company to carry reserve 
stocks for several weeks. 





Cornell & Sons to Move 


C. A. Cornell & Son, hardware re- 
tailers, Imlay City, Mich., will remove 
in the near future from their present 
quarters to a new brick store, which af- 
fords more adequate accommodations 
for the company’s rapidly growing busi- 
ness. 

















March 13, 1924 


HARDWARE AGE 








OF 


THE TRADE 











Obituary 


George F. Konold 


George F. Konold, president of the 
Warren Tool & Forge Co., Warren, 
Ohio, died recently in , that city from 
complications following an operation. 
Mr. Konold, who was in his fifty-ninth 
year, was born at East Douglas, Mass., 
June 25, 1864, the son of Christ Konold 
and Mary Hoveler Konold. From the 
age of four he attended the public 
schools at Evergreen, a suburb of Pitts- 
burgh. When fifteen he was a helper 
and later a hammersmith in ‘the plant 
of the Iron City Tool Works. In 1888 
at the age of 24, when his father died, 
George Frank Konold was qualified by 
practical experience in every branch 
of the forge business. He became 
superintendent of the Iron City Tool 
Works and served in that capacity for 
twenty-three years. 

It was in 1911 that Mr. Konold be- 
came identified with industrial affairs 
in Warren. He and his brother, M. 
J. Konold, and J. D. Robertson, of Pitts- 
burgh, organized the Warren Tool and 
Forge Company, broke ground for the 
plant in December of 1911 and the 
plant was equipped and in operation 
in the early fall of 1912. 

The Warren Tool & Forge Company 
has grown greatly since its organiza- 
tion and has become one of the city’s 
most successful industries. The com- 
pany is said to be the largést manu- 
facturer of railroad track tools in the 
United States. George F. Konold has 
been the practical man of the concern 
and responsible for the high grade 
product that has brought the company 
such success. 

Mr. Konold at the time of his death 
was treasurer and general manager of 
the company. The company now em- 
braces three units—the tool, machine 
and malleable divisions. The latter 
two were formerly known as the 
American Block & Manufacturing Co. 
and the General Malleable Co. 

Surviving besides his wife, Hannah 
Saints Konold in his immediate family 
are three sons, George F. Junior, Wil- 
liam S. and J. Reynolds, all of War- 


ren. 
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Chester M. Truax 


Chester M. Truax, for some years 
hardware buyer for Biddle Purchasing 
Co., died recently at the home of his 
father-in-law, Christian Brehm, 177 
Garfield avenue, Long Branch, 'N. J. 
Before becoming connected with the 
Biddle Purchasing Company, Mr. 
Truax was head of the Truax Hard- 
ware Store, Long Branch. 





Two New Accessories 
Distributors in West 


The Oakes Co., manufacturer of au- 
tomobile parts, 3019 Roosevelt Street, 
Indianapolis, Ind., has_ recently ap- 
pointed two new ‘distributors for its 





line of spare tire and spare wheel locks 
and other accessories. E. A. Cornely, 
Inc., 1445 Bush Street, San Francisco, 
will. represent the company in the north- 
ern part of California and the Wheel 
Service Co., 501 Broadway, Denver, in 
Colorado and parts of Nebraska, Kan- 
sas, Wyoming and Utah. 





Boller Machine Works 
Appoints A. Oppenheim 
Representative 


The A. Oppenheim Sales Co., Dexter 
Building, 453 Washington Street, Bos- 
ton, Mass., has recently been appointed 
New England sales representative for 





A. Oppenheim 


the Peter Boller Machine Works, manu- 
facturer of the Boller mop wringer, Chi- 
cago, Ill. A. Oppenheim, head of the 
company, has traveled for many years 
in the 'New England territory and is 
well acquainted with the hardware and 
housefurnishing trade, both among the 
jobbers and the retailers. 





Electric Laboratories 
Adds to Line 


The Rogers Electric Laboratories 
Co., Cleveland, has added four new 
items to its line of electric cooking ap- 
pliances. These are a single heat hot 
pad; three-heat hot pad; single burner 
hot plate; and double-burner hot plate, 
which will bear the trade-mark “Qual- 
ity.” A new catalog describes these 
items completely. Increasing demand 
for its products has necessitated doub- 
ling of manufacturing space, the com- 
pany reports. 


Rogers 





Geo. H. Bowman Co. Booklet 


The Geo. H. Bowman Co., Cleveland, 
has issued a new booklet covering its 
full line of Swissalu Aluminum Cooking 
Utensils. This will be sent to dealers 
upon request. It is well illustrated. 
Various sizes, capacities and _ stock 
numbers are given to facilitate ordering. 
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Hoffman Arms Co., Inc. 
Organized . 


The Hoffman Arms Co., Inc., Cleve- 
land, has been organized to build special 
shotguns and rifles to specifications. 
The company will not manufacture on 
a production basis, it is said. Each 
gun or rifle will be built special to meet 
individual requirements. The company 
solicits inquiries on such orders from 
dealers. 

The plant is located at 1765 East 
Twenty-seventh Street. Offices are at 
610 National City Bank Building. Of- 
ficers of the company are: Harry 
Snyder, president; Frank L. Hoffman, 
vice-president and general manager; J. 
L. Stephens, secretary, and G. 
Spencer, treasurer. The four officers 
and the men working at the plant are 
users of guns. Mr. Snyder has hunted 
practically every animal on the North 
American’ continent. Mr. Hoffman has 
hunted all over the world, receiving 
particular notice as the man who did 
the shooting in the first jungle hunting 
moving pictures produced by Paul J. 
Rainey. 


Missouri Winchester 
Club Elects 


The election of officers and the dis- 
cussion of trade topics were features of 
the convention of the Missouri Win- 
chester Club, held at St. Louis, Feb. 
25-26. The new officers are as follows: 

President, A. M. Hoffman, Sedalia; 
first vice-president, F. X. Becherer, St. 
Louis; second vice-president, Ira Tatum, 
Clarkton; third vice-president, H. C. 
Mell, Farmington, and secretary and 
treasurer, F. J. Warnhoff, Boonville. 

At the opening session, J. Clarke Coit, 
the newly elected president of the Win- 
chester*Simmons Co. of St. Louis, was 
introduced and enthusiastically received. 
The convention was the largest Win- 
chester convention held with exception 
of the Nationals. It is stated that 250 
agents registered, some of them from 
other States, and at the banquet given 
at the Hotel Statler 450 were served. 

J. M. Campbell, Bowling Green, Mo., 
president of the National Association 
of Winchester Clubs; Warren Taylor, 
Gonzales, Texas, vice-president; Hobart 
R. Beatty, Clinton, Ill., secretary and 
treasurer of the Illinois Club; J. P. 
Margeson, vice-president and general 
manager of the St. Louis house, and J. 
Clarke Coit, president, were the princi- 
pal speakers. 


a ee 


Altorfer Bros. Advance 
J. L. White 


Announcement has been made that 
Altorfer Bros. Co., Peoria, Ill., manu- 
facturer of ABC washing and ironing 
machines, have appointed J. L. White 
as assistant sales manager. Mr. White 
has been a district representative of 
the company for several years. 
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New England News 


Michelson & Scott, 185 Norfolk 
Street, Boston, have sold out their re- 
tail hardware business to Sam War- 
shaw, who will operate the store here- 
after as the Colonial Hardware Co. 





The Middlesex Hardware Co., Inc., 
Arlington, Mass., capitalized for $2, 000, 
recently incorporated under the laws 
of that state. Jacob Cohen, 32 Sylvia 
Street, Lexington, is president; and K. 
Balanoff, 47 Sylvia Street, treasurer. 





Harris Bros., Milo, Me., have sold 
their interest in a retail hardware busi- 
ness to H. E. and F. R. Treworgy, who 
will operate the store as the Milo Hard- 
ware Co. The buyers operate two other 
retail stores in Maine. 





A contract has been awarded by the 
Bryant Hardware Co., Elm Street, 
Westfield, Mass., for alterations to the 
two-story store front, which will allow 
for a much better display of retail 
goods than heretofore. 





Regal Bros., 364 Warren Street, Rox- 
bury, Boston, have sold out their in- 
terest to Friedman Bros., who will op- 
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erate the establishment under their 
own name. 


F, E. Mann, Plympton, Mass., gen- 
eral store, has sold out to George H. 
Harper, who will continue to operate 
the store as such, and add a more com- 
plete line of hardware. 





Edward Feldman has purchased the 
David S. Smith interest in the Warren 
Hardware Co., 377% Warren Avenue, 
Roxbury, Boston, and will operate 
same as the Warren Hardware Co. 





Stock of the Wetmore Savage Co., 
194 Massachusetts Avenue, Boston, 
supplies, located on the second floor, 
was considerably damaged by smoke 
during a fire in an adjoining store. 





Carpenter-Morton Club Holds 
Meeting 


The monthly dinner and meeting of 
the Carpenter-Morton Club was held at 
the Boston Art Club, Boston, Feb. 21, 
with Warren F. Hoye, president of the 
club, presiding. 

The guests of the evening were H. F. 
Staples of the Staples Wax Co., Med- 
ford, Mass., who gave the members an 
address on floor waxes, and C. F. Ken- 
dall, a representative of the Martin- 
Senour Co. of Chicago, who also ad- 
dressed the members. 
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New Technical Slide Rule 
Developed 


The danger of making mistakes in 
transferring standard dimensions to 
drawings and computations is practi- 
cally eliminated by the use of a newly 
developed slide rule recently developed 
in Switzerland and exhibited at the In- 
ternational Standardization Conference 
at Zurich, according to a recent state- 
ment by the American Society Engi- — 
neering Standards Committee, 29 West 
Thirty-ninth Street, New York City. 

The slide rule presents all essential 
dimensions for the full series of the 
Swiss standard bolts, nuts and washers, 
so that by moving the slide to such po- 
sition that the desired diameter appears 
through a window or opening in the 
fixed part of the rule, all the dimensions 
for the other parts of the bolt of that 
size appear in the corresponding rect- 
angles on a clear diagram of the bolt 
which is engraved on the fixed part of 
the rule. In this way each dimension 
appears in exactly where it applies. 





Ohio Store Wants Catalogs 


The Central Hardware Co., 543-545 
Second Street, Portsmouth, Ohio, is de- 
sirous of receiving catalogs from manu- 
facturers and jobbers, particularly on 
stoves, housekeepers’ supplies, cutlery, 
mechanics’ tools, paints, etc. 
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Finding Hardware Profits 
in Lakes and Streams 


S someone has aptly observed 
A before, the mediocre man is 

- oblivious to the opportunities 
that are everywhere about him, the 
talented man sees them and uses 
them for his own advantage, while 
the man of genius makes his own 
opportunities. It is true that we 
cannot all fit into the last category, 
but we can at least take advantage 
of the opportunities for profit that 
are everywhere about us. 

Take, for example, the matter of 
outboard motors. Experience has 
shown that. this line when energet- 
ically pushed, especially in the 
spring, when craft of all types are 
coming out of their long winter 
hibernation, affords a very hand- 
‘ gome avenue of profit. 


Three Reasons .for Its Use 


There is a logical reason for the 
unusual success that has attended the 
sale of outboard motors. In the 
first place, they enable the owner 
of an ordinary rowboat or canoe to 
convert his craft into a power boat, 
thus increasing its usefulness a 


hundredfold. In the second place, 
a well constructed outboard motor is 
a really efficient means of naviga- 
tion, and one may be installed easily. 
In the third place, it is inexpensive 
and well within the reach of every 
boat owner. Consequently, it is a 
profitable line to handle. The turn- 
over is rapid and the margin of 
profit good. 

It is an item that lends itself 
admirably to display and one that 
will arouse and hold the interest and 
enthusiasm of onlookers, thus af- 
fording the salesman an opportunity 
to explain its many advantages to 
prospective buyers. 

One of the reasons why the out- 
board motor is such an excellent 
seller is the fact that it has an un- 
usually wide field of usefulness. ~ It 
is possible, for example, to use such 
craft in waters that are far too 
shallow to permit of the use of the 
ordinary motor boat—while the con- 
struction of many types of such 
motors permit the propeller shaft 
to ride easily and without danger 
over obstructions. Its ability to 


travel in shallow water makes a row- 
boat so equipped an ideal tender for 
a larger motor boat or yacht, and 
an increasingly large number of this 
type are being used. 


‘Try ’Em on Canoes 


An important field for the out- 
board motor is its usefulness in con- 
nection with canoes. When a canoe 
is equipped with such a motor, all 
possibility of capsizing when mak- 
ing sharp turns or in rough water 
is eliminated by the use of sponsons. 
With a suitable outboard motor in- 
stalled, the canoe is capable of de- 
veloping really surprising speed and 
will skim along lightly and safely. 

With the approach of spring, the 
outboard motor can be very advan- 
tageously featured in the window. 
If the space permits, a small row- 
boat or canoe so equipped could be 
shown and its many uses featured 
on posters in the background of the 
window. Such a display is sure to 
attract attention and should result 
in many profitable sales. 
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Inadequate Pay Roll Threatens Breakdown 
of Postal Service 


Big Deficit Due to Low Parcel Post Rates on Mail Order 
House Merchandise—Senate Committee Tackles 


( WASHINGTON, D. C., March 10, 1924.) 
rE NHAT the postal service, especially 
[: the handling of first-class mail 
matter, is breaking down in many 
of the large cities because the Govern- 
ment is not willing to make an adequate 
increase in the compensation of postal 
employees in the face of a huge deficit 
due chiefly to the fact that the parcel 
post is now handling at a heavy loss 
enormous quantities of express and 
freight business for the mail order 
houses, is the serious charge presented 
to the Senate and House Post Office 
Committees during the past week by 
Thomas W. Flaherty, secretary-treas- 
urer of the National Federation of 
Postoffice Clerks. Mr. Flaherty’s de- 
claration is the reply which his organ- 
ization makes to the statement recently 
credited to President Coolidge that 
present conditions do not warrant any 
increase in the compensation of postal 
employees. 


Paradoxical but True 


While it would appear that the White 
House and Mr. Flaherty take dia- 
metrically opposite views of an issue 
of vital importance to the business men 
of the country, nevertheless we have 
the interesting paradox that both state- 
ments are substantially correct. A 
little analysis will demonstrate this 
beyond reasonable doubt. 

The statement that “present condi- 
tions do not warrant” an increase in 
pay to the employees of the postal serv- 
ice is apparently proven by the fact 
that the handling of the mails is now 
conducted at a tremendous financial loss 
which no increase in efficiency, how- 
ever it might be stimulated by higher 
pay, could possibly offset. 

Obviously, however, this does not 
mean that a proper readjustment of 
parcel post rates, even though it might 
result in imposing a substantial addi- 
tional charge on the mail order houses, 
would not provide sufficient revenue to 
enable the Postmaster General to check 
the exodus from the postal service of 
the experienced clerks and carriers who 
are now quitting it for better paid 
jobs in private employment. 

Slight readjustment of the short haul 
parcel post rates will produce sufficient 
revenue to offset the desired pay in- 
crease, it is contended. It is further 


urged that existing laws are adequate 


Mellon Tax Reduction Bill 
By W. L. CROUNSE 


to enable the Postmaster General to 
make this adjustment without further 
Congressional action. 


Big Cities Chief Sufferers 


Inadequate salaries, it is charged, 
are adversely affecting the service in 
New York, Chicago, Detroit, Cleveland 
and other large cities where capable 
young men will not accept positions. 
The result is that in attempts to recruit 
the service the Government is obliged 
to consider a class of men who would 
be rejected if high standards were 
enforced while the efficiency of the 
service is being constantly reduced by 
the resignations of experienced men in 
all branches. 

Secretary Flaherty handles this im- 
portant controversy without gloves in 
a formal statement given out here in 
part as follows: 

“The Government has_ gradually 
taken over practically all of the short- 
haul express business and some of the 
light-freight business through its 
parcel post development during the 
past ten years. It is the opinion of all 
familiar with the subject that this busi- 
ness which now comprises 70 per cent 
of all mail handled, is carried at a 
great loss. 


Mail Order Concerns Benefit 


“The principal beneficiaries are the 
large shippers and mail order concerns. 
Statistics show there are eight parcels 
mailed from the large cities for every 
one mailed to the cities from the coun- 
try. Thus, it is a myth to suppose 
that the Government’s parcel post is 
putting the city consumers in direct 
touch with the country producer. 

“There is no justification for refus- 
ing’ postal employees adequate com- 
pensation and then pay a virtual 
subsidy to a few large shippers and 
mail order concerns. The general pub- 
lic gets no benefit from this policy of 
hauling express matter and freight at 
a loss. The volume of mail has in- 
creased 500 per cent since 1907, and 70 
per cent of this great mass of mail 
matter is parcel post. 

“Mr. Burleson reduced parcel post 
rates three different times. They are 
far too low. 

“The relatively few users of this 
postal activity should be made to pay 


for the service they exact. It is esti- 
mated that an increase of 2 cents a 
pound on parcel post mail will produce 
ample revenue to cover the increased 
pay rates carried in the Kelly-Edge bill, 
which has the support of the employees’ 
organizations. 

“Postal employees are going to carry 
their appeal, despite the White House 
announcement, to the owners of the 
postal system—the American people. 
Largely through the efficiency of the 
employees postal labor costs are lower 
than ever before. 

“The public is still getting postal 
service at prewar postage prices. The 
employees should not be made victims 
of a wrongful policy in handling ex- 
press and freight matter at a loss.” 


National Chamber Takes a Hand 


At this psychological moment the 
Chamber of Commerce of the United 
States makes public a report in which 
are proposed “measures to check the 
deterioration of the postal service in 
the large cities of the country, due 
principally to the inadequate pay of 
employees and congested working quar- 
ters.” Conditions in many cities, no- 
tably in Detroit, Boston, Cleveland, 


New York and Chicago are such, the 


committee advises, that prompt relief 
is necessary. 

“Difficulties are found in filling 
vacancies in the postal service,” the 
committee declares, “because employees 
are unable to live on their present 
compensation and because they can 
obtain higher wages in private indus- 
try. In some cases it has been. neces- 
sary to call upon volunteers to move 
the mails.” 

It has also been found that the 
cramped quarters of the Federal build- 
ings in which postoffices are housed, 
with their poor lighting and ventilation 
and the forced use of basements, sub- 
basements and congested workrooms, 
have become a menace to the health 
of employees and are not conducive to 
good service. For this condition the 
committee holds accountable “policies 
in the past which have emphasized 
economy rather than adequacy.” 

Although the present administration 
has announced a different policy the 
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Missouri Association Holds Largest 
Convention in Its History 





J. G. Wade, Monroe City, treasurer; J. Parrish, Hamilton, president; George M. Rinie, St. Louis, 
retiring president ; Tom Witten, Trenton, vice-president, and F. X. Becherer, St. Lowis, secretary 


tion of the Missouri Retail Hard- 

ware Association, held at the Mar- 
quette Hotel, St. Louis, Feb. 26, 27 and 
28, was the largest in the history of the 
organization. The registration was in 
excess of 525 and the hotel accommoda- 
tions for exhibits as well as the con- 
vention hall space proved decidedly in- 
adequate. It seems likely that larger 
quarters for both exhibits and meeting 
place will have to be secured for the 
next convention next year. 


[tie twenty-sixth annual conven- 


J. Parrish Heads Association 


The following officers were elected 
for the ensuing year: J. Parrish, Ham- 
ilton, president; Tom Witten, Trenton, 
vice-president; F. X. Becherer, St. 
Louis, secretary; J. G. Wade, Monroe 
City, treasurer. Retiring President G. 
M. Rinie, St. Louis, was elected to the 
executive committee and J. W. Weger, 
St. James, was also elected to serve on 
the executive committee. A great deal 
of satisfaction was expressed when 
Tom Witten consented to serve as vice- 
president regardless of the fact that he 
was at present the president of the 
National Federation of Farm Imple- 
ment Dealers’ Associations. 

The convention sessions were opened 
with an invocation by E. J. Faut, Brook- 
field, and the singing of “America.” 
The first session of the Missouri con- 
vention is always a 


little introduction 
meeting. Manufac- 
turers and _ jobbers 


are all asked to be 
there and to address 
the dealers and visit- 
ing dealers are also 
given the opportunity 
of meeting the Mis- 
souri men. R. H. Ogle, 
sales manager Shap- 
leigh Hardware Co., 
was the first to be in- 
troduced, and he ex- 
tended a welcome 
from the jobbers to 


all the dealers. M. E. Wyckoff, west- 
ern editor HARDWARE AGE, was then 
introduced and was followed by H. W. 
Geller, president Geller, Ward & Has- 
ner Hardware Co. Mr. Geller spoke of 
the simplification and standardization 
programs as they had been applied thus 
far to the industry and explained the 
jobbers’ price service for the benefit of 
those who were unacquainted with it. 
J. C. Coit, president Winchester-Sim- 
mons Co., St. Louis, followed Mr. 
Geller. Mr. Coit is the new president 
of the local Winchester-Simmons Co., 
and told the dealers he was glad to be 
at their service in any capacity in 
which they might use him. J. P. Mar- 
geson, vice-president of the local Win- 
chester-Simmons house, also spoke. He 
was followed by R. W. Meriwether, a 
visiting hardware dealer from Para- 
gould, Ark. 

This feature of the program was 
closed with an informal talk by R. W. 
Shapleigh, president Shapleigh Hard- 
ware Co., in which he advised dealers 
to keep adequate stocks so they could 
take care of the business. Mr. Shap- 
leigh also told the dealers they should 
have considerable confidence in _ the 
future and show it in their business. 


Beatty Tells "Em How 


H. R. Beatty, Clinton, IIll., was the 
principal speaker of the session. He 
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took the dealers on trip through a de- 
partmentized hardware store. The en- 
tire story was built around the profit 
side of the business and how a dealer 
with adequate records could control his 
expenses and his investments to such 
an extent that he would know exactly 
where and how he was making his 
money. 

Due to the fact that it costs more 
each year to get business, Mr. Beatty 
pointed out, much should be done by 
hardware retailers toward making 
their lines so varied and their stores 
attractive as well as appealing to more 
people. He also said there was no 
store in the country that could expect 
to continue to be successful if it had 
not changed its merchandising policies 
within the last ten years. He told the 
dealers that no hardware store was 
complete without its quota of women 
salesmen. He also said that by actual 
count they had found out in their own 
store. that more women came in than 
men. 

A. M. Hoffman, Sedalia, past presi- 
dent, presented the president, George 
M. Rinie, St. Louis, with a ring as an 
appreciation from the association of his 
services during the year. 


Rinie Urges Cooperation 


President George M. Rinie, in his 
annual address, stressed the impor- 
tance of cooperation 
in building up the 
association and asked 
that each dealer do 
his part in increasing 
the membership dur- 
ing the year. He said 
that the increased in- 
terest in the group 
meetings during the 
year past had made 
the association deter- 
mined to carry for- 
ward this phase of the 


work. Simplification 
and _ standardization 
were indorsed, and 
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Mr. Rinie, who sells a very large 
amount of paint, was very much inter- 
ested in the paint manufacturers get- 
ting together and putting into use a 
simplified paint card as well as stand- 
ardized packages. 


Secretary Stresses Business Methods 


Secretary F. X. Becherer, in his an- 
nual message, urged dealers not to 
overlook the advantages of the services 
offered by the State and national asso- 
ciations. They were cautioned about 
entering into contracts without careful 
investigation. They were also told to 
keep stocks up, but not to speculate 
because of attractive discounts on goods 
that showed a slow rate of turnover. 
Mr. Becherer also reported that seven 
group meetings had been held and that 
the membership of the association now 
reached 661 in good standing. 

S. R. Miles of the National Retail 
Hardware Association was the princi- 
pal speaker at the afternoon session. 
Mr. Miles’ talk was full of practical 
ideas and suggestions which the dealers 
might take home with them and put 
into practice. 


Kitchell, Morrisonville, Ill.;: J. P. Hahn, St. Louis; G. A. Pauley, 
St. Louis, and J. M. Wallace, Chicago, Iil. 


active demand, and that it was neces- 
sary to continually be at the simplifi- 
cation of stocks, as it was not possible 
to simplify a stock and think the work 
had been accomplished. 

H. R. Beatty outlined the present 
status of paint simplification. Dealers 
were handed cards, and 125 of them 
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who handled paint asked the manufac- 
turers to cut their outside colors ac- 
cording to the recommendations pre- 
viously made. 

The association followed out the plan 
being tried this year in giving a cer- 
tain portion of the time over to a rep- 
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Frank Stockdale, Chicago, spoke at 
both morning and afternoon sessions on 
Wednesday, Feb. 27. He found inter- 
ested audiences at both sessions and of- 
fered some good pointers which the 
dealers seemed glad to get. He empha- 
sized the profits made in different kinds 
of business and showed the real differ- 
ence to lie in the number of stock turns 
of the merchandise. He also told the 
dealers that 75 per cent of all the sell- 
ing was through the eye and urged 
them to put merchandise out where it 
could be seen. 

At the afternoon session Mr. Stock- 
dale said that the assortment of mer- 
chandise in a store was essential to its 
success as a profitable business. He 
said that while assortments were nec- 
essary, at the same time they should be 
made up of merchandise that had an 


resentative manufacturer, jobber and 
retailer to discuss some phase of the 
business of particular importance. Mr. 
Beatty spoke for the retailers and com- 
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bined his talk with the paint simplifica- 
tion proposition on which he was sched- 
uled to speak later. 

T. A. Carroll, manager of advertis- 
ing and sales promotion, E. C. Atkins 
& Co., spoke for the manufacturers. 
He told how the simplification program 
had been put into his own organization. 
He said, ‘“‘However, E. C. Atkins & Co. 
were not alone in this movement, and 
while manufacturers acted individually 
it seemed that a nation-wide movement 
to simplify business operations had de- 
veloped. It meant that a big attempt 
was being made nationally to conduct 
all activities of an enterprise in the 
least elaborate manner. It goes with- 
out saying that this procedure has 
found favor with the hardware mer- 
chants generally throughout the United 
States. Mr. Carroll said that up to the 
present time about 50 per cent of non- 
essential sizes, patterns and finishes of 
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his company’s products had been elimi- 
nated. 

H. J. Hopkins, sales manager Geller, 
Ward & Hasner Hardware Co., took 
the jobbers’ side of the question. He 
told how their buyers watched the slow 
selling lines and eliminated them and 
asked dealers to do the same. He also 
asked them to help remedy the return 
goods evil, as it was a tremendous bur- 
den on the jobber and helped to keep 
the overhead up. He suggested holding 
goods ordinarily to be returned so the 
salesman could make disposition in 
nearby territory. Price service was 
suggested to the dealers as a means of 
keeping down stock investments, serv- 
ing as a purchasing guide and a type of 
service which would enable dealers to 
sell profitably. 


W. F. Gebhart on Conditions 


The Wednesday afternoon session 


was closed with an address by W. F. 
(Continued on page 110) 
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J. A. Monson, 
retiring president 


ITH a splendid attendance, and 
with exhibits of more than 


30,000 items of hardware 
valued at more than $500,000, the 
Minnesota Retail Hardware Associ- 
ation convention opened in the St. Paul 
Auditorium on Tuesday, Feb. 26, for a 
four days’ session. From the begin- 
ning of the first day, when the doors 
of the exhibition hall opened at nine 
o’clock, it was apparent that the con- 
vention was destined to be a success, 
both from the point of fine arrange- 
ments and from that of attendance. 

The entire forenoon of the first day 
was given over to the exhibitors, who 
had everything in readiness for the 
visitors at the hour of opening. Deal- 
ers, their salesmen, and the ladies from 
the retail stores gave the ones who 
were attending to the registering a 
busy half day, for they came in groups 
so rapidly that there was a long wait- 
ing line at the registry desk. The 
convention sessions were held in the 
assembly room of the Y. W. C. A. build- 
ing across the street from the audi- 
torium, as there was no available space 
left in the building for the meetings. 

The first session of the convention 
was held in the afternoon of Tuesday. 
After the singing, the Rev. S. M. Miller, 
dean of the Lutheran Bible Institute, 
St. Paul, gave the invocation. 


Monson Says Help the Farmer 


In his annual message, President 
J. A. Monson, Braham, called the at- 
tention of the members to the coming 
presidential election, and solicited their 
careful consideration and study of the 
national situation, and of the various 
issues, and to use their influence to 
elect men for both State and national 
_offices who will favor the measures that 
will benefit the State and nation as a 
whole. 

Hardware men, he said, should take 
an active interest in working out the 
problem of the farmer, because unti! 
it is done no permanent and general 
prosperity can come to our country. 
Cooperative marketing was advanced 
as a remedy, and one that is the best, 
aside from actual subsidy as a tem- 
porary relief. 

Equitable distribution of the tax 
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Help the Farmer and 
Help Yourselves, 


Says Minnesota 


burden is another problem to be solved 
before normal conditions can prevail. 
A director of a budget for State ex- 
penditures was advocated as a possible 
aid in that solution. 

His final word was a request that 
every member take full advantage of 
the opportunity to meet with the manu- 
facturers and jobbers at the exhibition 
hall, urging them to place their orders 
for the goods they expect to sell at a 
profit, without overbuying, but remem- 
bering that to be out of goods when 
the customer wants them is very poor 
business. 


Casey Predicts Prosperity 


C. H. Casey followed with his report 
as secretary and manager of the as- 
sociation, covering the period he has 
served. He began with a fitting 
tribute to H. O. Roberts, who had held 
the position for so many years before. 

Mr. Casey reviewed the prospects for 
the coming year, stating that leaders in 
the field of business are looking for- 
ward to a prosperous year. 

The many department services of the 
association were summed up each in 
its turn, and the benefits which the 
members can obtain by using the as- 
sociation services in their businesses 
was stressed by Mr. Casey. Stock 
turn, increasing sales, and many other 
topics of vital interest to the progress 
of the merchants were briefly and force- 
fully treated. 

As a final word, he called attention 
of the members to the new home of 
the association, and extended an in- 
vitation to every member to make a 
special effort to visit it. 

The treasurer’s report followed, read 
by C. J. Christopher for Mr. Casey. 
It revealed a very satisfactory condi- 
tion in the affairs of the association. 


Dodd on Distribution 


In a talk on “Distribution” Alvin E. 
Dodd of the United States Chamber 
of Commerce, Washington, D. C., an 
authority on the subject of distribu- 
tion, brought out clearly the import- 
ance of this phase of business. He 
said in part: 

“The time will come when a way to 
establish the purchasing power in any 
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secretary 


community will be found, in all lines, 
and in this way know what is needed 
in that community, and so for the 
entire country. Another problem which 
confronts us is, what is a hardware 
store, a grocery store, a dry goods 
store—who is wise enough? Lines 
overlap at the present time to such an 
extent that it is impossible to make a 
survey which is accurate. 

“The great need at the present time 
is help through legislation of a con- 
structive nature. Operation of the 
laws of economics, if understood, will 
prevent the ‘hills and valleys’ in the 
chart of the record of distribution. 
Lay the facts before the Legislature 
and the department of distribution, 
and ways will be worked out to aid 
in this problem.” 

Dean W. C. Coffey of the Farm 
Extension Division of the University 
of Minnesota, was the next speaker. 
He took as his topic “The American 
Farmer.” 

The morning session Wednesday be- 
gan with a report of the congress of 
the national association last year, given 
by L. R. Decker, Austin. Mr. Decker 
gave a very comprehensive report, 
bringing out the salient features of the 
convention clearly in a _ short time. 
This was followed by a report of the 
regional meeting of the United States 
Chamber of Commerce, held in Chicago 
last January, the report being given 
by E. P. Babcock, Anoka. 


National Secretary Sheets Speaks 


“Waste” was the subject of the 
address given by H. P. Sheets, secre- 
tary of the National Retail Hardware 
Association. Starting with the story 
of the store forty years old that had 
never taken an inventory, he stated 
that in every store there is much dead 
stock that is nothing but waste to the 
owner. It should be moved in some 
way, and the space given to margin- 
producing merchandise. 

After reviewing Secretary Hoover’s 
efforts to bring about simplification. 
Mr. Sheets told the story of the efforts 
toward paint simplification, to the 
point where the paint manufacturers 
asked for definite information from the 
hardware dealers. As has been done 
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in each and every hardware conven- 
tion this winter, cards were passed to 
enable the retailers present to express 
their choice for the number of colors. 
The results of the first vote showed all 
but one of the dealers present in favor 
of not more than twenty-four colors, 
and black and white. 

D. M. Andrews, assistant manager, 
spoke briefly on the plans for group 
meetings during the coming season. 
Many more are planned than were 
given last year, the State being well 
covered in every part. In addition 
plans have been made that will bring 
Wisconsin retailers to some of the 
Minnesota meetings, and will enable 
the Minnesota men to visit some of 
the group meetings in Wisconsin. 


Question Box Session 


A question box session, the first of 
the convention was held, with H. M. 
Clark, Windom, presiding. 

One of the questions that aroused 
considerable interest was “What would 
be the best way of taking care of loan- 
ing merchandise between merchants in 
the same town?” 

Pay cash, make a 10 per cent dis- 
count, exchange at the retail price, as 
near cost as possible when cash and a 
little more when charged, divide the 
profits with each other, were some of 
the answers to this question. 

“What is the best method to combat 
grocery stores, and many other retail- 
ers handling hardware items?” 

This question brought out the state- 
ment that the jobbers should travel 
less salesmen, who when they cannot 
sell the hardware merchant, call on 
other lines in town and place their 
wares. Group meetings were offered 
as a solution, closer community co- 
operation was suggested, which would 
bring the merchants into closer re- 
lations with each other. Several of the 
members told of plans which had been 
used successfully in their own towns. 

The entire evening, starting at 7.30, 
was given over to a question box 
session extraordinary, presided over by 
H. P. Sheets. Questions discussed were, 
“How can grocery houses be prevented 
from giving away hardware as pre- 
miums,” “What is the most expensive 
leak in the hardware business?” 

On the latter question, poor book- 
keeping, neglect of collections, neglect 
of credits, allowing “dead beats” to 
creep onto the books, dead stocks, loan- 
ing tools and robbing goods of parts, 
were some of the answers. 

“Would you advise a young man to 
borrow capital to go into the hardware 
business?” brought out the answer, 
“No.” 

“What should be done with a town 
having four hardware stores, when two 
are sufficient?” brought out the answer 
that the problem would solve itself with 
the elimination of the surplus. 

“What about the N. R. H. A. expense 
record?” revealed the fact that those 
who have used it think it the best thing 
ever done. 

“Does it pay to have your business 
analyzed by outside sources?” The 
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answer was that it certainly does. 

“How can a man discount his bill 
when he has only a small capital,” and 
“Should hardware men insist on the 
exclusive sale of jobbers’ lines in their 
towns?” brought no discussion. 

“How should the hardware merchant 
treat the salesmen who call?” brought 
forth the answers, “with courtesy, don’t 
keep him waiting, tell him you can’t 
buy from all, like you yourself would 
like to be treated.” Those present took 
a serious view of the question, believing 
that the salesman is a big influence in 
his field. 


Llew S. Soule Speaks 


The program was started with a 
man who, while not on the regular pro- 
gram, is well known to the merchants 
in the Northwest, and Minnesota espe- 
cially. Llew S. Soule, editor of HARp- 
WARE AGE, spoke briefly and clearly on 
some of the phases of business. 

“Ninety per cent of the people are 
lazy, and their biggest problem is 
themselves,” Mr. Soule said. “There 
are three types of men, indifferent, 
doers and masters. The first type is the 
largest. Your men divide their time 
on the average in this way: 15 per 
cent to cleaning, 10 per cent to useless 
conversation, 15 per cent to loafing, 15 
per cent to selling (and this should be 
at least 25 per cent), 30 per cent to 
walking in the store, and 15 per cent 
to marking goods. 

“Every man you hire and keep for 
six months costs from $300 to $1,500 
to train. Eighty-five per cent of the 
customers you bring into the store by 
advertising are turned away by poor 
salesmanship. Get behind your men, 
teach them to sell, hold store meetings, 
plan the work for them, and have them 
help in the planning.” 

Taxation was the topic chosen by 
Theodore Wold, Minneapolis, vice- 
president of the Northwestern National 
Bank, and former governor of the 
Ninth Federal Reserve Bank. 


Expense, Margin and Prefit 


Three interesting topics, discussed by 
members of the association, were next 
taken up. The first was “Expense,” 
and was introduced by N. E. Given, 
Bemidji. He said in part: 

“Ts it possible for us to reduce our 
expenses? Few of us are satisfied with 
small savings, say one per cent. One 
per cent reduction in expenses is equal 
to 5 per cent net profit on 20 per cent 
increased sales. Is it easier to increase 
our sales, or get the same result by 
reducing the expenses? If you cannot 
increase your sales, or reduce salaries, 
it may be possible to speed up the sales- 
men so that one less could do the work. 

“One item that can be reduced by 
many of us is that of insurance. By 
using our mutual company, we can 
effect a real saving. You are keeping 
more money in your town by using this 
form of insurance than by using the 
local companies. 

“Two items of expense may be in- 
creased, profitably. First in your ad- 
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vertising, which if properly handled, 
will increase your sales. You can 
afford to spend 2% per cent of the 
gross sales in this way, and obtain an 
increase in sales which lowers the cost 
of doing business.” 

Margin was commented upon briefly 
by Elmore Houghtaling, Fairmont, 
who stated that margin is automatically 
fixed. If the price is too high, the 
goods won’t sell, and if too low, eventu- 
ally the merchant goes out of business. 


Some lines take a long profit, others 


a small margin. It is a matter of indi- 
vidual judgment in each locality and 
in each store. 

Profit was very ably handled by W.N. 
Hart, Duluth. Among other things he 
said: 

“To my mind, one of the largest 
drains on profit is our credit system. 
In spite of every care, and a good credit 
bureau in Duluth, we write off thou- 
sands of dollars every year. The re- 
ports of mail order houses, of cash and 
carry stores of the variety class, all 
show tremendous gains for 1923. How 
many of us can show the per cent of 
increase they do? The time is coming 
when the merchant will have to refuse 
to give credit to those who do not pay 
their bills at least once a month. 

“Cash discounts often show the 
entire profit of a concern during the 
year (not margin). We never fail to 
take the cash discounts. How many 
have analyzed their business, and know 
what lines carry a profit, and what do 
not? Surface appearances are deceiv- 
ing. Go slow on the lines that carry 
only a small margin. Do not be misled 
by the extra 2% to 5 per cent discount 
for quantities. Overbuying can only 
result in loss of profit. We find that 
the goods we can buy in small quan- 
tities, and turn often are the ones 
which show us a profit. 

“In selling on the installment plan, 
enough must be added to care for the 
extra cost of carrying. Keep up with 
the procession, adding the new as it 
comes. The time of big things is pass- 
ing, and one must look to the smaller 
items to succeed. 

“The item of service is often over- 
looked. We formerly had several de- 
liveries a day, but this has _ been 
reduced to one. Do not cut prices. He 
who does is lost. He cheapens himself 
in the eyes of his customers, and loses 
his profits. Bargain sales have been 
used too freely, and the public with- 
holds buying, waiting for special sales.” 


Annual Insurance Meeting 


The afternoon session began with a 
brief report of the insurance company’s 
progress, given by C. F. Ladner, St. 
Cloud, president; T. G. McCracken, 
Minneapolis, secretary, and H. Hauser, 
Minneapolis, treasurer. The progress 
shown during the year was very satis- 
factory, even with the increased losses 
for 1923. 

Capt. J. W. Gorby of the Transpor- 
tation Institute, Chicago, gave a very 
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Crossing the Atlantic 
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By “THE SALES MANAGER” 


(Paris, Feb. 12, 1924) 
rEUNHE S. S. “Majestic” was the German S. S. “Bis- 
marck.” She was finished in 1922 and awarded to 
England. We sailed on Saturday, Feb. 2, 1924, 
crowded with buyers and salesmen and those who now 
live easily on buying and selling done by others. 

The passport farce is still being worked as a form 
of international graft. It costs $10 (formerly $2) and 
you must have two pictures taken—one for passport 
and one for home (State Department) records. There 
are picture galleries all around the New York Custom 
House. Your picture is taken and developed while you 
wait. You are snapped by electric light and come out 
looking like a porch climber—cost, $1. 


Every Country Gets a Share 


You must have a visé for each country you are to 
visit. You go to the consul of each of these countries. 
They use a rubber stamp and a date on your passport, 
charging from $5.50 to $12.50. It is very hard work 
for them to use this rubber stamp and you are terribly 
sorry for these poor diplomats who are using up so 
much energy and brain power for their beloved father- 
lands. 

However, you are just getting started with the rub- 
ber stamp. As you travel, at every move, your poor 
passport will be rubber stamped at $10 per stamp and 
when you return home you can keep these stamps as 
a souvenir. I have tried to read mine on former pass- 
ports but gave it up. The stamps were too worn to 
* make a legible impression. 

When you go on board, you go to your cabin and 
find your trunk under your bed. Your cabin is all 
steel painted gray. It is just like a cell. The steward 
(your gaoler for a week) greets you and you do not 
make a move without his knowledge and consent 
thereafter. You find that your fellow passengers are 
ahead of you and you are offered by the bath steward 
the choice of having your bath at 5:30 or 11:30 a. m., 
all other dates being taken. 


Now you go on deck to tell your loving friends fare- 
well. The beautiful ship is crowded with a pushing, 
howling mob. Everybody says the same thing over 
and over. Here is what you hear on all sides—‘Be 
sure and write”’—‘“Don’t forget me”—“Think of me 
when you reach the ‘three-mile limit’.””. The bell rings, 
the whistle blows, but she doesn’t start. The agony 
of the farewell is drawn out as long as possible. Why 
do intelligent people ever go to a ship to see one off? 
It is a painful or tiresome experience amid depressing 
surroundings. There is nothing inspiring or beauti- 
ful about a ship’s sailing. The common, vulgar mob 
take care, by their inane gyrations, to spoil any senti- 
ment one might have! 

At last we are out of the bay and breathing the pure 
sea air. The pilot has climbed down and departed. 
The great ship is beginning to pulsate as the turbine 
engines beat with the regular rhythm of a giant’s 
heart. 

The ship’s people get busy cleaning up. You go 
down to arrange for your table and to gather your 
telegrams and letters. The S. S. “Majestic” is enor- 
mous and amidships down on Deck E, you find the 
purser’s office, the bank, the post office and the radio 
receiving office. I had a number of friends on board 
and could not even communicate with them until the 
cabin list was made up, when I sent them a letter. I 
received the answers the next day. There were six 
decks—A, B, C, D, E, F. There were 600 first-class 
passengers. You might cross with a friend and never 
see him. Every one had to arrange a place and time 
for meeting, just as if they were living in different 
parts of a large city. 


Nobility on the Job 


We soon had passenger lists and could see who were 
on board. There were the usual lists of sirs, lords, 
counts and even a real prince. Then there were the 
usual people who gave the number of their maids and 
valets. I felt like putting down my name: “Bill 
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Smith”—no title, no valet, no maid, no spats, no mono- 
cle! 

I found my friends who were money salesmen had 
arranged a table for us in the Ritz-Carlton restaurant. 
They have a nice plan. When you do this, the ship 
allows you a “credit” on your ticket for not eating in 
the regular dining room and then you eat “a la carte” 
in the Ritz. At the end of the trip your “credit” ap- 
plies on your Ritz bill. The Ritz has no hours. The 
food is excellent and the service is horrible. Never 
once could I co-ordinate my soft boiled eggs and my 
buttered toast. They simply could not be brought at 
the same time. ; 


Celebrities on Board 


The main attraction in the Ritz is the pleasure of 
gazing at your fellow passengers. There was the 
celebrated actor, John Barrymore, who did not shave 
for three days. There was the blonde-haired, lovely- 
eyed Justine Johnson who never danced once. There 
was the Marquis who wore a monocle and who always 
seemed to be in pain when he made the effort to speak. 
He certainly wore ruffles on all his words. It was 
curious to hear him give birth to a sentence! 

It was a very rough passage and I must admit I saw 
very little of the ocean. I guess it was there all the 
time! 

She Didn’t Know “the ’Arf of It” 


Now allow me to say in passing that those who re- 
tired at 10:30 do not know what was happening on the 
S. S. “Majestic.” The real parties did not start until 
midnight. On the train to Cherbourg a dear old lady 
remarked to me that she had never seen such an 
orderly, well-behaved lot of passengers. I of course 
fully agreed with her! 

The dear old lady had not seen any of those parties 
locked up so securely from intrusion in the Ritz. She 
had not seen that special, exclusive dancing party 
locked up in the lounge from midnight to 3:30 A. M. 
It was some party. The rolling of the ship did not 
trouble these dancers—they were all athletes. 


Horizontal Skiing 


Then they inaugurated skiing contests on the 
smooth dancing floor—just anticipating St. Moritz. 
Young men would run and throw themselves full 
length on the floor. The one who could slide the 
farthest was the winner. Charming debutantes were 
carried around on the backs of husky young men. It 
was a rough crossing! 

How about the “three-mile limit?” I did not see a 
drunken man on the ship. In the smoking room men 
drank quietly—mostly Scotch. Three drinks of ex- 
cellent Scotch whiskey and a bottle of soda cost 81 
cents. At dinner in the Ritz almost every table had a 
bottle of champagne. The price was about $5 per 
quart. Champagne in England and on English ships 
is expensive—taxes! 

It was too rough most of the time for deck walking 
and most of the steamer chairs were unused. People 
sat around inside and read or played poker or bridge. 
There were also a number of games of Mah Jongg in 


progress. 
Landing day came with unexpected suddenness. 
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Trunks must be packed at 9. The banging of trunks, 
voices and rolling of trucks started at daybreak. 
There was no bath that day. One rose at the crack of 
dawn, packed, got one’s trunk checked to Paris, a 
sticker on his trunk, a duplicate in his pocket and went 
to breakfast. How different your fellow passengers 
looked in their landing clothes! No one was cheerful 
at that early hour. 
What a Farce! 


Outside we saw the blue haze of land on our right. 
Just five and one-half days out. At 3 p. m. we dropped 
anchor outside of the harbor of Cherbourg. The great 
engines stopped. The ship was as still as solid land 
and the silence was uncanny. The passengers assem- 
bled in the great lounge of the ship. Our passports 
must again be stamped. We formed in a long line. 
The French official took his seat at a table. There 
was a long delay and at last we heard the stamp work- 
ing. What a farce! As we passed this official he 
hardly looked at us. As he stamped my passport with 
his rubber stamp, he was conversing with a lady who 
sat near him. We were then given French “landing 
cards.” 

What Every Soldier Knows 


In the meantime our hand baggage had been dumped 
on the small steamer (tender) alongside and we 
crawled around with French porters hunting for our 
various pieces. This part of landing is very unsys- 
tematically handled, but at last, about 5 o’clock we 
steamed away from the great ship, passed the old forts 


_and landed at the French Custom House. Here again 


we went through another farce of having our baggage 
examined. On the tender we got our “reservations” 
on the train for Paris. Our porters carried our hand 
baggage to our compartments, we stacked it over our 
heads and took our seats. There were two divisions 
of our special train. It was 6:30. Then came the 
usual French wait. At 8:30 we started. Meals on a 
French train are all “table d’hote.” They come through 
the train and give you place tickets. There were three 
dinners that trip—8:30, 9:30 and 10:30. The wise 
travelers saw to it that they were early. The care- 
less starved until 10:30. 


Paree at Last! 


At 2:30 in the morning we arrived in Paris. With 
system and some consideration of time we could have 
made it by 11 p. m. 

At my hotel the same night clerk was on duty. How 
few changes they make in France! My taxi fare—a 
long drive—was francs 5—less than 25 cents in Ameri- 
can money. 

I was taken to an attractive, typical French hotel 
room—light gray in decoration, long windows with 
curtains, deep soft beds with yellow silk covers. How 
familiar it all was—but I was weary and wasted no 
time in gettting to bed. 

Next week I will tell you all about the cost of living 
in Paris. 

“Adieu”—which, you know, literally means—“a” 
(to) “dieu” (God)—the ancient French words of 
farewell—‘“I leave you to God.” Rather beautiful, 
isn’t it? 
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Single-Stroke, Egyptian Block Letters 


'N learning to write shorthand it 
makes but little difference what 
kind of a pencil the writer uses 

so long as it has a good point. In 
learning show-card writing, how- 
ever, success depends to a great ex- 
tent on the kind of brushes the be- 
ginner uses. Nothing but genuine 
red sable show-card brushes should 
be considered. The length of the 
hair in these brushes should be from 
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An example of Egyptian lettering 


Chapter I 


By JOSEPH BERTRAM JOWITT 


52 in. to 1 in. Hairs shorter than 
this will not be long enough to make 
the curves or sweeps of equal width. 

A beginner’s outfit should consist 
of the following items: Four genu- 
ine red sable show-card brushes, Nos. 
6, 8, 10 and 12, in metal ferrules; 
one set of speedball lettering pens in 
assorted sizes; four 2-oz. jars of 
show-card colors; one each of black, 
white, red and blue; one piece of art 
gum eraser; one “T”’ square or yard 
stick. This whole outfit will cost less 
than $5. Red sable lettering brushes 
will last from ten to fifteen years in 
constant use if the color or ink is 
not allowed to dry in the hairs. 
After washing, they should be set 
aside to dry in a glass with the hairs 
up. All water should be squeezed out 
leaving the hair in a flat chisel edge 
shape. New brushes may be easily 
trained to keep their natural shape 
in this manner. 

No alphabet is more legible or eas- 
ier to learn than the Egyptian block 
which is illustrated herewith. The 
reader’s attention is directed to the 
large size finished letters A, B, C, 
D, E, F and G, and the simple ele- 
mentary strokes at the right of each 
letter illustrating the way each 


single stroke should be taken by 
arrows and numbers. There are no 
thick or thin strokes used in form- 
ing these letters as each element or 
bar is of uniform width or the exact 
width of the brush used after it has 
been dipped in ink and flattened out 
on a piece of card. 

When making all downward 
strokes hold the brush as you would 
a pencil at an angle of about 45 deg., 
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The mottled card makes a fine 
background 
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resting the wrist joint and first joint 
of the little finger on the card. In 
making the circular strokes like 2 
and 3, in the letter B the handle of 
the brush should be nearly perpen- 
dicular, resting only the wrist joint 
on the card. It is very important that 
the body should be erect while letter- 
ing. Many beginners make the se- 
rious mistake of bending way over 
their work; this is merely a habit. 
When once acquired it is very hard 
to break. Be sure to keep the thumb 
and first two fingers well down on 
the handle of brush and not grip the 
handle too tightly, as this will cramp 
the hand and prevent a free, easy 
stroke. 

The beginner should not be afraid 
of criticism, nor should he be back- 
ward in displaying his best attempts 
at lettering, no matter if the letters 
are a little bit crooked, so long as 
there is plenty of margin and the 
lettering is not crowded. One of the 
most important features in making 
your show cards effective is to have 
the reading matter brief. Notice the 
“ Builders’ Hardware” card. Just 
three lines of lettering underlined 
with an appropriate picture cut 
from HARDWARE AGE. No more 
reading matter is necessary to carry 
this sales punch. The same may be 
said of the “Simonds Hack Saw” 


New Nesco Perfect Water Heater 


The latest device to be marketed by 
the National Enameling & Stamping 
Co., Inc., Milwaukee, Wis., is the new 
Nesco perfect water heater. The pur- 
pose of this product is to heat water 
in stationary boilers or supply tanks in 
city or country homes where there is no 
gas, but where running water is de- 
sired. The new water heater uses in- 
expensive kerosene as fuel. It can 
operate steadily for twenty-four hours 
on two gallons of oil. The burners are 
the Nesco perfect burners, with the 
Rockweave non-burnable wick, the 
same as used in the Nesco perfect oil 
cook stoves. There are two burners on 
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Just four words 

and a picture— 

but how § they 
stand out 


OFT CRETEOEGG TELCEDEL CELEGRRCRORRORe eats CED ERERT 


card. Both of these pictures pasted 
on the cards have a direct bearing on 
the merchandise displayed. These 
cards are one-half sheets, measuring 
14 by 22 in. 

The proper way in which to lay 
out a show card is to first mark off 
a liberal margin of from 11% to 
2 in. from outside edge. Next draw 


Another example 
of the value of 
illustrations on 


show-cards 


a line through the center of card, 
for this will help to properly balance 
or center the words and letters. The 
eye will soon become accustomed to 
this center line, and the work of 
laying out lettering will become au- 
tomatically easier. 








this new oil-burning water heater, and 
above them four rows of copper coils, 
each eight ft. long, are spiralled. The 
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The reason that free-hand lettered 
show-cards are so much more effec- 
tive and artistic than the press 
printed, lithographed cards is that 
there is a certain attractive person- 
ality about them which the others do 
not possess. The beginner should 
realize that his own individuality 
will ever be present in his lettering 
and, no matter how well he pro- 
gresses nor how faithful he is in 
practising, his Gothic letters will 
never be.exactly like the copy before 
him. This does not mean that they 
will not be as perfect as the copy, 
because the copy itself is not techni- 
cally perfect. There is a distinct in- 
dividuality in show-card writing just 
the same as there is in a person’s 
longhand writing. 

In studying the work of some be- 
ginners at show-card writing one 
cannot fail to observe that lost mo- 
tion is the main cause of slow work. 
In building up a letter by the single 
stroke method every stroke of the 





brush should count as a finished 
element of that letter. Every time 
a stroke requires retracing or touch- 
ing up, a great deal of valuable time 
is lost. The beginner should never 
lose sight of the fact that a patched- 
up show-card usually looks the part. 


result is a staggered effect which cir- 
culates the heat better as the clean 
blue flame rises high among the coils. 
Under these coils and connected to 
them is a flat piece of hollow brass 
casting, with the lower side tapered 
and the upper side rimmed, into which 
the water enters. This is the new in- 
vention—the special patented feature 
called the Nesco preheater head. It is 
right above the flame. Dripping from 
condensation on the coils is caught on 
the flat, partially rimmed top, and then 
drains over and safely off the bottom 
point between the two burners. The 
dripping water is not near the flame 
to extinguish it or make it sputter. 
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Upward Price ‘Tendencies 
Reflect Stronger Market 


favorable weather conditions in some sections of the country. The 


P tevorabi in the hardware markets continues to increase in spite of un- 


situation is strong, and several recent advances on important lines 
lends strength to the opinion that the trend of hardware values is upward. 


Some of the leading makers of hinges and butts have advanced prices from 
5 to 10 per cent which is believed by jobbers to be a forerunner of a gen- 
eral advance in builders’ hardware. Manufacturers of this line are said to 
be seriously behind in production because of the strong and continued de- 


mand. 


Spring goods are being shipped and dealers who have not made their speci- 
fications are entering the market with large orders. 
ket is generally anticipated. 





An active spring mar- 


Manufacturers’ Price Changes 


HE Stanley Works, New Britain, Conn., 
has advanced prices on practically its en- 
tire line from 5 to 10 per cent. 
Some manufacturers of framed wood saws 
are reported to have advanced prices about 10 


per cent. 


The American Emery Wheel Works, Provi- 
dence, R. I., has issued new lists and discounts, 


both of which show advances. 


Solder and babbitt metal have been ad- 
vanced about 2c. per lb. each. Some brass 


products advanced about one-half cent per |b. 





Price Changes from Jobbing Centers 


NEW YORK.—Local jobbers have 
put into effect the advance on the 
Stanley Works line ranging between 
5 and 10 per cent, and also an ad- 
vance of 7% per cent on copper 
rivets and burrs. Business in the 
local market is active. Jobbers be- 
lieve price tendencies are upward. 


CHICAGO.—The price situation 
seems strong. Several advances were 
announced and no declines were re- 
ported. Copper rivets and burrs ad- 
vanced to 40 per cent discount. 
Manufacturers advanced light T, 
heavy T and light strap hinges 7% 
per cent. Extra heavy T and heavy 
strap hinges were advanced 10 per 
cent. One pair of T or strap hinges 
in a box with screws were advanced 
5 per cent. Large plated butts were 
also advanced 5 per cent. Local job- 
bers will likely raise their prices to 
conform. White lead advanced % 
cent per pound and turpentine ad- 
vanced 2 cents per gallon. Solder 
and babbitt metal advanced 2 cents 
per pound. 


BOSTON.—The trend of hardware 
values, in those recent cases where 
changes are reported, is upward. 


About the only notable exception is a 
decline of about 5 per cent in one 
line of automobile accessories. Brass 
products have advanced % cent per 
lb. The Stanley Works, New Britain, 
Conn., line of builders’ hardware has 
been raised 5 to 10 per cent; emery 
wheels are higher on list and lower 
on discounts, making a small net ad- 
vance to the retail dealer; drop shot 
and air rifle shot is 10 cents higher; 
sheet lead % cent per l|b., and framed 
wood saws about 10 per cent. 


PITTSBURGH.—Two of the lead- 
ing makers of hinges and butts have 
announced advances, effective March 
1, ranging from 5 to 7% per cent. 
It is believed that this change is the 
forerunner of a general advance in 
builders’ hardware, since manufac- 
turers of that line are much farther 
behind their orders than all other 
producers of hardware goods. It is 
stated in connection with the advance 
in hinges and ‘butts that former 
prices were unprofitable and that 
higher prices were absolutely neces- 
sary. Other builders’ hardware items 
are stiffer in price to the extent that 
concessions which recently were 


being made have been quite generally 
withdrawn. In other hardware items, 
manufacturers generally caught up 
with their orders last October and 
since* have been shipping so freely 
that the distributing trade now is 
well supplied and there is an impres- 
sion that there will be no important 
price changes in the near future. 
Higher prices have come out on lead 
washers and shot in response to the 
strong lead market. 


CINCINNATI.—The trend of 
prices is undoubtedly upward, as of 
eleven changes made during the past 
week ten were advances and one de- 
cline. Some of the advances have 
not been put on by jobbers. Items 
advancing were machine bolts, files, 
galvanized ware, horseshoes, hinges, 
lead, roofing paper, screws and some 
makes of wrenches. The decline was 
registered in shock absorbers. 


TWIN CITIES.—There have been 
no price changes of note during the 
past week, although market condi- 
tions are very firm in practically 
every line. Practically all changes 
being made are advances over pres- 
ent prices. 
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Credit Men Warn Trade 


Against Possible 
Over-Production 


The administrative committee of the 
National Association of Credit Men 
recently issued a statement warning 
manufacturers against over-produc- 
tion in excess of the needs or desires 
of the buying public. 

According to the statement’ the 
Credit Men anticipate for the next few 
months a good trade and a commodity 
movement that will give proper re- 
turns if the production of commodities 
does not out-run the reasonable powers 
of the public to consume. 

“It is better,” the statement de- 
clares, “to direct our efforts toward 
the production of commodities that are 
still below the consumers’ needs by 
balancing production against consump- 
tion, by recognizing that the consumer, 
and. not the producer, makes business, 
and by not straining to do more busi- 
ness than is reasonable to anticipate 
or provide for.” 


Interest in Mowers 


More interest is reported by local 
jobbers for lawn mowers. Suburban 
dealers are active buyers. 


Lawn Mowers.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
paren adjusting, 12- in., $5.60 each; 14 

$5.85 each; 16-in., $6.25 each; 18-in., 
$6. 65 each. 

Ball- bearing lawn mowers, self-ad- 
justing, 8-in. drive wheels, 5%-in. diam- 
eter reel, screw- adjusting cutter bar, 3 
steel knives, 12-in., $7.25 each; 14-in., 
$7.60 each; 16-in., $7.95 each; 18-in., 
$8.30 each. 

Ball-bearing lawn mower, self-adjust- 
ing, 9-in. drive wheels, 5%-in. diameter 


reel, 4 self- sharpening knives, 14-in., 
$9.15 each; 16-in., $9.50 each; 18-in., 
$9.85 each. 


Ball-bearing lawn mower, self-adjust- 

ing, hardened cones, 10%-in. open drive 
wheels, 4 self-sharpening knives, 6-in. 
diameter reel, 14-in., $10.35 each; 16-in., 
$10. 4 each; 18-in., $11.45 each; 20-in., 
$12.10 each. 
Sele. adjusting, ball-bearing lawn mow- 
er, 10%-in. wheels, 6-in. diameter reel, 
5 shear cutting self-sharpening knives, 
16-in., $14 each; 18-in., $14.65 each; 20- 
n., $15.30 each. 


34 Commodities Advance  » 
—22 Decline in Feb. 


According to Bradstreet’s analysis 
of price movements during February, 
nine groups of commodities rose. Most 
of these price advances were slight, 
with metals leading. Live stock, bread- 
stuffs, fruits, hides and leather, oils, 
coal, coke and building materials were 
all among those listed under the ad- 
vance column, although the extent of 
the advances in most instances was 
relatively small. Five groups are re- 
ported as having declined, namely, 
textiles, which fell heavily, provisions, 

naval stores, chemicals and small mis- 
cellaneous products. According to the 
commodity prices tabulated by Brad- 
street’s, 34 articles advanced during 


February, 22 declined and 50 remained 
unchanged. 
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Household Tools Sell Well 


Household tools are in demand at the 
present time and sales are said to be 
large. 

Net prices of the new Stanley 
Square Line” are as follows: 

Awl.—$2.50 per doz. net. 
Auger Bits.—4/16 in., $4.10 per doz. net; 

6/16 in., $4.10 per doz. net; 8/16 in., 

$4.10 per. doz. net; 10/16 in., $4.80 per 

doz. net; 12/16 in., $5.75 per doz. net; 

16/16 in., $7.75 per doz. net. 


Axe.—$1.31 each net. 
Bit Brace.—$1.50 each net. 


Chisels.—% in., 60c. each net; % in., 
6le. each net; %& ‘in., 70c. each net: 1 in. _ 
8lc. each net. 


Files.—8 in. mill, $2.15 per doz. net; 
6 in. slim taper, $1.65 per doz. net. 


Hammer.—67c. each net. 
Level.—75c. each net. 


Pianes.—Jack, $2.50 each net; block, 
95c. each net. 


Pliers.—$4.50 per doz. net. 
Pry Bar.—$6 per doz. net. 
Putty Knife.—$2.10 per doz. net. 


Rules.—Boxwood, $1.90 per doz. 
“Zig Zag,”’ $2.50 per doz. net. 


Saw.—$1.56 each net. 


Screw Drivers. “y in., $1.33 per se. 
net; 2% in., $2.50 per doz. net; 4 
$2. 75 per doz. net; ” 5 in., $3 per doz. net. 


Square.—65c. each net. 
Vise.—$1.70 each net. 
Wrench.—$1.05 each net. 


Solder Up Again 


Solder has again advanced 1% to 
2 cents per lb. Buying is strong. The 
supply somewhat restricted, and ac- 
cording to local jobbers, the price 
tendency shows little indication of 
softening. 

Solder.—Kester string solder in 1-lb. 

spools, 65c. per spool. 

Bar solder, commercial grade, 39%4c. 
per - Strip solder, in 5-lb. boxes, 46c. 

per Ib. 


Soldering Coppers.—% Ib. to pair, 28c. 
por og! 1 Ib. to pair, 36c. per pair; 


“Four 


net; 





+. Re . to pair, 48c. per pair; 2 lb. to 
pair, ap er pair; 2% Ib. to pair, 76c. 
per pair; Ib. to pair, 90c. per pair; 4 


lb. to pair, $1.20 per pair; 6 Ib. to pair, 
$1.80 per pair. 
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Activity in Steel 
Cause of Jobbers’ 
Optimism 


Jobbers are placing a good deal of 
their optimism regarding future busi- 
ness on the conditions and indications 
of continued activity in the steel mar- 


The Iron Age pointed out recently 
railroad purchases have provided a 
large backlog and the continued de- 
mand from the construction and auto- 
mobile industries is leaving just 
enough of the current fairly high rate 
of production to satisfy the many 
varied channels of consumption. 

Forward buying is said to be still 
negligible, but plans of producers call 
for further expension and operation 
rather than the reverse. On March 1 
there were 264 blast furnaces active 
producing at a rate of 108,100 tons a 
day against 248 on Feb. 1, turning out 
101,435 tons daily. 


Wire Goods Active 


Poultry netting and wire cloth are 
both receiving more attention. 

Prices are unchanged, and jobbers 
are said to be advising dealers who 
have hot entered their specifications, 
to do so as early as possible. 


Poultry Netting.—From New York 
me 40-2% ‘ani cent; f.o.b. Pittsburgh, 
per cen 
Wire Cloth. .—Jobbers’ quotations, f.o.b. 
New York: 
Black. wire cloth, 12-mesh, $2.30 per 
100 sq. ft. 
Galvanized wire cloth, 12-mesh, $2.75 
per es sq. ft.; 14-mesh, $3.25 per 100 


8q 
$7.25 per 


then ag 14-mesh, :. 50 per 100 sq. ft.; 
bronze, 16-mesh, $8. 5 per 100 sq. ft. 

Wire cloth, galvanized square mesh 
cloth, %-in. mesh, $5 per wy re ft.; 
3%-in. mesh, $5.25 per 100 sq. ; \- in. 
mesh, $5.50 per 100 sq. ft. 


“Oanper wire cloth, 14-mesh, 
100 sq. ft. 





Items in Demand 


The following prices are quoted by 
New York jobbers to retailers on some 
of the seasonal and staple lines at pres- 
ent in active demand: 

Axes.—Handled axes, to 3 Ib., 
$19.25 per doz.; 3% to 3% lb., $19.25 per 
at tf Bos to 4% Ib., $19. 7 per doz.; 4 to 

per doz. ; 4 51% Ib., 


$20 mg per We ; 5% Ib. on * $22. 75 per 
OZ. 


2% 





House axes, 2% Ib., 19-in. handles, 
$14.25 per doz. 

Carpet Sweepers.—Bissell, ‘American 
Queen,”’ $54 per doz. ; “Club,” $108 per 
doz.; “Elite,” $60 per doz.; “Grand 
Rapids,” F snag $48 per doz.; “Grand 

pids,”” Jap., $44 per doz.; ‘“‘Grand,”’ 
to $60 oe doz.; “‘Parlor Queen,” $56 
er doz.; ‘“Princess,’’ $50 per doz.; 
“Standard, " Jap., $36 per doz.; "“iulwer- 
sal,’’ Nic., $46 per doz.; “Universal,” 


Jap., $42 per doz. 

Galvanized Palls.—Galvanized = 
8-qt., 19c. each; 10-qt., 22c. each; 1 = 
24c. each; 14- -at., 27c. each; 16-qt., 3 

35c. 


each. 
Heavy galvanized pails, 12-qt., 
each; 14-qt., 40c. each; 16-qt., 46c. each. 
Gaivanized tubs, No. = 69c. each; No. 
2, 78c. each; No. 3, 91c. each. 





Rope.—First grade Manila rope, 18%c. 
base per lb.; hardware grade, 16%%c. 
base per Ib.; first grade sisal, 15%4c. per 
lb.; second grade sisal, 14%c. per Ib. 


Sash Cord.—First grade, 50c. to 55c: 


per lb. base. Prices vary in different 
sections of the “a 
Tool Handies > oy ee — Hay 
fork handles, bent, S 33c. each; 6-ft., 
5ic. each. 
oa fork handles, bent, 4%-ft., 
c 


Spading fork handle, 4%4-ft., 36c. each. 


Hoe handle, shank or socket style, 
yon De 22c. each. Mortar style, 6-ft., 
c 


h. 

~ “ed shovel handle, bent, 4%4-ft., 37c. 
eac 

Long spade handle, 4%-ft., 37c. each. 

Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c. each. 
= style, 50c. each. Spade style, 50c. 
ea 

Malleable D fork handle, manure fork 
style, with strap ferrule and cap, 58c. 
each. Spading style, 40c. each. 

Spading style, with strap ferrule and 
cap, 63c. each. 


Nalls.—Wire nails, $4 base per keg. 

Cut nails, $4.50 base per keg 

Wire nails, and brads in ae lots, 70 
per cent off list 

Roofing ae 1 x 12, 100 Ib., $8.20; 
galvanized and plain, $5.20. 
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New York Market News 


Year-Round Building Urged 
by Special Hoover 
Committee 


Contractors and builders in New 
York are particularly interested at 
present in the report submitted to 
Secretary of Commerce Hoover by a 
special committee which has been en- 
gaged in a study of employment con- 
ditions in the building industry since 
the unemployment conference of 1921. 
_ The gist of the committee’s findings 
is, that home owners and builders 
throughout the United States, as well 
as investors and bankers, interested in 
the construction industry, can help 
avert employment crises, by ceasing 
to consider construction work as a 
seasonal industry to be undertaken 
only during spring, summer and fall 
months. 

The committee submitted records of 
a general survey of the United States 
which it said showed that “custom, not 
climate, is mainly responsible for the 
winter let down which has been nota- 
ble in the history of construction.” 

The committee believes that winter 
construction work if properly planned, 
can be as effective as summer work, 
and that it would offer opportunities 
for financial savings and gain to per- 
sons putting up building capital. 

Ernest T. Trigg, as chairman and a 
number of builders, engineers, archi- 
tects and labor union executives, col- 
laborated in the preparation of the 
report. 


New York Radio Show 
Draws Interested Crowd 


More than fifty manufacturers ex- 
hibited at the fourth annual convention 
and exhibition, held at the Hotel Penn- 
sylvania, New York City, March 3-7, 
under the auspices of the Executive 
Radio Council for the Second District. 
The Executive Council, which is com- 
posed of representatives of the various 
Second District radio clubs, arranged an 
interesting program, including a ban- 
quet on the evening of March 5. 

Manufacturers exhibiting at the show 
included the following: 

John U. Constant Co., Eisemann Mag- 
neto Corporation, R. E. Thompson Mfg. 
Co., Electric Storage Battery Co., De- 
Forest Radio Tel. & Tel. Co., Radio 
Corp. of America, Amsco, Executive 
Radio Council, Second District, Amer- 
ican Radio Relay League, General Radio 
Company, Waterbury Button Company, 
‘Pathe Phonograph & Radio Corp., Nor- 
man W. Henley Publishing Co., F. A. D. 
Andrea, Inc., Fansteel Products Com- 
pany, Haynes Griffin Radio Service, Inc., 
The Bristol Company, Acme Apparatus 
Company, Radio Improvement Co., 
Metropolitan Battery Service Co., The 
Crosley Radio Corp., The Freed-Eise- 
mann Radio Corp., General Instrument 
Company, Dubilier Condenser & Radio 
Corp., . Grebe & Co., Inc., Radio 
Stores Corp., Jefferson Electric Mfg. 
Co., Jewell Electrical Instrument Co., 
Allan D. Cardwell Mfg. Co., Federal 











Tel. & Tel. Co., National Carbon Co. 
and Eveready Battery, U. S. Signal 
Corp.. Willard Storage Battery Com- 
pany, Adams Morgan Company, Duplex 
Engine Governor Co. and Radio Re- 
ceptor Co., Primary Manufacturing 
Company, Kellogg Switchboard & Sup- 
ply Company, and Malone Lemmon 
Products. 


Jobbers Slightly Change 
Bolt Discounts 


Bolts and screws are consistently 
active. Some slight price readjust- 
ments have been made by local job- 
bers on bolt discounts. 


Bolts and Nuts.—Common carriage 
bolts, small, 40-10 per cent; large, 40 per 


cent. 

Machine bolts, small, 45 to 50 per 
cent; large, 45 to 40-10 per cent. 

Lag screws, 50 per cent. 

Stove bolts, 75 to 75-5 per cent, both 
flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Screws.— Flat head steel machine 
screws, 70 per cent. 

Round head steel machine screws, 70 
per cent. 

Flat head brass machine screws, 60- 
10-5 per cent. 

Iron, both flat and round, 70-5 per 








ent. 

Flat head steel wood screws, bright, 
full packages, 75-20-5-5 per cent. 
Galvanized brass, 70-20-5-5 per cent. 
Flat head brass, 70-20-5-5 per cent. 
ane head blued, 72%4-20-5-5 per 
ent. 

Round head nickel plated, 62%4-20-5-5 
per cent. 

Round 6714-20-5-5 per 
cent. 

Rae vary in different sections of the 
city. 


c 


head brass, 





Stanley Works Line 
Advanced Between 


2 and 10% 


The Stanley Works, New Britain, 
Conn., have advanced prices on practi- 
cally its entire line 5 to 10 per cent. 

Among the important items manu- 
factured by this concern on which ad- 
vances have been made by local job- 
bers, are the following: 

All strap and T hinges were ad- 
vanced 5 per cent. Light and heavy 
galvanized T and strap hinges were 
advanced 7% per cent. Extra heavy 
galvanized strap and T hinges were 
advanced 10 per cent. 

All galvanized butts were advanced 
5 per cent. All bright steel butts were 
advanced 7% per cent. Barrel and 
square bolts were advanced 5 per cent. 

Garage sets were advanced 10 per 
cent. Shelf brackets were advanced 5 
per cent. Plated loose tin butts were 
advanced 5 per cent. 





Copper Rivets and Burrs 
Advance 


Some of the New York jobbers ad- 
vanced prices on copper rivets and 
burrs 7% per cent, effective March 7. 

A number of small price readjust- 
ments, or more strictly speaking, house 
changes, are being made by local job- 
bers. 

These, however, do not seriously af- 
fect the market. 





Retail Demand Good for Garden Tools 


Most all of the garden tool ship- 
ments that jobbers have been makin 
have been on orders taken last fall. 
Dealers who did not specify their re- 
quirements in the fall are now enter- 
ing the market, and buying is notice- 
ably increasing. New York jobbers 
generally anticipate a strong pick-up 
market this spring. 


Manure Forks.—Drop ferrule, oval 
re ey tines, selected D ash handle, 
4 12-in. tines, $1.58 each; 5 13-in. tines, 
$1.76 each; 6 13-in. tines, $2.05 each; 
5 13-in. tines, 4-ft. handle, $1.50 each; 
6 13-in. tines, 4-ft. handle, $1.70 each. 
(Lots of six, 5 per cent off.) 

Hay Forks.—3 oval 12-in. drop-forged 
tines, bronzed and polished; select ash 
handle, strapped ferrule 5-ft. bent han- 
dle, $1.12 each; 6-ft. bent handle, $1.35 
each. (Lots of six, 5 per cent off.) 

Spading Forks.—Malleable D handles, 
strapped ferrule; angular drop-forged 
tines; 4 tines, 76c. each; spading forks, 
wood D handle, strapped ferrule, 4 
heavy tines, $1.64 each; 5 heavy tines, 
$2.08 each. 

Wooden Rakes.—Wooden hay rake, 12 
teeth, two bows, 40c. each; same with 
three aluminum steel bows, 14 teeth, 
varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 24 
teeth, 55c. each: same with 3 aluminum 
steel bows, 24 teeth, 72c. each. 

Ladies’ Lawn Rake.—Two wood bows, 
18 teeth, varnished head, 5-ft. handle, 
50c. each. 


Wire Lawn Rake.—24 wire teeth, 20- 
in. head, malleable socket, securely fast- 
ened to head, pinned teeth and head, 
55c. each. 

Genuine Yamada lawn rake, 95c. each. 


Steel Rakes.—Medium steel arden 
rakes, bronze finish, straight teeth, 5%- 
ft. ash handle, 12 teeth, 77c. each; 14 
teeth, 8lc. each; 16 teeth, 89c. each. 
Malleable, 12 teeth, 32c. each; 14 teeth, 
36c. each; 16 teeth, 40c. each. 

Garden Hoes.—7-in. steel blades, black 
finish, 4%4-ft. ash handle, solid shank, 
36c. each; 7-in. blade, bronze finish, 7l1c. 
each; 6-in. blade, bronze finish, T7c. 
each. Mortar hoe, forged steel blade, 
bronze finish, solid shank, 6-ft. ash 
handle, 9-in. blade, 95c. each. (Lots of 
six, 5 per cent off.) 


Trowels.—Garden trowels, 6-in. blued 
steel blades, black-enameled handle, 
riveted tang, 7c. each; heavy solid steel 
6-in. blade, half polished, riveted shank, 
hardwood handle, 10c. each; 1-piece 
socket, 6-in. forged steel blades, polished 
and enameled red, length over all, 13% 
in., 29c. each. All steel trowel, 17c. 
each. Socket pattern solid forged one- 
piece blade and _ socket, wood-grip 
handle, 60c. each. 


Hand Spading Forks.—Three heavy 
flat tines, polished and japanned, black- 
enameled handle, 10 in. over all, 10c. 
each: 4%-in., malleable tines, half pol- 
ished, brass ferrule, polished handle, 
10%c. each. 

Lawn Weeder.—3 steel spring tines, 
tinned black-enameled handle, 10¢. 
each: 4 steel tines, 42-in. handle, 44c. 





each. 
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Chicago Market Developing Strength 
—Business Active Despite Bad Weather 


(Chicago office of HARDWARE AGE) 
ESPITE the fact that a large majority of the rural 
1) communities of the Mississippi Valley are prac- 
tically marooned on account of bad roads and ad- 
verse weather conditions, the trade in the Chicago hard- 
ware market is keeping up in a lively manner. 
been said that snow and mud have not been as bad in 
fifteen years, and in some country towns business is ex- 
ceedingly quiet as the farmers cannot get to town with 
In face of this, business from the 

hardware dealer and jobber’s standpoint is satisfactory. 
Just as soon as the weather opens up it is believed that 
the rural dealer will find business very much improved. 
The present market is not without interest. 


any degree of ease. 


AMMUNITION AND FIREARMS.— 
Browning automatic shot guns will be 
in jobbers’ stocks soon in the 16 gage 
only. Twelve gage will not be obtain- 
able this year. Firearms’ prices firm; 
ammunition prices steady—the manu- 
facturers’ costs are said to be increas- 
ing, due to the fact that the lead market 
is much higher than a year ago. 


AUTOMOBILE ACCESSORIES.—Very 
healthy business expected this spring; 
no change in prices. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
Regular, 68c. each; Champion X, 45c 
each; lots of 100, 41c. each; Fisdemeon 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A, 
C. Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 3280 
$6.50 each; Stewart, $5.67 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.— Reliable Jacks, No. 46, 
92.50 each; in lots of 10, $2.25 each; 
Simplex, No. 36, $1.80 each; Ajax, 
No. 6, 90c. each; National Standard, 
No. 21, $1.20 each. 

1% -in. 


a Rose 
c 

Chains.—Non-skid, dozen pair lots, 
383% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid fabric, $8.65 each: cord, $11.60 
each; gray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 3%, 
$1.80 each. 


AXES.—Current demand is active, with 
best sales on competitive grades; fall 
prices expected about April 1. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, 913 
doz. base; single bitted handled 
axes, $15 to $22 per doz., according 
to quality and grade of handle. 


BICYCLES.—Current sales somewhat 
slow; futures heavy. 


BOLTS AND NUTS.—Prices holding 
fairly firm, although there was some 
talk of advances recently; sales said 
to be normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 per 
cent discount; machine bolts, cut 
thread, 50-10 per cent discount; small 
machine bolts, rolled thread, 60 per 
cent discount: all stove bolts, 70-10 
per cent discount; lag screws, 60 per 
cent discount. 


BUILDERS’ HARDWARE. — Large 


stocks, 


cylinder, 


plated butts advanced by manufacturers 


It has 


Prices seem 


about 5 per cent. Local prices are ex- 
pected to advance in a few days. A 
large volume of business is being placed, 
and most factories are at present from 
two to three months behind with their 
orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.12 per doz. pair; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.40 per doz. pair; 
heavy bevel steel inside sets, case 
lots, $7.80 doz.; steel bit-keyed front 
door sets, $1.90 per set; wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, 
$7.50 per set. 


CHAIN.—Demand continues active for 
all sorts of chain; prices being held 
firm. 


uote Fat jobbers’ stocks, 
f.o. _ Chicago: %-in. proof coil chain, 
$8.25 per 100 ay American coil 
chain, 40-10 per cent off list; No. 00 


4% electric welded cow ties, 92.75 
per doz. 
COTTON GLOVES. — Market  un- 


changed; orders for fall coming in very 
es sem 


wavte from jobbers’ stocks, 
A hg Chicago: 3" wrist yo 
6-oz., $1.80 doz. pr.; 8-oz., $2.10 doz. 
e.3 10-0z., $2.30 doz. pr. 


COPPER RIVETS AND BURRS.—Lo- 
cal prices advanced; demand continues 
= heavy. 


— from jobbers’ stocks, 
jane Chicago: Copper rivets and 
burrs, 40 per cent discount. 


CLIPPING AND SHEARING MA- 
CHINES.—Prices unchanged; demand 
continues excellent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1, clip- 
ping machine, $12.75 list; one man 
power shearing machine, $21 list; top 
plates No. 90 and 360, $1. 25 each list; 
bottom plates No. 99 and 361, $1 15 
each list; dealer’s discount, 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, 985 list; shear- 
ing machine $90 list; dealer’s dis- 
count, 25 per cent. 


DOOR SPRINGS. — Prices holding 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect, No. 2, 35c. 
doz.; No. 3, 40c. doz.; No. 4, 44c. per 
doz.; No. 5, 52c. per doz.;: No. 6, 63c. 
doz.; No. 7, 70c. doz.;: Reliance, light, 


$1.80 doz.; medium, $2.50 doz.; 
$3.75 doz.; Torrey’s, $3.60 doz. 


ELECTRICAL MERCHANDISE.—De- 
mand continues to be good in all lines. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14 rubber covered 


heavy, 


to be getting stronger instead of weaker. The quiet period 
of steady markets, with little or no fluctuations, seems to 
have passed for the time. 
made showing advanced prices and the entire market 
seems quite strong. 

At the present time there is little complaint over slow 
shipments from any source. 
ployed, although there was some slight increase in unem- 
ployment in Chicago during the week. Mills are busy and 
manufacturers have heavy bookings. 
talk of a few labor advances which were given as the 
reason for increase in the price of some of the manufac- 
tured commodities. 
hardware business is keeping well up to 1923 records. 


Several announcements were 


Labor seems to be well em- 


There was some 


It is reported that the wholesale 


wire, $7.60 per 1000 ft.; in 1000-ft. 
lots, $7.35; No. 18 lamp cord, $15 per 
100-ft.; in 1000-ft. lots, $13.75; %-in. 
brush brass key sockets, 20c. each; 
two-way plugs, 60c. each; in lots of 
10, 52c. each; one-piece attachment 


plugs, 13c. each; two-piece attach- 
ment plugs, 12c. each; Dry cells, 
boxes of 50, 30%c. each; less than 


case lots, 34c. each. 
EYE HAMMERS AND SLEDGES.— 
Good business reported, with prices at 
a satisfactory level. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
10c. per Ib. 


FIELD FENCE.—Sales expected to in- 
crease as season advances. 


We quote from jobbers’ 
f.o.b. Chicago: Field fencing, 
per cent discount from lists. 


FILES.—Very satisfactory business is 
being booked, even at the recent ad- 
vanced prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60- + 
per cent off list; Nicholson files, 
per cent off list; Disston files, 50- 10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE. — Demand for 
tackle large; dealers getting stock in 
while jobbers’ stocks are complete; man- 
ufacturers busy and cannot make 
prompt shipments. 


FOOD CHOPPERS.—Sales all 
could be expected at this season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Food ar + ae eee 
versal No. 0, — per 1, 

“ a per doz.; 522. 35 per den. 

$28. My a doz.; Enterprise 

No. 01, 6.65 per doz.; No. 
$20.80 per doz.; No. 703, $27 per b na 


GALVANIZED AND TIN WARE.—As 
stocks are reduced, jobbers’ prices will 
remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 
nized after made water pails, 8-qt., 
= 85 doz.; 10- -qt., $2.10 per doz.; 

$2.30 ‘oz. ; 14-qt., 2.57 doz.; 
oe wash tubs, No. 1, $6 doz.;: No. 
2, 96.75 doz.; No. 8 doz.; 2- gal. 
galvanized kerosene ‘can (tin breast). 
$4.25 doz.; 5-gal. galvanized kero- 
sene can (galvanized breast), $7.50 
doz.; 1-bu. galvanized baskets, $7 doz. 


GLASS AND PUTTY.—No decided 
changes have taken place this week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 40-in., 85 per cent discount; 
over 40-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Commercial put- 
ty, 100-lb. kits, $3.20; glaziers’ points, 


stocks, 


60% 


that 
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poe 20 2 and 3, one doz. packages, 
c. 


HATCHETS.—Sales in seasonable vol- 
ume; prices reduced late in 1923 con- 
sidered favorable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
competitive forged shingling hatch- 
ets, No. 2, $8.45 doz. 


HANDLED HAMMERS.—Sales activ- 
ity normal; prices on an attractive ba- 
sis since the late 1923 reductions. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11™% first quality 
nail hammers, $12 per doz.; 12-o0z. 
ball pein, 98.80 per doz.; competitive 
forged nail hammers, $5.60 per doz.; 
cast steel hammers, $4 per doz. 


HANDLES, TOOL.—Prices firm, but 
not recently changed; sales reported 
active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.—There 
was a great shortage of handles last 
year; no change in prices expected. 


We nal from jobbers’ stocks, 
f.o.b. Chicag 

Hay Fork. Handles.—Straight, 
chucked and bored, best grade, 41, - 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX 
4%-ft., HH doz.; 5-ft., $4.80 doz.; X 
414-ft., $2.40 doz.; - 5-ft., $2.80 doz. 

Hay Fork Handles. —Bent, Chucked 
and bored, best grade with strap, fer- 
rule and cap, 414-ft., $7.50 doz.; 5-ft., 
$8.50 doz.; XX bent, with strap, fer- 
rule and cap, 4-ft., $5. 50 doz.; 4%-ft., 
5,75 doz., 4%-ft., $4.50 doz.; 5-ft., 
5.50 doz.; -. bent, 414-ft., $3 doz.: 
5-ft., 93.40 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz., XX bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; X bent, 4-ft., $2.60 
doz.; 4%-ft., $2.95 doz. 

Garden Hoe bmg x YT 4% -ft., 
“re eet ae 414-ft., $2.40 d 


$5.25 doz.; X 5%-ft., 93.25 doz. 
Shovel Handles. —Regular ‘wet 
_ 4 -ft., $5.90 doz.; 414-ft., $3.90 
D- handle, best grade, $7. 95 doz. ; 
x it Ey $6 doz. 
Spade Handles. — D-handle, best 
grade, $7.75 doz.; X grade. $6 doz. 


HINGES. — Manufacturers’ prices 
advanced 7% per cent on light T, heavy 
T and light strap; 10 per cent on extra 
heavy T and heavy strap hinges. One 
pair strap and T hinges in box with 
screws advanced 5 per cent. Local 
prices expected to follow within a few 
days. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy stra ee in 
bundles, 4-in., $1.12; 5-in., $1.57 6-in., 
91.93: 8-in., $3.21; 10- in., $4. 92 per 
doz. pairs. Extra ‘heavy T sit, 6 in 
bundles, 4-in., $1.74; 5-in., 
in., $2.31: 8-in., $3.95; 10-in., $5 64’ per 
doz. pairs. 


ICE CREAM FREEZERS. — Orders 
continue in fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1- 
qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6. 75 list: 4- -qt., $8.25 list; 6-qt., 910.45 
list; 8-qt., $13.50 list; 10-qt., $18 list; 
12-qt., $21. 55 list; 15- -qt., $25. 60 list; 
20-qt., $33.20 rh Pt $42.60 list; 
— 1-qt., $4 list; .60 list: 
3-qt., $5.55 list: 4- qt., $6. 80 list 6-qt., 
$8.60 list: 8-qt., $11. 10 list. All the 
above less 50 per cent discount. 


INCUBATORS -—Unusual demand con- 
tinues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per cent 
discount: brooder stoves, 30 per cent 
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discount; insulated chicken waterers, 
$3.25 e 
NAILS.—Heavy demand anticipated as 
soon as warm weather will permit build- 
ing to continue. There has been a 
large.inquiry for nails in carload lots 
from dealers. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per Keg, base; cement coated, 
$3.25 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 


— longer; 92.50 for shorter than 
-in. 





Forty Years a Favorite 


“HARDWARE AGE, 
“New York City. 


“Gentlemen: 


“IT am a booster for HARD- 
WARE AGE. Have taken it for 
fourteen years. My father took 
it for forty years, when it was 
Tron Age. 

“Enclosed find check for in- 


voice. 
“S. W. AIKMAN, 
“Auburn, N. Y.” 











OIL STOVES.—Interest particularly 
active in this line for spring delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2- burner, $22 each list; 3-burner, 
$28.50 each list; 4- burner, $35 each 
list; Superfex 2- burner, $36 each list; 
3- burner, $45 each list: 4-burner, 
$58.50 each list. All subject to 30 per 
cent discount. Lots of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—White lead ad- 
vanced % cent per lb. Turpentine ad- 
vanced 2 cents. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.10 
per gal.; 5-barrel lots. $1.05 per gal. 

Linseed Oil.—Boiled, barrel lots, 
$1.12 per gal.; 5-barrel lots, 91.07 
per gal. 
ee —Barrel lots, $1.14 per 


_~ Alcohol.—Barrel lots, 
55ec. per gal. 

White Lead.—100-lb. kegs, $15 per 
keg; 50-Ib. kegs, $7.75 per keg; 25-Ib. 
kegs, $3.95 per keg; 12%4-lb. kegs, 
$2.05 per keg. 

Dry Paste.—In barrels, 6c. per Ib. 

Shellac.—(4-lb. goods) white, $3.50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $96.75 per 100 Ibs. 


PYREX OVEN WARE.—Sales stead- 
ily improving. 
We quote from jobbers’ stocks, 
= Chicago. 
Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. “4 
Casseroles. —Round, No. 167. $12 
doz.: No. 168, $14 doz.: No. 183, $12 
doz.: No. 184, $14 doz. 
Casseroles. en No. 193, $12 doz.; 
No. 197. $14 do : 
Pile Plates.—_No. 202, 96 doz.: No. 
203. $7.20 doz.: No. 209, $7.20 doz. 
Tea Pots. sot -cup. $20 doz.;: 4-cup, 
$24 doz.: 6-cup, $28 do 
Utility Pans. ae 231. "$8 doz.; No. 
232, $14 doz. 


RADIO.—Tube shortage still acute; 
manufacturers now making prompt de- 
livery on complete sets. 
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REFRIGERATORS.—Several manufac- 
turers report their output sold; outlook 
for spring business excellent. 


ROLLER SKATES.—No change _ in 
price; good demand for spring trade 
is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Chicago boys’ ball 
bearing, $1.45 pair; Girls’ ball bearing. 
$1.55 pair. Union boys’ ball bearing, 
91.55 pair; girls’ ball bearing, $1.65 
Pair. 


ROOFING AND PAPER.—Spring de- 
mand is opening in very good volume; 
prices very firm after recent advances; 
further increases in prices not unlikely. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2 per square: 
best tale surfaced, $2.35 per square; 
medium tale surfaced, $1.65 per 
square; light talc surfaced, $1.05 per 
= red rosin sheathing, 970 per 
on, 


ROPE.—Manila fiber costs very firm at 
the recent advanced levels; priees may 
go still higher. The Mexican situation 
ass practically stopped the sisal sup- 
ply. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: manila rope, 17%c. to 
het fda per Ib.; No. 2 manila rope, 

16%-18%c, per Ib. base; No. 1 sisal 
rope, highest quality, standaard 
brands, 14%c. per Ib. b 
sisal rope, standard brands, 1316c. 
per lb., base. 


SASH CORD.—Prices remain un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$11 per doz. hanks; No. 8, $12.60 per 
doz. hanks. 


‘SASH PULLEYS.—No change in price 


since last reported; very satisfactory 
volume of business being booked. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels 54c. doz.; Common 
sense, 2- in., 60c. doz.; barrels, 54c. 
a No. 105, 52c. doz. : barrels, 48c. 
OZ. 


SCREEN DOORS.—Indications point to 
a good, healthy demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266. 
2-8 x 6-8, $23.15 doz.; No. 296, 2-8 x 
6- S. $28.20 doz.; No. 311, 2-8 . . = 
$33.20 doz.: No. 515G, 2-8 x 6-8 
doz.: Window screws, No. 1833, 36 30 
doz.; No. 2433, $6.50 doz. 


SCREWS.=-Stocks ample; sales good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list: round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list: 
round head brass, 74 per cent new 
list; japanned, 74 per, cent new list. 


STEEL GOODS.—If there should be 
any change in these goods, it will more 
likely be an advance; prices firm. 


SOLDER AND BABBITT METAL.— 
Tin and lead have taken almost steady 
advances now for several months. Sol- 
der prices again higher; solder advanced 
2 cents per lb. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $36 per 100 Ib.; medium, 45- 
55 solder, $35 per 100 lb.; tinners, 
40-60 solder, $34 per 100 ‘Ib.: high 
speed babbitt metal, $25 per 100 Ihb.: 


Standard No. 4, babbitt metal, $14 
per 100 Ib. 


STEEL SHEETS.—Prices firm without 
change and are quoted for shipment up 
to = 1; demand good. 


Bs ow from jobbers’ stocks, 
f.o. hs oa icago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.: 28-gage 
black sheets, $4.70 per 100 Ib. 


STOVE PIPE AND ELBOWS.—In view 
of the fact that prices continue the 
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same as last fall, with no prospect of 
a decline ahead, fall orders are being 
placed freely by the dealers. 
pete ae jobbers’ 
f.o.b. Chicago: 26-gage 6-in. pipe, 
917.50 per “100 joints; 28-gage, 6-in. 
pipe, $15.50 per 100 joints; 30-gage, 


6-in. pipe, $13.50 per 100 joints; 28- 
gage, 6-in. elbows, $1.60 per doz. 


WHEELBARROWS.—Prices firm and 
unchanged; orders in good volume as 
spring selling season opens. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: mmon wood bar- 
rows, $3.50 each; common steel tray 


barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—As the season ad- 


stocks, 
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vances, an improvement is looked for 
in sales of barbed wire and staples. 
The current demand for poultry netting 
and screen wire will not open up for 
several weeks. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 Ib.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 Ib.; 80-rod spool gal- 
vanized hog wire, $1.98 per spool; 
No. 9 galvanized, plain wire, $4.15 
er 100 Ib.; polished fence staples, 
$4 4.25 per 106 lb.; catch weights spools 
painted barb wire, $4.30 per 100 Ib.; 
12-mesh black wire cloth, $2.10 per 
100 sq. ft.; 12-mesh galvanized wire 
cloth, $2.45 per 100 ~*~, * 14-mesh 
bronze wire cloth, $6.70 per 100 sq. 
ft. in 50-ft. rolls; galvanized before 
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poultry netting, 45-10 per cent dis- 
count; galvanized after peultry net- 
tine. 45 per cent discount. 


WRENCHES.—No changes reported on 
the line; prices seem steady; demand 
— 


uote from jobbers’ stocks, 
f.o. Og Chicago: 2 “Ig wrenches, 
60 per cent off list; Coe’s wrenches, 
40-10 per cent off; engineers 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off. 
ar ge 60-10 per cent off; Trimo, 
60-7% per cent off. 
Snap-on Wrenches.—No. 101 Mas- 
ter Service set, $15.25; No. 202, Heavy 
Duty set, $8: No. 404, Universal 
—. 6 505B Screw 
set, $3.40. All Snap-on 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


Building Essentials and Radio Goods 
Look Like Winners to New England ‘Trade 


(Boston office of HARDWARE AGE) 
Mice New England retail hardware dealers are all 
set for the opening of spring business. 
tively they have taken in a tremendous amount of 
merchandise during the past month as is attested by job- 
Shelf hardware jobbers here billed out 
more goods last month than in any February in their his- 
The average retail dealer has decided on a business 
All that is needed is a little push to start things 
moving. Some real spring weather will help a lot. 
Heavy hardware jobbers on the surface appear cheer- 
ful although business is not particularly active. 
appears to be an undercurrent of uncertainty regarding 
the ability of mills to maintain steel prices unless the 
demand for mill products materially increases this month. 
Possibly this uncertainty is based on the fact that plates 


bers’ records. 


tory. 
outline. 


AUTOMOBILE ACCESSORIES. — 
Local jobbers have reduced prices 
slightly—about 5 per cent on the aver- 
age—on <A. Schrader’s Son line of 
valves, pressure gauges, etc. 


We quote from Boston jobbers’ 
stocks: 

Automobile Accessories.—Apco line, 
steering wheel puller, $2.25 each, net; 
connecting rod wrench, 38c.; rear 
wheel puller, $2.25; horn button, 57c.; 
rear wheel brake, $9.38; glass oil 
gage, 30c.; ratchet wrench, $2.25; 
windshield * wiper, $3.75; crank case 
arm, 48c., and battery charger, $13.50. 

Springs. —Vulcan line, all makes, 35 
per cent discount; +7 sizes, 7-leaf 


front, No. + hl $1.25, net; 9-leaf 
front, No. 200 , $2: 9-leaf rear, No. 
2009, 25. 

Pressure Gauges.—Balloon tire, in 


lots of less than ten, $1.13 each; in 
packages of ten, $1.08 each. 

Oils and Greases.—Mobiloil, cylin- 
der, A. E and Arctic, one-gal., $1.25 
per gal.; five gallons, $1.08% per gal.; 
30 gallons, $1 per gal.; 55 gallons, 95c. 
per gal.; Cylinder, B, 1- gallon, $1.30; 
5 gallons, $1.13% per gal.; 30 gallons, 
$1.05 per gal. Transmission oil, C. 
$1.05 per gal. Transmission grease, 
CC, 5-pound lots, 20%c. per Ib.; lub- 
ricant grease, in 5-pound lots, $11.50 
per case of 12: in 1-pound packages, 
$10 per case of 48. Discount 25 per 
cent. 


BICYCLES.—The outlook for’ the 
bicycle season appears bright. One of 
the largest New England manufactur- 
ers of bicycles, velocipedes, and fire- 
arms in speaking of it says: “For the 
first half of 1924 we can see nothing 
but fine business. With prices as they 
are there seems to be no tendency of 
prices in our line going up nor can there 
be, as far as we can see, any possibility 
of their coming down. Our sales for 


Collec- 


paratus. 


There 


the first months of this year are show- 
ing 25 per cent better than they were 
for the same period the previous year. 
We are operating full and with a larger 
force than we have had for a period 
of nearly ten years. Our stocks are 
low.” 
We quote from Boston jobbers’ 


stocks: 
Bicycles.—Men’s, $30 to $32.50 each 


net; boys’, $29; women’s, $32.50; 
girls’, $29.50. 

Boyoycles. —No. 1, $9 net; No. 2, 
$10; No. 3, $13; No. 4, $15. 


BOTTLES.—Both of the a manu- 
facturers of vacuum bottles have put 
on the market pint sizes that job out 
at 80 cents each net, which are selling 
freely. The demand for larger bottles 
is only moderate. 

We _ quote from Boston jobbers’ 


stocks 

Botties. — Thermos line, No. 11, 
brown, $1.05 each net 0. 2.75 
each list: No. 6Q, $4; No. 15%, $2.10; 
No. $2 35; No. 15Q, $3.60. Uni- 


versal line, No. 21, pint, $1.65 each, 
iat No. 22, quart, $2. 50, competitive, 
No. 111, pint, $1.05 net; green, No. 
70, half- pint, $1.05 net; No. 

‘No. 71, pint, 


70, half-pint, $1.75 list; 
$1 $2. 85; eae 





.85; No. 72, quart, 
No. es pints, $2. 15: No. 592 

Fillers.—Thermos. line, 15%, 
95c. list; No. 15F, $1; No. 15QF, $1.60. 

Parts. —Cups, tin and aluminum, 
30c. and 40c., nickel plated, 35c., 40c., 
50c. Shoulders, aluminum 25c. and 
35c., nickel plated 35c. and 50c. Shock 
springs 25c.. and 35c. Corks, for %- 
pt. bottles 50c. doz., pint and quart 
bottles 60c. doz. 

Discounts.—Small lots, 25 and 10 
per cent; case lots, 25, 10 and 5 per 
cent. 


BRASS.—AIl brass products have been 
advanced another % cent per Ib., in- 
cluding seamless tubing, as well as bare 


* 


and shapes are offered at price concessions. 
for bars apparently is holding its own. Mill supply job- 
bers say business is only fair at best. 
machine shops gathers momentum slowly, and textile mills 
are not sufficiently busy to warrant the purchase of sup- 
plies on a liberal scale. 

Emphasis is placed on the rosy outlooks for building in 
New England this spring and summer and for radio ap- 
The radio craze most certainly has hit New 
England, and hit it hard. Building unquestionably will 
be active in the early months this year, at least, but the 
fact nevertheless remains that for the first time in years 
there is a surplus of rents in the large cities. 
of business conditions do not hesitate to say this surplus 
eventually will result in a slowing up in building but they 
are not prepared to say just when. 


The market 


Activity among 


Students 


and insulated copper wire and all other 
fabricated copper products with the 
exception of copper seamless tubing, 
which is up % cents. 

BREAD MAKERS.—Quite a large 
number of bread makers, as well as 
of parts, have found their way into re- 
tail hands within a month. 


BUILDERS’ HARDWARE.—Another 
of New England’s largest manufactur- 
ers of builders’ hardware has found it 
necessary to advance prices, the ap- 
preciation amounting to 5 to 10 per 
cent. Still another manufacturer will, 
it is reported, issued new price lists 
before the close of a week. Builders’ 
hardware is tremendously active. 
Manufacturers of it are busier than 
they were even in the war. It looks 
as though it would be months before 
they can find time to devote to stock- 
ing up on goods. 


CLOCKS.—Business in clocks niin 
February was surprisingly good. Popu- 
lar priced goods, however, are the big 
sellers. There is comparatively little 
call for high priced clocks in this 
market. 


We quote from Boston jobbers’ 
stocks: 

Western Line.—Sleepmeter, $1.30 
each; in dozen lots, $1. each; in 
case (forty-eight) lots, $1.22 each. 
Jack-O-Lantern, $1.95 each; in dozen 
lots, $1.90 each; in case lots, $1.84; 
radiolite, $1.95 each; in dozen lots, 
$1.90 each; in case lots, $1.84 each. 
Big Ben, $2.28 each: in dozen lots, 
2.21 each; in case (twenty-four) 
$2.14 each. Baby Ben, $2.28 
in dozen lots, $2.21 each; in 


lots, 
each; 
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case lots, $2.14 each. Bluebird, $1.14 
each; in dozen lots, $1.10 each; in 
case ‘lots, $1.07 each. Blackbird, $1.6 62 
each; in dozen lots, $1.58 each; in 
case ‘lots, $1.43 each. 

Waterbury Line.—Thrift, in case 
lots, 90c. each; in lots of a dozen, 
95c. each; in less than a dozen lots, 
98c. each. Relay, in case lots, $2.14 
onan: in less than case lots, $2.26 
each. 

Gilbert Line.—Tornado, in case lots, 

1 oamn: in less than case lots, $1.05 
each. 


CROQUET SETS.—The demand for 
croquet sets is running well ahead of 
that for the corresponding period last 
month. Retail stocks are low, as a rule. 
Pe... quote from Boston jobbers’ 
four ball, 


five ball, 
H, ocignt, be ball, $2.35; No. B. 


$3.75; - Aas, four bail, $4.25 : No. 

AA, ‘ight ball, $5.50. 
CUTLERY.—February was an active 
month in the cutlery market, although 
the great bulk of sales were in so- 
called job lots of various items. Cer- 
tain standard goods nevertheless en- 
joyed a good market, particularly scis- 
sors and pocket knives. 

We _ quote from Boston jobbers’ 


tocks: 

oe Sets. — No. 
$1. 4 er got net; No. " 
$1.9 Oo. 
signe —_ 


stocks 
Straight Shears. — Universal 


line, 
japanned, 6-in., $8 per doz., net; 


in., $8.50: 7-in., $9: 7%4-in., $9.55; 8- 
in., $10.10; 9-in., $12. Nickel- plated, 
6-in., 61%4-in., 7-in., 
$10. 10; 7%- a. $10.75; in’ $11.15: 

9-in., $14. Left hand, 7%-in., a3. 80. 


Bent Trimmers. — Japanned, 7-in., 
$9.55; 8-in., $10.75; 9-in., $13.55; 10- 
in., $16.90. 


Barbers’ .Shears. — Nickel - plated, 
714-in., $12 per doz., net; 8-in., $12.80. 


Scissors.—Pock et, 4- in., $8. 35 per 
doz. net; 4%-in., $: 5. Embroidery, 
3%-in., $7.65; 4-in., $8.35. ies’ 
4-in., $8.35; 4%-in., $8.70; 5-in., $9; 
6-in., $10.35. 


DOOR SPRINGS.—Door spring sales 
are in order both for immediate and 
later requirements. Jobbers are filling 
orders promptly when requested. 


We quote from Boston jobbers’ 
stocks: 

Door Springs.—No. 11, 45c. per doz. 
net; No. 12, 50c.; No. 18, 55c.; No. 
14, 60c.; No. 15, 67c. 

FREEZERS.—Freezer business booked 
so far this season is quite flattering. 
Jobbers are optimistic over the outlook. 


We quote from Boston jobbers’ 
stocks: 


Freezers.—White Mountain, 1-at., 
$4.85 list; 2-qt., $5.65; 3-qt., $6.75; 
4-qt., $8.25; 6-qt., $10.45; 8-qt., $13.50; 
10-qt., $18; 12- -qt., 21.50; 15-qt., $25; 
20-qt., $33. 20: 25 ‘at., $42.60. 

Arctic, 1- at., $4 list; 2-qt., $4.60; 
3-qt., $5. 55; 4- at. $6.80; 6-qt., $8.66; 
8-qt., ; 10- gt. $14.80; 12-qt., 


11.10; 
$16. 65; 15-qt., $23.30; 20-qt., $30. 
Jobbers’ anion 50 per cent from 
store or factory. 
Alaska, 1-qt., $2. 95 list; 2-qt., $3.45; 
3-qt., $4.10; 4- qt., $5; 6-qt., $6.30; 
8§-qt., $8.20; 10- -at., $10. 15; i2- -at., $14; 


15-at., $17. Discount, 20 and 10 per 
cent. Alaska special, 2-qt., only, 
$2.25 less one-third off. 

Auto Vacuum, 1-qt., $5 list; 2-qt., 
$6; 3-at., $8: 4-qt., $10. Discount, 
33% per cent. 


GARDEN TOOLS.—Garden tools of all 
‘kinds and makes are in request by 
those retail dealers who previously did 
not cover requirements. 


GRINDING WHEELS.—The American 
Emery Wheel Works, Providence, R. L., 
is out with new lists and discounts, 
which in both instances show advances. 
The difference in the net cost to the 
retail dealer, however, is slight. 


We quote from Boston jobbers’ 
stocks: 


Emery Wheels.—Aluminox, 65 per 
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cent discount; carbolite vitrified, 55 
per cent discount; elastic and alumi- 
nox carbolite, 50 per cent discount. 
GUNS AND AMMUNITION.—Drop 
shot and air rifle shot have been ad- 
vanced 10 cents per bag and case, re- 
spectively. The demand for guns, etc., 
is remarkably good, say jobbers. 
We quote from Boston jobbers’ 
stocks: 
Ammunition.—Loaded shells, 25 and 
1 per cent discount; rim fire car- 


tridges, 25 per cent discount: center 
fire cartridges, 18 per cent discount. 


Rag « Shot.—Smaller than oe 2.90 
r bag; B and larger, $3.15 ag; 
Mir Rifle, Boy Scout, shot, $4. "95 per 


case; Bullseye, $4.15 per case. 

Gun s.—Steven’s line, No. 11, single 
shot oi ae $3.40, net; No. 17, $17.50; 
No. 26, $4.95; No. 27, $8: No. 12, $6.50; 
No. itu $4.05; No. ‘44, $15. 75. Double 
barrel hammerless shotgun, No. 330, 


12-16-20 gage, $21.85; 410 gage, $23; 
No. 335, $24.30; No. 235, $20.75. Re- 
peating shotguns, No. 522, $55; No. 


P90, . Savage line, model 99a, 
calibers. 30-30, 303 and 300, $31; model 
99b, takedown, $35; m el 99¢c, cali- 
bers 33-30 and 303 with 22-in. barrel, 
and caliber 300 with 24-in. barrel, $31. 


HAMMERS.—All kinds of hammers, 
but more especially carpenters’, are in 
excellent request. Jobbers have been 
able to make better shipments so far 


this year than they did during the 
latter part of 1923. 


a quote from Boston jobbers’ 
stocks: 

Carpenters’ Hammers. — Maydole 
line, No. 111%, $13.50 per doz. net; 
No. 12, $12.65; No. 12%, $11.82; No. 
pas $14.62: No. 711%, $13.50; No. by 
$18.75. rown Hammers.— 
$8.50 per doz.; No. 12, $9.50; No. "4118" 
$10.12: No. 11, $11; No. 711%, $10.12, 
and No. 712, $9.50. 





Hea Hammers, etc.—Heavy, un- 
der 5 Ib., 60 per cent discount; over 
5 Ib., 60 and 10 per cent discount. 


Stone hammers, 60 per cent discount; 
wood choppers’ mauls, 60 per cent 
discount. 


HANDLES.—tThe present season gives 
every indication of being one of the 
most successful on record. Jobbers 
say it is quite evident that retail stocks 
have been unusually small. 


We quote from Boston jobbers’ 
stocks: 


Handles.—Axe, hickory, first qual- 


ity, 28-in., $6.75 per doz. net; 30-in., 
$4.99; 32- in., $4.99. 
Pick.—First quality, 36-in., $7.67 


per doz. net. 

Hay Fork.—Chucked and burred. 
straight, 4-ft., $3.20 per doz. list; a 
ie . 3.60: 6-ft., $6. 70; bent, 314 -f 
$3.40; 4-ft., $3.90: 4% -ft., $4.40: 5- ak 
$5. Discount, 33% per cent. 

Manure Fork. —Bent, plain, $3.80 
per doz. list, with ferrule, $5.40; 
malleable, D- handle, plain, $6.60, with 
ferrule, $8. 10; discount, 33% per cent. 
Wood D- handle, plain, "$6. 90, with fer- 
rule, $8.40; discount, 10 per cent. 

Spading Fork. — Malleable, D-han- 
dle, $6.60; wood D-handle, $6.90; 
strapped with malleable D-handle, 
$11.10; discount, 33% per cent; wood, 
with D-handle, $11.40; discount, 10 
per cent. 

Hoe. — Field, chucked and burred, 
poplar and ash, $3.40 per doz list; 
not chucked, ash, $3.40. Motor hoe, 
6-ft., $6.70; discount, 33% per cent. 

Rake. —Garden, 6- ft., $6.20 per doz. 
list, 33% per —_ discount; steel D- 
handle, $2.28 net 

Ferrules. —Manure, $1 per doz. list; 
paw] $1; hoe, 85c.; discount, 33% per 
cen 


HOSE.—A good business has. been 
booked by jobbers so far this year. 
Jobbers are still disregarding the re- 
cent advance of % cent per ft. put into 
effect by some of the leading producers. 
We _ quote from Boston jobbers’ 


stocks 

Rubber Hose. — %-in., in 50-ft. 
lengths, Commercial, Bc. per ft,, net; 
914¢.; Olympia 


Pointer, 8%c.: Leader, 


(wire wound), 10¢e; Good Luck, 11c.; 
Bull Dog, 


Vim., 10%c.; Milo, 1214¢.; 


101 


13%ec. For 25-ft. lengths add %c. per 
foot. 


KEGS.—Orders for kegs have been re- 
ceived the past week or ten days. Busi- 
ness is opening up slowly, however. 

We _ quote from Boston jobbers’ 


stocks: 
Cider Kegs.—Oak, 3-gal., .30 each 


net; 5-gal., 
gal., $2.40; - 
$3.06; 30-gal., $3.34; '50- gal., $5 


LAWNMOWERS. — The lawnmower 
market is moving along in a satis- 
factory manner. Jobbers are making 
good sized shipments against orders 
booked previously, and are taking new 
orders every day. 

We quote from Boston jobbers’ 


stocks: 

Lawn Mowers. — Hub, 14-in., $6 
each, net; 16-in., $6.25 net. Jewel, 
14-in., $13.75 list: 16-in., $14.50; Co- 
lonial, 8-in. wheel, ballbearing, 16-in., 
$17.50 list; 18-in., $18.25; Newport, 
9-in. wheel, plain bearing, 16-in., 
= 50 list; 18-in., $17.25; Lakewood, 


9-in. wheel ballbearin 
ey 18-in., $20; Imper al, lain bear- 
ing, high wheel, five bla es, 14-in., 
$26. 50 list; 16-in., $28.50; 18-in., $30.50; 
Imperial, ballbearing 14-in., $29 list; 
16-in., 18-in., $33; 20-in., $35: 
Caldwell lawn trim, 8- in. .» $16. 50 list. 
rg + per cent. 

ot awn Mowers.—No. IL, $325 
list; No. By $400 list. Discount, 10 
per cent. 


LUNCH KdITS.—Lunch kits recently 
put out by the two leading makers that 
job out at $18.75 per dozen net are 
proving very popular. Other styles are 
selling well but not as freely as the 
less expensive kinds. 


We quote from Boston jobbers’ 
stocks: 

Lunch Kits. — Universal line. No. 
310, $3.50 each, list; Ne. 320, $4;° No. 
410, $3.75; No. 3070, $3.25. 

25 and per cent. 
lots, 25, 10 and 5 per cent. No. 396, 
$1.75 each net. 


MACHINISTS’ TOOLS.—Mill supply 
houses say the demand for machinists’ 
tools is only fair at best. A large num- 
ber of small tools, however, apparently 
is finding its way to the consumer. In 
this respect the Greenfield Tap & Die 
Corporation, Greenfield, Mass., says 
there has been quite a material im- 
provement in business since the first 
of the year, consequently the man- 
agement feels justified in believing that 
the first Half of 1924 will be very much 
improved over the last half of 1923. 


POULTRY SUPPLIES.—Belated buy- 
ing of poultry netting is still in evi- 
dence. Takings by the retail trade this 
season have been véry heavy. Based 
on this fact and the liberal purchases 
of other poultry supplies, retail dealers 
anticipate an expansion in poultry rais- 
ing throughout New England. 


We quote from Boston jobbers’ 

stocks: 
Incubators, — Queen line, style K, 
No. 20, 70 egg capacity, $16. 50 each: 
50; No. 22, 220 


16-in., $19.25 


Discount 
For 12-piece 


1000 exes, $157. Discount, 30 per cent. 

Brooders. — Queen line, No. 1, 600 
chick capacity, $21.50 each: No. 2, 
1200 chick capacity, $26.50. Discount, 
30 per cent. 

Poultry Netting. — From Boston 
stocks, 40 per cent discount: direct 
factory shipments, 45 and 5 per cent 
discount, f.o.b. Pittsburgh. 

Stap les. — Galvanized poultry net- 
ting, ans factory shipments in car 
lots, $5.25 per cwt.: in less than car 
lots, $5.50. From jobbers’ stocks. in 
100-Ib. kegs. $6.75 per cwt.: in 10-Ib. 
packages, $8; in 1-Ib. papers, $9; 
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ly-lb. papers, $9.75; in 4-lb. papers, 
$11.50. 


RADIO GOODS.—Those jobbing and 
retail firms making a specialty of radio 
goods and appliances are fairly buried 
with business. They are far behind 
hand on the delivery of various items. 
We quote from Boston jobbers’ 
stocks: 
Meters.—Sterling ammeters, No. 24, 
35 amps., 65c. each net; voltammeters, 
No. 44, 35 amps., 90c. each; voltmet- 
ers, No. 34B, 0 to 30 volts, $1.50 each; 


No. 34C, 0 to 50 volts, $1.85 each. 
Eveready B & batteries are 


quoted in various lots, net, as fol- 
lows: 
Less 10 50 

No. 1 to 49 plus 
OF $1.05 $1.00 $0.90 
at ‘een ceeeus 1.3 1.27 1.13 
a peneneves 1.35 1.27 1.13 
ae 1.75 1.67 1.50 
DO séeeuctas 3.50 3.34 3.00 
eee rer 9.00 8.25 7.50 

Battery Chargers.—Apco line, in 


lots of less than 10, $13.50 each net. 
REFRIGERATORS.—Sales continue on 
an encouraging scale. In addition, 
jobbers are moving goods ordered some 
time previously. 
We quote from Boston jobbers’ 


stocks 
eetrineraters. —Eddy line, in lots of 
50 per cent discount. 


less thaw five, 
$24.50 to $170.50 


Prices range from 
each list. 


SASH CORD.—With the expansion of 
demand for builders’ hardware and the 
various supplies required for new 
homes, has joined sash cord. Sales of 
cord are, in fact, better than they have 
been in a long time. 
We quote from Boston jobbers’ 
stocks: 
Sash Cord.—Acme, No. 6, 59c. per 
Ib.; No. 7, 57c.; Nos. 
56c.; Sachem No. 7, 55c.; No. 8, 
Sampson spot cord, No. ”, 85c.; 
8, 9 and 10, 84c. 


SAWS.—Framed wood saws have been 
advanced about 10 per cent by manu- 
facturer and jobber alike. 

SHEARS.—No fault can be found with 


Nos. 
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orders for shears past and present. 
Jobbers are well covered and are mak- 
ing reasonable deliveries. 


We quote from Boston jobbers’ 
stocks: 

Sheep Shears. — True Vermonter, 
a 50 055, $8.25 per doz. net; No. 057, 


Stes Shears. — No. 104, $3 each, 
net; No. 105, $3.50; No. 106, $3. 

Hedge Shears—No. 100, ladies’, 6- 
in., $1 each; No. 100, men’s 7-in., 
$1.30: No. 100, 9-in., $1. 65; No. 101, 


9-in., $1. 75. 
Pruners. — Clyde, No. 5403, 22-in., 


$25 per doz.; No. 5402, 24-in., $28; No. 
5406, 24-in., "$17.50. Handy Andy, $15 
per ‘doz. 


SHEET LEAD.—tThere apparently is 
no limit to the advance in sheet lead. 
Because of the uplift in pig lead, sheet 
lead manufacturers have been obliged 
to raise prices another % cent per lb. 
quote from Boston jobbers’ 


16%c. base 


stocks: 
Sheet Lead. — Per Ib., 
list. 


SKIS.—Jobbers are taking orders for 
next fall and winter delivery. Such 
buying, and a demand for sleds, repre- 
sent the most extended forward buy- 
ing in the market today. 
SPRAYS.—Sprays are _ going big. 
Heretofore a large amount of stock 
was shipped to the retail trade, but 
belated buying is larger than most 
jobbers anticipated. 


We quote from Boston jobbers’ 
stocks: 

Pyrox.—One Ib. jars, 24 to crate, 
$7.32; 5-lb. crocks, 12 to crate, $15; 
10-Ib. rane wd ‘. - eae $13. 50: 25- 
Ib. contain crate, 30.50: 
50-lb. kegs, $9. 25: * 100. >. kegs, $14.75; 
300-lb. kegs, $42.75. In less than case 
lots, 1-lb. jars, 32c.; 5-lb. crocks, 
$1.30; 10-lb. crocks, $2. 35; 25-lb. con- 
tainers, $5.50. 

Arsenate of Lead.—One-lb. cans, 
25c.; 2-Ib. cans, 25c. per lb.: 5-Ib. cans, 
2ic. per Ib.; 10-lb. cans, 19¢. per Ib.; 
25-Ib. cans, " 16c. per Ib.; 50-Ib. cans, 
15c. per Ib.; 100-Ib. cans, 14c. per Ib. 

Dry Lime Sulphur.—Small lots, 1- 
Ib. containers, 25%4c.; 5-Ib. containers, 
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22c. per Ib.; 10-lb. containers, 19%c. 
per lb. In lots of 200-lb. or more, 
1-lb. containers, 24%c. per lIb.; 5-Ib. 
containers, 21lec. per lb.; 10-lb. con- 
tainers, 18%c. per lb. 

Lime Sulphur Wash. — Quart con- 
tainers, 3lc. each; gallons, 59c. 


SPRAYERS.—Sprayers are enjoying a 
broad and active market. The retail 
dealer individually is buying in a con- 
servative manner, but is obtaining a 
good assortment. 


Bi. quote .from Boston jobbers’ 
stoc 

Sprayers. —Midget, No. 5" by per 
doz. net; continuous, No. $7; 
compressed air, galvanized, No 345, 


$4.85 each, net; brass, No. 343, 6.50 
ee Standard spray pump, $3.75 
eac 


Acme Cora Planter, No. 309, $21 
per doz. net; plant powder gun, No. 
313, $12.50; plant fog spray, $4.20. 

WATERGLASS.—The price of, eggs 
in the leading New England distribut- 
ing markets during the past month has 
taken a tremendous drop and is now 
down to a basis where the retail hard- 
ware dealer should get in his work with 
waterglass. 


ha quote from Boston jobbers’ 
stocks: 

Waterglass.—Pint containers, $1.30 
per doz. net; quart containers, $2; 
gallon containers, $7. 


WINDOW WIRE.—Sales running well 
in excess of those for the correspond- 
ing period last year. . 


nati quote from Boston jobbers’ 
stoc 

Window § Netting. — Galvanized, 
square mesh, from stock, $5.55 per 
100 sq. ft. From factory, $5.15 per 
100 sq. ft. f.o.b. Pittsburgh. 


WIRE CLOTH.—More belated buying 
of wire cloth has served to give the 
market an active appearance. 


ae quote from Boston jobbers’ 
stocks: 

Wire Cloth.—Black, 12-mesh, 24 to 
48-in., $2.40 per 100 sq. ft. net; 18 to 
22-in., $2.50; 14-mesh, 24 to "36- in., 
$2. 90: ’ pearl, $4. 25. 








Pittsburgh Steel Production Continues 
at High Rate—Few Price Changes 


(Pittsburgh office of HARDWARE AGE) 


HE steel industry maintains a very high rate of 
operation, but with buyers persisting in a policy of 
merely meeting their immediate needs, those com- 
panies who are not profiting by the liberal railroad pur- 
chases of cars, rails and track equipment are finding it 
extremely difficult to accumulate sufficient business to 
formulate rolling schedules very far ahead, and there is 
rather more doubt now than there was recently that all 
companies can hold to present operating rates. Backlog 
tonnages are very necessary to economical plant and mill 
operations, but there are few steel companies outside of the 
Steel Corporation that can now boast of much such busi- 
ness and even the Steel Corporation is not as heavily nor 
as generally obligated as it often before has been in recent 
years. It is well supplied with rail, plate, bar, pipe and tin 
plate business and has a reasonably good order book in 
structural material, but is not-crowded with sheet orders 
and is making such prompt deliveries of wire products and 
hot-rolled flats as to indicate rather moderate bookings in 
those lines. The Steel Corporation has been the principal 


beneficiary of recent railroad car orders, taking the bulk 
of the estimated requirements of more than 100,000 tons 


of steel for the 12,000 all steel box car bodies recently 
placed by the Pennsylvania Railroad. 

Carnegie Steel Co. is operating forty-nine out of its 
fifty-eight blast furnaces and has more than 90 per cent 
of its ingot capacity in operation. Jones & Laughlin Steel 
Corporation has ten of its twelve blast furnaces in pro- 
duction and is producing ingots at between 85 and 90 per 
cent of capacity. Of the 117 steel works blast furnaces 
in the area bounded by Johnstown, Pa., Wheeling, W. Va., 
and Youngstown, Ohio, ninety-eight are in production 
and the general average of ingot product for that area 
is very close to 85 per cent. This rate, however, is the 
same as for the past two or three weeks and in a large 
sense reflects the heavy wave of buying over the last 
month of last year and the first month of this year. De- 
mand was on a rising scale over that period. In the fore 
part of last month it stopped increasing and in the past 
fortnight it has been definitely lighter, reflecting no doubt 
the uncertainty which has crept into the general business 
situation from developments in Washington in connec- 
tion with the naval oil land leases, to say nothing of the 
irregular and weak stock market and the possibility that 
a satisfactory tax revision plan will not be enacted at this 
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session of Congress. It is probable that the recent slow- 
ing down in general lines is based upon the fact that 
stocks in second hands are well built up and a desire to 
see how ultimate consumers take hold before adding to 


them. 


With the coal strike eliminated, there is nothing in sight 
to suggest that steel manufacturers will not be able to 
continue to serve consumers fully and promptly until warm 
weather makes its draft upon mill workmen in favor of 
outdoor work. This suggests that consumers will con- 
tinue to buy close to actual requirements and such buying 
will serve to prevent higher prices, for so long as the mills 
do not become heavily sold ahead there will be little ex- 
cuse for deferred deliveries or a reason for buyers to raise 
their bids to secure early supplies. While there has been 
no change to speak of in quoted prices, a number of mills 
would like to have their order books fuller and it is an 
undisputed fact that in most lines concessions are being 
made to secure orders that will help toward economical 


rolling schedules. 
BOLTS AND NUTS.—Orders in this 


line run good one day only to drop off 
the next. Published discounts are 
above those actually being done on 
large lots or on current shipments 
against first quarter contracts, which 
were placed well below today’s levels. 
Rivets are moving fairly well and the 
market is somewhat steadier than it 
has been, although concessions still are 
coming out on large lots, especially of 
sizes where the extras are big. Prices 
and discounts follow: 
Machine bolts, small, rolled threads, 
60, 10 and 5 per cent off list; Machine 
bolts, all sizes, cut threads, 60 and 5 
per cent off list; Carriage bolts, % x 
6 in., smaller and _ shorter, rolled 
threads, 60 and 5 per cent off list; 
Carriage bolts, cut threads, all sizes, 
50, 10 and 5 per cent off list; Lag 
bolts, 65 and 5 per cent off list; Plow 
. bolts, Nos. 1, 2 and 3 heads, 50 and 
10 per cent off list; Other style heads, 
20 per cent extra; Machine bolts, 
c.p.c. and t. nuts, x 4 in., 50 and 
5 per cent off list; rger and longer 
sizes, 50 and 5 per cent off list; Hot 
pressed squares or hex. nuts, blank, 
4.25c. off list; Hot pressed nuts, 
tapped, 4.25c. off list; C.p.c. and t. 
square or hex nuts, blank, 4c. off list; 
C.p.c. and t. square or hex. nuts, 
tapped, 4c. off list; Semi-finished hex. 
nuts; y;-in. and smaller, U. S. S., 80 
and 5 al cent off list; %-in. and 
larger, U. S. S., 75 and 5 per cent off 
list; Small sizes, S. A. E., 80, 10 and 
5 per cent off list; S. A. E., %-in. 
and larger, 75, 10 and 5 per cent off 
list; Stove bolts in packages, 75, 10 
and 5 per cent off list; Stove bolts in 
bulk, 75, 10, 5 and 2 per cent off 
list; Tire bolts, 60 and 10 per cent off 
list; Bolt ends with hot pressed nuts, 
60 and 5 per cent off list; Bolt ends 
with cold pressed nuts, 50 and 5 per 
cent off list; Turnbuckles, with ends, 
%-in. and smaller, 50 to 55 and 5 per 
cent off list; Turnbuckles, without 
ends, %-in. and smaller, 65 and 5 to 
70 and 10 per cent off list; Washers, 
5e. to 5.25c off list. 
Rivets.—Large structural and ship 
rivets, base, per 10 .. $2.75; Small 
rivets, 70 and 10 per cent off list. 


BUILDERS’ HARDWARE.—Leading 
manufacturers of strap and T hinges 
and butts, effective March 1, have an- 
‘ nounced new prices showing increases 
of 5 to 7% per cent over the former 
quotations. There has been a general 
withdrawal of price concessions recent- 
ly offered in several lines of builders’ 
hardware and with manufacturers very 
much behind their orders the outlook 
is for marked firmness as possible 
advances in prices. | 
IRON AND STEEL BARS.—tThere is 
considerably more firmness to steel bar 
prices than is observed in the other 
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Severe weather of the past few weeks has told on hard- 
ware sales, particularly in the country districts, where 
the going has been so hard that it has been difficult for 
retailers to make sales or for the jobbers’ salesmen to 


reach their customers. With the movement of goods from 


orders. 


heavy tonnage steel products. Mills 
are better supplied with orders than 
is true in some other lines and with 
buyers specifying quite steadily, there 
is not much occasion for price cutting. 
It is a fact, however, that much of the 
business now on mill books was taken 
below today’s price of 2.40 cents base, 
Pittsburgh, which probably explains 
the satisfactory specifications now com- 
ing in against contracts. More rail- 
road car business is helping iron bar 
business, but not to a point where de- 
liveries are becoming deferred or prices 
are showing any increased firmness. 


We quote soft steel bars, rolled 
from billets, at 2.40c base; bars for 
cold-finishing of screw stock analy- 
sis, $3 per ton over base; reinforcing 
bars, rolled from billets, 2.40c. base; 
refined iron bars, 3.15c. base, in car- 
load lots or more, f.o.b. Pittsburgh. 
The above prices are for carloads or 
larger lots; jobbers and warehouses 
charging the usual advances for small 
lots from stock. 

SASH WEIGHTS.—A Buffalo maker 
has just announced prices of $44 per 
net ton for carloads and $45.50 for less 


carloads f.o.b. Buffalo. 


SHEETS.—While sheet makers have a 
fair run of business for early delivery, 
forward buying is somewhat light. 
The possibility is remote that prices 
will be higher, especially since the 
leading interest reaffirmed present 
prices for the second quarter and as 
some mills still are going below what 
are regarded as “regular” prices to 
secure orders, buyers possibly are keep- 
ing down their commitments in the 
hope of a general decline. 


We quote for carload and larger 
lots, f.o.b. Pittsburgh: Black, No. 28 
gage (base), 3.75c. to 3.85c. per Ib.; 
galvanized, No. 28 gage (base), 4.90c. 
to 5c.; blue annealed, No. 10 gage 
(base), 3c. For smaller lots from Le 4a 
ee stock the usual advances pre- 
vail. 





A Hot Time 
Poker: “Wouldn’t the coal 
box?” . 


Shovel: “No, but the _ stove 
Poker: “Did it make the fire 
Shovel: “No, only the chimney 











the retail stores restricted, there has been a corresponding 
backing up of orders upon jobbers and manufacturers. 
Milder weather, however, already has arrived and is stead- 
ily correcting this situation. 

The building trades in this city have made their usual 
annual demands for increased wages. These demands are 
stiff and there is some tendency on the part of employers 
to resist them, but it is probable that an adjustment of 
some sort will be effected and the building program in this 
part of the country, which is unusually big this year, will 
go forward. Other advances in builders’ hardware be- 
sides those noted elsewhere are considered likely, since the 
open winter permitted much construction at a time when 
little usually is done, resulting in a depletion of jobbers’ 
stocks and putting the manufacturers well behind their 


STEEL PIPE.—Mills are still getting 
liberal orders, particularly for standard 
pipe, which jobbers are stocking in 
anticipation of a heavy demand incident 
to the large building program for this 
year. The oil industry promises to be 
active this spring and summer and 
jobbers serving that industry also are 
large buyers, although, relatively, they 
are not buying as freely as the jobbers 
serving the plumbing and steam fitting 
trade. There are no suggestions of 
any weakening in pipe prices. For 
small lots out of jobbers’ stocks they 
are as follows: 


Black Galv. Black Galv. 
A SD $ 9.31 


%....$3. er sf 

Mecscs Se cece 1%.. 9.71 5S 
32.... 3.36 $5.50 1%.. 11.60 15.05 
e.... 4.17 5.43 2.... 15.61 20.25 


Discs Bae. ee Sah. SMe. i... 
Above prices per 100 ft. f.o.b. Pitts- 

burgh. 
WASHERS.— Effective March 4, a 
western maker of wrought washers an- 
nounced a price of $5.35 off list, with 
the usual extras for kegs of less than 
200 lb., f.o.b. Joliet, Ill. Effective Feb. 
29, American Casting & Mfg. Corpo- 
ration announced the following prices 
on lead washers: In bulk, $14.25 per 
100 lb.; 5-lb. cartons, $15.75 per 100 lb. 
f.o.b. Brooklyn. This manufacturer 
draws attention, in explaining these 
prices, which are up $1.50 per 100 lb. 
for bulk lots from the last previous 
prices, to the fact that lead today is 
$9 per 100 lb. as against $7 in December 
last. 


WIRE PRODUCTS.—tThere is a steady 
increase in the demand for wire 
products, but few jobbers or manufac- 
turing consumers are anticipating their 
needs to any great extent and there 
are few mills which have so much busi- 
ness that they cannot make very prompt 
deliveries. Mill prices in the main are 
well maintained, but coated nails are 
weak and readily obtainable at $2.60, 
base, per count keg, f.o.b. Pittsburgh. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool: galvanized, 2-point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool: 
galvanized, 4-point hay wire, $3.90 

er spool; No. 9 annealed fence wire, 

3.30 per 100 Ib.; No. 9 galvanized 
fence wire, $3.90 per 100 Ib.;: woven 
wire fencing, 63 per cent off list. All 
_ - Teas prices on spools are for 

-rod. 
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Cincinnati Notes Advancing Tendency 
in Prices—big Business in Aecessories 


(Cincinnati office of HARDWARE AGE) 


HE month of February, so far as the business of 
jobbers was concerned, was about equal to the same 


month of last year. 


and into the stores. 
ence of the dealers. 


Farming trade has been light this winter, but is now 
opening up considerably, and indications point to a good 


AXES.—Sales have been fair. Noth- 
ing new in regard to prices, but some 
talk of advances after April 1; stocks 
good. 


AUTOMOBILE ACCESSORIES.— 
Summer goods moving well, particu- 
larly tools. The mystery surrounding 
Milwaukee timers has been solved. 
This company has discarded the steel 
case, and replaced it with a bakelite 
case, and supplies are now in hands of 
jobbers. No changes in price were 
made with announcement of new model. 
Some makes of shock absorbers have 
been reduced slightly. 


We quote from Cincinnali jobbers’ 
stocks: 

Spark Plugs.—Champion X, 45c. 
each; in lots of 100, 43c. each. 

Spotlights. —Delta, No. 20, $2.75 
each; in lots of 12, $2. 60 each: Delta, 
No. 24, $2.10 each; in lots of 12, $2 
each; Delta, No. 25, $2.70 each: in 
lots of 12, $2.60 each. 

Fenders.—Ford complete set, 
set to crate, $7.60 set; 
crate, $7.35 set; 
$2.95 pair. 

Shock Absorbers.—H. & D. 
absorbers, $4.00 per sent. 

Milwaukee Timers.—Less than 10, 
$1.38 each; in lots of 10 pr. over., 
$1.35 each. Resale price, $2 each. 


BOLTS AND NUTS.—An advance in 
machine bolts is expected to take place 
in the near future; sales fair; stocks 
in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes. 50 
and 10 off; large sizes, 45 and 10 off: 


one 
five sets to 
commercial fenders, 


shock 


carriage bolts, small, 45 and 19 off: 
large, 40, 10 and 5 off: stove bolts, 
(0 and 10 off: semi-finished nuts, *- 


in. and smaller, 75 off: 


5 off. 
BUILDERS’ HARDWARE.—Residence 
construction increasing, and sales of 
builders’ hardware are keeping step 
with it; some talk of advancing prices, 
but nothing definite as yet; stocks in 
fair shape; prices strong. 


COASTER WAGONS.—Improvement 
noted in sales of coaster wagons, but 
stocks still large; prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Auto coaster wagons, No. 
1, $5.45 each; No. 2, $5.95 each: No. 
3, $6.60 each: No. 132, $5.20 each: No. 
138, $5.80 each. 


DRILLS.—Better demand for drills 
reported; prices steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Carbon drills, 60 and 10 off. 


larger sizes, 


Dealers, however, report falling 
off in sales for the same period. This is accounted for 
almost entirely by the poor weather experienced during 
the greater part of the month. When two fine days come 
in succession sales generally increase but on dark dull 
days, it is almost impossible to get the people out of doors 
At least that is said to be the experi- 


spring business. 


as yet. 


and jobbers report shipments good on futures. 
situation is fairly stable, though the tendency to advance 
noted last week is still noticeable. 
changes reported were advances, and some were received 
from manufacturrs which have not been put into effect 


Dealers are buying a little more freely, 


The price 


In fact most of the 


In the accessories branch of the trade, sales are holding 
up remarkably well. 
ume than ever before, and summer trade is opening up 


Winter goods moved in better vol- 


in a fashion that augurs well for a record business for the 


year. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—With opening up of outside 
work, sales are showing improvement; 
prices stiffening; advances expected in 
some quarters. 


We quote ag Cincinnati jobbers’ 
stocks: 28-g¢ 5-in. eaves trough 
$4.75 per 100 tt; 28-gage, 3-in. cor- 
rugated conductor pipe, $5 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $1.75 per doz. 


ELECTRICAL GOODS.—Demand for 
irons, curling irons and electric heaters 
continues strong; prices very steady. 


FIELD FENCE.—Current demand 
rather light; jobbers’ report shipments 
on orders good; prices steady. 
FILES.—Manufacturers have advanced 
prices; current demand fairly good; 
stocks in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Black diamond, 40, 10 and 10 
off; Northwestern, and Silver King, 


0 ° 
GALVANIZED WARE.—An advance 
of approximately 10 per cent in prices 
is scheduled to go into effect within a 
few days, and jobbers’ quotations will 
advance accordingly. This advance will 
undoubtedly be confined to pails and 
tubs; demand consistent; stocks in fair 


shape. 
We quote from Cincinnati jobbers’ 
stocks: 
Galvanized Tubs.—No. 0, 95 doz.: 
No. 1, $6.15 doz.; No. 2, $6.90 doz.: 
No. 3. $8.45 doz 


Galvanized Pails.—10-qt., $2.35 doz.: 
12-qt., $2.55 doz.; 14-qt., $2.85 doz.; 
16-qt., $3.40 doz. 

Garbage Cans.—Witt No. 1 with lid, 
$3.75 each; No. 2 with lid, $4.35 each; 
No. 3. % each; Witt pails with lids, 
No. 7, $1.60 each; No. 8, $1.80 each; 
No. 9, $1.95 each. 


GARDEN HOSE.—Future orders have 
been fair; stocks in good shape; prices 
strong. 


We quote from Cincinnati jobbers’ 
stocks: Leader brand, coupled hose, 
%-in., 9c. ft.; %-in.; 10%c. ft.; Silver 
King, %-in., 10c. ft.; %-in., 11%c. ft.. 
%-in., 12%c,. ft. Continuous length. 
single grade, %-in., 8%c. ft.: %%-in.. 
oe. at. T-sen.. : double 
grade, 5% - in., 

%, -in., 


.. in., 9%c. ft.; lic. ft.: 
12%c. ft. 

GARDEN TOOLS.—Garden tools mov- 

ing very well at unchanged prices. 

GLASS.—Sales have been satisfactory; 

prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Single and double strength 


Prices generally are steady with only minor read- 
justments being reported. 


A, first three brackets, 86 per cent 
discount; over first three brackets, 
84 per cent discount; double strength 
85 per cent, discount; double 
strength B, 87 per cent discount. 


HANDLES (AGRICULTURAL).—De- 
mand good both for prompt and future 
shipments; stocks ample; prices strong. 


We quote from Cincinnati jobbers” 
stocks: ae Be handles, a% ft. 
straight, $3.35 doz.; 6 ft. straight, 
$4.35 doz.; 7 ft. straight, * 50 doz.; 5 
ft. bent. $3.35 doz.; 5% ft. bent. $3.95 

. be ; Long manure 
$2.85 doz.; D-Shovel cowry 
$6 doz.; D-shape handles, $5.85 doz. 


HINGES.—A large manufacturer of 
strap and 5 hinges has advanced prices, 
effective March 1, approximately 10 
per cent, but local jobbers have not 
made any changes as yet. 


HORSESHOES.—Jobbers have ad- 
vanced horseshoes 50 cents per keg, 
following receipt of similar advances 
from manufacturers. 


ICE CREAM FREEZERS.—Fair de- 
mand reported, but season a little early 
for heavy sales; prices same as last 
year. 


We quote from Cincinnati jobbers’ 
stocks: ‘ts Mountain, l1-qt., $4.85 
pat 2- $5.65 list; 3- -qt., $6.75 list; 
4-qt., 8°35 list; 6-at., 910.45 list; 
8-qt., $13.50 list; 10-qt., $18 list; 
12-qt., $21.55 list; 15-qt., $25.60 list: 
20-qt., $33.20 list; 25-qt., $42.60 list; 
Arctic 1-qt., $4 list; 2-qt., $4.60 list; 
, 95.55 list: 4- qt., $6.80 list; 6-qt., 
38. 60. list; 8 qt., $11 1.10 list. All the 
above less 50 per cent discount. 


LADDERS.—Step ladders have been in 
good demand; shipments heavy; stocks 
light; prices strong. 


LANTERNS.—Demand continues fair; 
stocks sufficient; prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, 5 doz.; 
Supreme, No. 240, $12.75 doz.: 130 
Midget Vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric, $15 doz.; Monarch, $8 doz.; 
Monarch, ruby glow, $10 doz.; D-Lite, 
913 doz.: Little Wizard, $8.50 doz.; 
Blizzard, No. 2, $13 doz.;: Blizzard, 
brass fount and top, $18 doz.; Buck- 
eye Dash, $14 doz.; Railroad, No. 39, 
$15 doz. 


LAWN MOWERS.—Demand for lawn 
mowers picking up, and shipments now 
being made to dealers; prices strong; 
stocks light. 


We quote from Cincinnati jobbers 
stocks: Common lawn mower, 12-in., 
$5.75 each; 14-in., $6 each; 16-in., 


Reading matter continued on page 106 




















March 13, 1924 HARDWARE AGE 105 











Mic KINNEY 
Hinges Butts 


These Hinges and Butts are 
made in all grades. For every 
purpose there is a McKinney 
Hinge or Butt. No matter how 
fine the building, no matter 
how the owner has to spare his 
purse, each piece is the best 
| that its price will buy. Each is 
carefully and accurately made. 





MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 





Garage hardware, door hangers and track, door | ss 
bolts and latches, shelf brackets, window | 2 
and screen hardware, steel door 
mats and wrought specialties 
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$6.25 each; better grade, 12-in., $7; 
14-in., $7.25; 16-in., 97.50; cheap ball 


bearing, 14-in., $7.75; 16-in., $8; reg- 
ular ball bearing, 14-in., $9; 16-in., 
$9.55; 18-in., $9.75; high-heel ball 
bearing, 14-in., $10.25; 16-in., $10.65; 
18-in., $11; high grade, ball bearing, 
with 5 knives, 16-in., 912.75; 18-in., 
$13.50; 20-in., $14.25. 

MECHANICS’ TOOLS.—Demand for 

tools fairly active; stocks in good 


shape; prices firm. 


NAILS.—Wire nails moving. well; 
prices holding; no changes anticipated. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.50 
per keg, base; cement coated nails, 
$3.20 per keg, base. 


PAINTS AND OILS.—The only change 
was in lead, which advanced % cent 
per Ib. Sales have been heavy, and 
prospects are for a continuation of good 
business throughout the year. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, 98c. gal.; 
turpentine, $1.08 gal.; white and red 
lead, 15%c. Ib. 


POULTRY NETTING.—Fair demand 
reported; stocks ample; prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Poultry netting, galvanized 
before weaving, 45, 10 and 7% off; 
- after weaving, 45 and 7% 
orl. 


RADIO SUPPLIES.—Tremendous de- 
mand for radio supplies, with prices 
holding steady. Would seem as though 
more hardware dealers should be get- 
ting their share of this business. 


ROLLER SKATES.—Demand heavy; 
stocks rather light; prices very firm. 


We quote from Cincinnati jobbers’ 
stocks: Ball bearing, No. 4, $1.60 
pair; No. 5, $1.60 pair; No. 6, $1.70 
pair. 

ROOFING PAPER.—Some manufac- 
turers have advanced prices, some us 


much as 20 per cent. Sales have been 
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rather light in the last week or two, 
but potential demand is heavy, and 
big business is confidently expected. 
Jobbers have advanced prices slightly. 


We quote from Cincinnati jobbers’ 
stocks: Standard brand, light, $1.10; 
medium, $1.35; heavy, $1.65; Hold- 
fast brand, light, $1.35; medium, 
omg | eal $2. Slate surface roof- 
ng, 


ROPE.—Demand improving; prospects 
of shortages reported; prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Best grades Manila, 19c. Ib.; 
sisal, 18%c. Ib. 


REFRIGERATORS. — Refrigerators 
have been moving in fair volume, at 
same prices as last year. 


RULES AND LEVELS.—Demand has 
been fairly good; prices continue 
steady, with no recent changes. 


SASH CORD.—Current sales fair, but 
shipments good on previous orders; 
stocks in good shape; prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Best —— 84c. Ilb.; medium 
grades, 48c. Ib. 


SASH WEIGHTS.—Fair demand; ade- 
quate stocks; steady prices. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.50 
per 100 Ibs. 


SCREWS.—Local jobbers have made 


some changes in prices since new list 
was adopted; demand fair; new prices 
quoted below. 


We quote from Cincinnati jobbers’ 
stocks: Machine screws, 66% off: 
brass, 60 off; cap and set screws, 75 
off; coach screws, 60 off; wood 
screws, 80 off. 


SCREEN DOORS AND WINDOWS.— 
Orders fair; shipments good; prices 
steady; stocks ample. 

SHEARING AND CLIPPING MA- 
CHINES.—Stocks adequate; demand 


fair; prices firm and unchanged. 
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We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1, clipping ma- 
chine, $12.75 list; one-man power 
shearing machine, $21 list; top plates, 
No. 90 and No. 360, $1.25 each list; 
bottom plates, No. 99 and No. 361, 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 


STOVE PIPE.—Orders light for fall 
delivery; stocks fair; prices unchanged. 


SHEETS.—Demand improving stead- 
ily; stocks ample; prices steady. 

We quote from Cincinnati jobbers’ 
stocks: Blue annealed sheets, No. 10, 
4.10c.; black, 28-gage, 4.80c.; galva- 
nized, 28-gage, 5.85c. 


TIRES.—Sales exceptionally good; 
prices showing some strength. 


WIRE CLOTH.—Shipments on orders 
good; current orders light; prices fair- 
ly steady, | 

We quote from Cincinnati jobbers’ 


stocks: Black painted, 12-mesh, $2 per 
100 sq. ft.; opal, $2.65 per 100 sq. ft. 


WHEELBARROWS.—Demand good 
for contractors’ barrows; stocks in fair 
shape; prices very firm. 
We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 


each; contractors’ barrows, $5.40 
each; concrete barrows, 95.90 each. 


WRENCHES.—Though some manufac- 
turers have advanced prices, local job- 
bers have made no changes as yet, but 
will probably do so. Demand is fair. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 
off: Coes wrenches, 40 and 10 off; 
Stillson, 60 off; Trimo. 60 off; Snap- 
on Wrenches, No. 101, Master Service 
sets $15.25 each; No. 202, heavy duty 
sets, $8 each; No. 404 Universal 
socket sets, $7 each; No. 505B, screw- 
driver sets, $3.40 each; less 40 per 
cent on all Snap-on wrenches, f.o.b. 
Milwaukee. 





Twin Cities Optimistic Over Spring Outlook 
—Auto Accessories Selling Well 


(Minneapolis office of HARDWARE AGE) 


R te hardware sales are about the same as for 


the past two or three weeks. 


AXES.—Fair demand; stocks ample; 
prices firm. 

BALE TIES.—Stocks in good shape; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 65-10 per cent from list. 


BOLTS.—Sales show some improve- 
ment in a retail way and dealers cater- 
ing to manufacturing trade are booking 
a nice volume of business; prices 
steady. : 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts, 50-5 per cent; large 
and small machine bolts, 55-5 r 
cent; stove bolts, 70 per cent; lag 
screws, 60 per cent. 


BRADS.—Retail demand improving; 
sash and door trade buying freely; 
stocks ample; prices steady. 


February and the 

7 first two weeks of March are usually quiet months 
for the hardware trade in this territory. A decided im- 
provement is expected in sales within the next two or 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.—Some in- 
terest is beginning to be noted in the 
builders’ hardware line, as the building 
season will soon be under way. From 
present indications a very good demand 
is expected. Many estimates are now 
being prepared for buildings in pros- 
pect. 


COASTER WAGONS.—Retail trade 
expected to open up within a few 
weeks. Jobbers report very large 
volume of orders from dealers; prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons, No. 60, 0 each; No. 61, 


$6.44 each; No. 62, $7.03 each; No. 
Reading matter continued on page 108 


three weeks when the spring season begins to open. 

Jobbers report a fairly steady volume of business, es- 
pecially in the auto accessory end of the business. 
past winter has been unfavorable to large sales of winter 
merchandise because very little real cold weather,"fas 
been experienced. ' 


The 


63, $7.72 each; Overland coaster wag- 


ons, 50 per cent from lists; Awl- 
steel coaster wagons, 50 per cent 
from lists. 


COPPER RIVETS AND BURRS.— 
Sales to garage trade good; stocks suf- 
ficent; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs, 40 per cent from standard 
lists. 

EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Demand ex- 
pected to develop. shortly; stocks 
ample; prices stiff. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5.25 per 
100-ft.; 3-in., 28-gage conductor pipe, 
$5.40 per 100 ft.; 3-in. conductor el- 
bows, $1.73 per doz. 

















March 13, 1924 HARDWARE AGE 107 








WW QVALITY LEAVES iTS IMPRINT J 




















. th 
‘ , 
ww yl ire 
4 


Wy, 1? 


i f 
\\ 














re 


‘Blhim imu 
| IM ul | [E 
A 


AUT f 















—_— 

















al 
—_— 
oo 
























Sagging, sticking, slamming, warping— these 
are the evils which accompany the use of old- 
fashioned swinging garage dcors. 


Many Times the Life of Swinging Doors 
Slidetite assures your customer of long service 


It stands to reason that even the strongest hinges can’t long support the 
excessive weight of swinging garagedoors. Sagging, sticking, warping and 
other attendant evils soon result. Only by hanging garage doors from 
above can long years of satisfactory service be assured. 











Garage Door Hardware 


supports garage doorsin the only practical way. The doors are suspended 
from an overhead track, making sagging and sticking impossible. 


S/idetite provides a doorway that can’t be blocked by drifting snow, and 
by preventing slamming also does away with the danger of personal injury 
and damage to the car. The doors slide inside, away from snow and ice, 
and fold flat against the wall where the wind can’t possibly get at them. 


Slidetite equipped doors slide smoothly on their faultless track. A slight 
| push opens or closes them. Yet they fit the opening snugly when 
For long and satisfactory closed, securely sealing the garage against the weather. 


service, recommend and 


Slidetite Garage Door Hard- ‘Time has proved Slidetite to be the only practical door-hanging system 


wareto your customers. 


They will Jater thank you — for openings of any width up to 30 feet. Even in openings of this ex- 


-29, h full , 1 ] , 
AD, staan (ay Gewese treme width, S/:detite provides a clear, postless entrance. 


tor 











lly-advertised hard- ° ‘ oe * ge ° ° 
— ee Exclusive manufacturers of “‘AiR-Way”—the original sliding-folding window hardware 
New York Chicago 

. Boston Minneapolis 
: a aera ANHanvertorany Door that Slides " Sy 
: Cincinnati AURORA, ILLINOIS.U.S.A. Los Angeles 
; a gg RICHARDS-WILCOX CANADIAN Co., LTD. yoy cere 

” Winnipeg LONDON, ONT. Montreal 
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Arcade 
Crystal 
Coffee Mill 


Nearly 


3,000,000 


Women 


are being reached this spring through 
our National advertising in Ladies’ 
Home Journal and Good Housekeep- 
ing. 

We're telling your customers how 
to solve forever the problem of mak- 
ing “best ever” coffee every time. 

It costs less to buy coffee in the 
bean. 

It’s easier to crank an Arcade 
grinder than to open a can of ground 
coffee. 

It’s an absolute fact that coffee 
beans hold the fresh, rich flavor that 
ground coffee quickly loses. 

That’s why thousands of house- 
wives everywhere are so satisfied 
with their Arcade Crystal Coffee Mill 
—they’ve found the secret of making 
good coffee. 

Dealers from coast to coast are 
making real profits and real friends 
in their communities. 

Sell your customers only the best. 


Arcade Crystal Coffee Mills have 
been the best for forty years. 


Write us for Catalog No. 30-C. 
Your jobber will supply you immedi- 
ately. 


Arcade Manufacturing Co. 


Freeport, Ill. 


ARCADE 


HARDWARE 
“4 TOYS 
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FIELD FENCE.—Slight retail de- 


mand; stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field Fence, 56% 
per cent from lists. 


FILES.—Retail sales fairly good; fair- 
ly large quantities being bought in 
anticipation of price advances; prices 
stiff. 
We quote from jobbers’ stocks, 
f.o.b Twin Cities: Best grade files, 


50-10 per cent; second grade files, 
65-10 per cent. 


GALVANIZED WARE.—Slight  im- 
provement noted; stocks good; prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b Twin Cities: Standard No. 1, 
epiventes’ tubs, $6.85; No. 2, $7.75; 
No $8. 95; heavy galvanized tubs, 
No. No. 2, 25; No. 3, 
$14.50; pr galvanized pails, 10- 
qt., $2.55; 12-qt., $2.90; 14-qt., $3.20; 
16- ‘at. stock pail s, $5; 18-qt. stock 
pails, $5.75 per doz. 


GLASS AND PUTTY.—Retail sales 


declining; stocks good; prices. sta- 
tionary. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent; 
double strength glass, 85 per cent 
from lists. Putty, strictly pure, 50 
lb. steel drums, $5 per cwt.; 5 Ib. 
drums, $5.20 per cwt. 


HAMMERS AND HATCHETS.—More 
interest being shown with the approach 
of the building season; stocks good; 
prices very firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. $13.50; 


Plumb HF91, $12; Riverside 611%, 
$12; Plumb broad hatchets No. 

$17.15: Plumb shingling No. 2, $13. 15: 
Plumb claw No. 2, $14.40 per doz. 


LANTERNS.—Stocks ample; _ prices 
unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.: No. 240, $12.75 per doz.; 
No. 130, ‘Midget vehicle lanterns, $17 
per doz. 


NAILS.—Retail sales showing gain; 
contractors showing considerable in- 
terest for early requirements; stocks 
good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails. $4.10 per keg, base; cement 


coated nails, $3.60 per keg, base. 
PAINTS.—Retail demand still light, 
but dealers apparently anticipate a 
good demand, as jobbing sales have 
been good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gallon; second grade 


house paints, $2.10 per gallon. Best 

white lead, $12.83 per cwt. 
PYREX OVEN WARE.—Demand 
steady; stocks good; prices as last 
quoted. 

We auote from jobbers’ stocks, 


f.o.b. Twin Cities: Pyrex oven ware; 
No. 101 casseroles, $1.33 each: No. 
197 casseroles, $1.17 each; No. 202 pie 
plates, 50c.; No. 210 pie plates, 67c.; 
No. 212 bread pans, 60c.; No. 231 
utility pans, 67c.; No. 12 teapots, 
2-cup, $1.67 each; No. 24, 4-cup, 92 
each: No. 36, 6-cup, $2.33 each. 


REGISTERS.—Sales in retail way 
small; demand expected with opening 
of building season; prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Steel registers, 40 
per cent from standard lists. 


ROPE.—Sales continue to show steady 
gain; stocks good; prices stiff. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades manila 
rope, 19%4c. per Ib.; best grades sisal 
rope, 174c. per Ib. 


SANDPAPER.—Retail demand better; 
jobbing demand good; sash and door 
trade actively interested; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper, per ream, $5.85; Second 
grade, No. 1, per ream, $5 5.25: Garnet 
No. 1 per ream, $16.50. 


SASH CORD.—Some contractors plac- 
ing orders for early requirements; 
stocks ample; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
sash cord, 86c. per Ilb.; ordinary 
grades, 54c. per Ib. 


SASH WEIGHTS.—Practically no de- 
mand in a retail way; stocks in good 
shape; prices stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, 
$2.50 per cwt. 


SCREWS.—Demand continues to show 
steady improvement; stocks good; 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat head 
japanned, 67% per cent; flat head 
brass screws, 70 per cent; round head 
brass, 67% per cent. 


SOLDER.—Sales continue good; stocks 
fair; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 36c. per Ib. 


TACKS.—Demand continues 
stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: American cut 
tacks, 6, 8, and 10 oz., 60c., 55¢c., and 
50c. per doz. 2-o0z. packages respec- 
tively; 8-oz. blued carpet, 3ic. per 
doz. packages: No. 11, double pointed, 
35c. per doz. packages; 8 oz. cut tacks 
in bulk, 15%ec. per Ib.; 6 oz., 16%4c. 
per lb. 


TIN PLATE.—Sales fairly good; job- 
bers somewhat anxious as to future~ 
stocks; prices unchanged: 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tin Plate, Furnace 
Coke, ICL 20 x 28, $914.75 per box; 
Roofing Tin IC 20 x 28, 8 Ib. coating, 
$14.25 per box. 


WHEELBARROWS.—Some sales _ be- 
ing made to contractors for early build- 
ing operations. Prices steady; stocks 
ample. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz. 
Tubular steel, No. 1, $6.75 each; wood 
garden barrows, $6.25 each. 


WIRE.—Demand expected to open up 
9s soon as warmer weather prevails. 
Stocks ample; prices stationary. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.70: 
galvanized cattle, $3.97; painted hog 
wire, $3.96; galvanized hog _ wire, 
$4.25; smooth black annealed, No. 9, 
$4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


WRENCHES.—Sales good; jobbers’ 
report very good demand; stocks fairly 
complete on most lines; prices remain 
firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Agricultural wrenches, 
65 per cent; Coe’s wrenches, 40-10 
per cent; engineers’ wrenches, 62% 
per cent from new list; knife handle 
wrenches, 40-10 per cent; Stillson 
and Trimo wrenches, 60 per cent. 
Snap-On wrenches in sets, No. 101, 


good; 


$15.25; No. 202, $8; No. 404, $7; No. 
505B, $3.40, less 40 per cent, f.o.b. 
Milwaukee. 


Reading matter continued on page 110 
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Everybody-uses 


éfriction® 


Friction TAPE is a profitable item in 
the store because so many different kinds 
of people use it. 
















The electrician and the motor mechanic use it 
by the mile; the carpenter, the handy man, the 
plumber, keep a roll ready. In all the light 
manufacturing trades tape is used to a greater or 
less extent. In the average household, a handy 
box of friction tape is invaluable. It winds the 
hammers and hatchets, mends broken tools and 
toys, reinforces golf clubs, tennis rackets, base- 
ball bats; makes temporary repairs to window 
screens, furniture, broken glass; it is invaluable 
to hunters, campers and fishermen; the janitor 
has to use it for all sorts of small jobs. 


This means that everybody is_interested in the 
quality of tape, that it is one of those quick- 
repeating small items which it pays the merchant 
to carry for the sake of itself and for the sake of 
the business it brings to his store. Bull Dog Tape 
is everybody’s friend; everybody likes to use it. 


BULL DOG 


FRICTION TAPE 


Made by 


BOSTON WOVEN HOSE 
AND RUBBER COMPANY 


CAMBRIDGE, MASS. 
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Missouri Association Holds Largest Convention in Its History 


Gebhart, vice-president of the Third 
National Bank, St. Louis. Mr. Geb- 
hart said the outstanding characteris- 
tic of present conditions was the great 
unevenness in business in which pros- 
perity was unequally divided. He 
pointed out that this was true within 
some industries where one part of the 
business would be flourishing while an- 
other section would be showing very 
little increase. The speaker thought 
that indications pointed to a continu- 
ance of these somewhat unbalanced 
conditions this year, but that as a 
whole it would continue to be prosper- 
ous. 

Mr. Gebhart said that a better sys- 
tem of agriculture credits was needed 
and he believed that this would be 
worked out. He said that banks were 
accustomed to handle money only on 
short terms and that he believed that 
much good would be accomplished when 
some plan was devised to handle long- 
term paper. His closing request to 
dealers was to make the bankers’ dollar 
work harder in 1924 than it did in 1923. 


Entertainment Features 


A pleasant time was arranged for 
the visiting ladies. About fifty were 
in attendance and they enjoyed the 
shopping tours, automobile rides, teas 
and receptions. The St. Louis Retail 
Hardware Association Ladies’ Auxil- 
iary took entire charge of this feature 
of the program. 

The annual banquet held on Wednes- 
day surpassed anything the association 


} 


HE American Chain Co., Inc., 
Bridgeport, Conn., is now operat- 
‘ing twelve cars, each manned by two 
men, whose sole purpose is to help 
dealers with their window displays 
and advertising. Additional cars 
will be added, it is said, as rapidly 
as men can be trained for the work. 

This method of “advertising on 
wheels” was inaugurated some time 
ago and proved so successful from 
the beginning that it has _ been 
steadily increased. These cars carry- 
ing merchandising experts of the 
American Chain Co. are being oper- 
ated in all parts of the country. The 
men visit dealers who handle Weed 
chains and bumpers and assist them 
in preparing advertising, window 
trims and interior displays. The men 
on the car are specially trained mer- 
chandising experts with factory and 
advertising experience. 

These cars are officially known as 
the “Weed sales promotion cars,” and 


(Continued from page 88) 


had ever put on. Arrangements were 
in the efficient hands of G. A. Pauly, 
St. Louis, who has made these dinners 
successful for a number of years. 
Music was furnished by a mixed quar- 
tet and other entertainment features 
were provided by John A. Dauer. The 
toastmaster of the evening, Tom Witten, 
Trenton, substituted for H. R. Beatty 
and handled this difficult position in a 
masterly way. The principal speaker of 
the evening was F. P. Glass, editor of 
the St. Louis Star. Mr. Glass gave a 
very fine address on good citizenship. 
A tremendous ovation was given to Sec- 
retary F. X. Becherer as a mark of 
appreciation for his work during the 
year. 

J. H. Dickbrader, Washington, a past 
president of the association, spoke very 
briefly during the convention on the 
salesman. Many of the thoughts given 
to the Illinois dealers the week before 
were stressed again. He asked dealers 
to be courteous and to help along by 
seeing them promptly when they came 
into the store. He also told them that 
salesmen could do much toward edu- 
cating their clerks. 

The principal speaker of the last 
day’s session was Alexander Karr, Chi- 
cago, who spoke on cooperation between 
the merchant and the farmer. The 
Missouri dealers found the subject of 
community leadership and development 
very interesting. Many of them asked 
for plans about starting community 
houses, clubs, etc. Several of the State 
associations have had Mr. Karr on 





American Chain Co. to Add More 


constitute an important link in the 
advertising and _ sales promotion 
work of the American Chain Co. As 
far as it is known, this Bridgeport 


their programs, and it has been a fine 
thing for the dealers in those States. 
S. R. Miles talked Thursday morning on 
business records. He had _ various 
charts to show the dealers the essential 
transactions necessary for every busi- 
ness and the simplest and most efficient 
methods to make these transactions. 
Mr. Miles is putting across a befter 
business records campaign in fine 
shape. 

Considerable time was spent during 
the last session on the question box. 
Price service drew numerous comments 
which were almost without exception 
favorable to that form of service. The 
question of handling contractors and 
the discounts made them also brought 
out some discussion. The convention 
decided to hold as many group meet- 
ings as possible during the year, and 
there was some discussion upon the 
very narrow margin of profit in nation- 
ally advertised goods. 


Simplification Indorsed 


The resolutions committee indorsed 
the simplification program and extend- 
ed the thanks of the association to 
speakers, business houses, etc. The 
memoriam committee reported the 
death of the following members during 
the year and requested that resolutions 
of respect and condolence be sent the 
families: Roy Thorpe, Versailles; Fred 
Richards and E. J. Harold, St. Louis. 
J. P. Hahn, St. Louis, and H. M. Keim, 
Carthage, were elected as honorary 
members of the association. 


Cars 


manufacturing concern was the first 
one in the country to use the auto- 
mobile for specific sales promotion 
work of this character. 


* 
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he Sunbeam Cabinet Heater 


















Here is .a new method of Warm-Air Heating—the Sunbeam Cabinet 
Heater—a warm air circulator that will thoroughly and comfortably 
heat the five to seven-room home as well as stores, churches, halls, shops, 
offices, garages and other types of commercial buildings. 


It is a heater that represents exceptional selling opportunities for you. 
Read the following advantages and you will readily understand why 
it sells on sight. 


1. Circulates the heat instead 6. Is as attractive as a fine piece 
of radiating it. of furniture. ‘ 


2. Heats five to seven rooms 7. Is easily erected and easily 
comfortably. kept clean. 


a 
a 
2 
It Sells on Sight’ £ 
“ 
# 

x 

Fy 

Fy 


3. Burns either hard or soft 8. Provides safe heating for the 
coal or wood. children. ‘ 

4. Takes the place of two or 9. Is dust and gas tight in its 
three stoves. construction. 

5. Takes up little space; re- 10. Provides abundant heat at 
quires no basement. low cost. 


Every type of national and local advertising is being furnished to help 


Sunbeam Dealers sell this practical heater. The Sunbeam Proposition 
offers you a most complete merchandising plan. Write for it today. 
THE FOX FURNACE COMPANY, ELYRIA, OHIO 
Largest Makers of Heating Equipment 
Boston Atlante Cleveland Chicago . Denver San Francisco 
CTIN DE ZRA 
ARS 8 / wv y 
tL» DB Ss ”. v= Y Y) y 


CABINET HEATER 
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Bat bags don’t mean 
anything unless filled 
with good bats. 


W hen filled with 
Louisville Mascots they 
mean hits—the hits 
mean runs—the runs 
win the game and the 
Happy Dealer who sells 
them wins lots of cus- 


, tomers. 


The way to be the Happy 
Dealer in your town is to 
keep a good stock well dis- 
played. 


Order now. 


HILTON-COLLINS CO. 
Louisville, Ky. 


Distributed by 


Louis Williams & Co. 
Nashville, Tenn. 
George Booth Rice 
1198 Broadway, New York City 


' Herbert F. Ellis 


Bourse Bldz., « “wend Dept., 
P ladelphia, 
E. R. Walrath 
1701-20 W. Jackson Bivd., Chi- 
cago, ; 
Lippincott, Beall & Co., Inc 
Sheldon Bidg., First & Market 
, San Francisco, Calif. 
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efforts of the older policies remain in 
the form of inadequate facilities and 
uneconomical methods, causing delays 
and irregularities in all classes of mail. 
To meet this condition the committee 
of the Chamber makes the following 
recommendations: 

1. That the postal service should fol- 
low the principle of giving adequate 
service at reasonable cost, but that 
quality and efficiency of service should 
be the prime consideration. 

2. That in those localities in which 
the cost of living is exceptionally high, 
postal employees should be allowed a 
temporary salary supplement on a 
sliding scale adjusted in accordance 
with the cost of living, until such time 
as a proper reclassification of post- 
offices and readjustment of wages can 
be effected to meet prevailing con- 
ditions. 

3. That there should be appropriated 
by Congress sufficient funds for the 
carrying out of a proper building pro- 
gram for the relief of those postoffices, 
in the order of need and regardless of 
location, which are shown to have in- 
sufficient workroom space for the effi- 
cient and proper handling of the mails. 


Parcel Post Should Be Separated 


4. The operation of a parcel post 
system being essentially different from 
the operation of other classes of mail 
service, that some method should be 
applied for the separation of the dis- 
tinctly different services as will make 
for their mutual improvement and the 
committee indorses the principle of 
such separation of parcel post from 
other mail, from an operating point of 
view, as will prevent delays in the han- 
dling of the mail. 

5. That the business of the country 
requires that mail accorded first class 
service, shall be worked in transit to 
the maximum degree whenever it will 
expedite the ultimate delivery of the 
mail. 

6. That loss and damage to parcel 
post matter and loss by theft may be 
greatly lessened by (a) care on the 
part of shippers in packing and pre- 
paring parcel post matter for ship- 
ment; (b) more effective methods to be 
established by the Post Office Depart- 
ment for the protectioin of goods’ in 
transit; (c) by the refusal of packages 
not properly prepared for shipment. 

7. That there be created a permanent 
planning division in the Post Office De- 
partment whose exclusive duties shall 
be to conduct a study of current opera- 
tions and carry on experiments for the 
purpose of developing improved 
methods and technical equipment, as 
well as to study further plans for ex- 
pansion in anticipation of future re- 
quirements. 

The wide disparity between the 
salaries paid in the postal service and 
those in private industry, which is held 
to be one of the principal causes of 
delay and irregularity in the handling 
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of the mails, is graphically shown by 
the condition of the Civil Service lists. 
in some of the large cities. These do. 
not contain eligibles of satisfactory 
qualifications in anything like suffi- 
cient numbers, the lists being exhausted 
within from two to three months where 
formerly they lasted two years or more. 

In emphasizing the necessity for 
prompt action in this matter, the 
Chamber’s committee says: 

“There is a great need for relief in 
many cities where this state of affairs 
exists and where temporary help, with 
its changing make-up, must be de- 
pended upon for carrying on a work 
requiring constant study and _ intelli- 
gence. In these and other localities old 
employees are remaining in the service: 
largely through loyalty, and with con- 
fidence in the ultimate readjustment. 
of salary scales. 

“In general these employees are un- 
able to live on their present compensa- 
tion in the postal service. This is both 
unfair to the employees and interferes. 
with their efficiency. 


Should Consider Living Conditions 


“Some basis should be reached for 
re-classifying post offices and adjust- 
ing wages according to size, with due 
regard to living conditions, distance 
from employment, etc. No one will 
doubt that it costs more to live in New 
York or Chicago than in one of the 
smaller second class postal cities, while 
the wages are the same. 

“These conditions may be temporary, 
but there appears to be no immediate 
relief. The situation demands such 
action as will provide the needed relief 
in the localities affected without unduly 
burdening the postal budget.” 

It will be noted that the Chamber 
makes no recommendation with respect 
to proposed increases in postal rates, 
but two of its statements taken to- 
gether are accepted here as indicating 
that the committee appreciates that the 
low rates of the parcel post are in need 
of upward revision. The first recom- 
mendation of the committee quoted 
above emphasizes the necessity that 
quality and efficiency of service should 
be the prime considerations even when 
coupled with the effort to give ade- 
quate service at reasonable cost, while 
suggestion No. 4 urges that the parcel 
post system should be so separated 
from other mail as to prevent delays 
and make it practicable to determine 
the cost of each branch of the work. 

The postal committees of both House 
and Senate are now being called upon 
to give serious attention to this im- 
portant matter and will be asked to 
provide the necessary legislation for 
comprehensive relief. Should this fail, 
however, there is still reason to believe 
that much can be done along the lines 
suggested by the Chamber’s committee 
without the aid of any laws. 


Financial Committee Takes up Tax Bill 


As I write these words the majority 
leaders of the Senate Finance Com- 
mittee are making a desperate effort to 
recast the Mellon tax reduction bill 


Reading matter continued on page 114 
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ing the housewives’ opinion and our own 
faith by Alaska’s 1924 advertising campaign, 
the most extensive we have yet undertaken. 


FREEZER: 
—‘‘by its works” justifies your confidence. 
And for more business you should hook your 
store to the Alaska prestige and the Alaska 
national advertising. This is to appear in 
the leading home publications. It will tell 


housewives who are being influenced by this 
advertising that you are the dealer who will 
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oUt sit oe Cae i ee ends oe where are finding that active cooperation 
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ee n Avenue, inchendon, Mass. 

The quick and easy 

, THE ALASKA FREEZER CO. 
ALASKA Winchendon, Mass. 

FREEZER: 
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The 


“BANGOR” 


Genuine Leather-Covered 
Steel Tape 





Made by the manufacturers 


of the well - known “ONE- 
MAN” tapes. An improved 
leather-covered steel tape, with 
the cover permanently attached 
to the steel case by our new 
patented process. 


No stitches to come out. 
Highest grade genuine grained 
calf-skin used for covers; 
nickel-plated drum and trim- 
mings. 

The “Bangor” tape, like all 
styles of tapes made by this 
company, is of the _ highest 
grade materials and workman- 
ship and guaranteed to be 
accurate. 


OUR POLICY 


is to make but one quality— 
the best on the market—and to 
sell our goods at a price as low 
or lower than other goods of 
equal quality. We do not put 
out any “seconds” or inferior 
lines made to sell at a low price. 
Therefore, while our tapes, 
being reasonably priced, are 
suitable for general use, they 
are fully up to the standard re- 
quired by architects and engi- 
neers. 


Liberal discounts to the trade. 
Buy of your jobber or order 
direct from the factory. 


CROGAN 


Manufacturing Co. 
BANGOR, MAINE 


Makers of the ONE-MAN Tape 
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recently passed by the House so as to 
restore to its provisions certain of the 
most important features of which it 
was robbed by the combination of the 
House minority members and _in- 
surgents. Hearings are now being held 
to obtain the views of experts and to 
give the business men of the country 
an opportunity to register their re- 
actions upon the bill as it passed the 
House but although the opinions ex- 
pressed are almost unanimously in 
favor of the Mellon schedule it would 
be useless to disguise the fact that the 
insurgent contingent, both in _ the 
Finance Committee and on the floor of 
the Senate, promises to be as influential 
as it was in the House. 

There has been one important change 
in the outlook since the bill passed the 
House. On the principle that half a 
loaf is better than no bread, it carries 
a message of cheer to the business man 
who has grown tired of following this 
extraordinary measure. 

A week ago the impression was very 
strong here that the bill as passed by 
the House, if concurred in by the 
Senate, would be vetoed by the Presi- 
dent. This impression was based upon 
very definite assurances given by con- 
servative Senators, Congressmen and 
business men who had actually talked 
with Mr. Coolidge. 


Less Prospect of Veto 


With the prospect of a presidential 
veto ahead, the majority leaders of both 
houses were disposed to push the bill up 
to the point of debating it in the Senate 
and then, should it appear impossible 
to restore the Mellon schedules, to ad- 
journ for the session without the for- 
mality of a vote, relying upon the 
pressure of public sentiment registered 
at the polls in November to bring the 
insurgents to their senses. 

The change in the present situation 
is chiefly due to the partial success that 
crowned the efforts of Majority Leader 
Longworth in inducing the House in- 
surgents to abandon in part their 
coalition with the minority members. 
This deal brought about an agreement 
on a maximum surtax of 37% per cent 
in lieu of the 44 per cent rate demanded 
by the minority and the 25 per cent rate 
urged by Secretary Mellon. 

The insurgents also agreed to scale 
all the present surtax rates 25 per cent, 
thereby giving further substantial 
relief to the over-burdened taxpayer. 
Mr. Longworth was unable, however, to 
secure the elimination of the obnoxious 
tax on gifts and the increase in the 
impost on legacies, as to both of which 
the House adopted a maximum of 40 
per cent. 

Under existing law there is no tax 
on gifts and the legacy tax maximum 
is 25 per cent. The House also insisted 
upon a provision taxing stock dividends 
notwithstanding the decision of the 
United States Supreme Court holding 
such taxes to be unconstitutional. 


How Income Taxes Are Affected 


In view of the fact that the President 
will probably sign the tax reduction 
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bill even should it not be materially 
improved as the result of its considera- 
tion by the Senate it should cheer busi- 
ness men everywhere to note the sub- 
stantial reductions provided for indi- 
vidual income taxes. The new schedule 
is quite simple and may be easily com- 
pared with the existing law. 

No change is made in existing per- 
sonal tax exemptions. 

The normal tax on the first $4,000 of 
taxable income will be 2 per cent as 
compared with the present rate of 4 
per cent, while on incomes between 
$4,000 and $8,000 the rate will be 5 per 
cent and upon incomes exceeding $8,000 
it will be 6 per cent, the present rate 
being 8 per cent on everything above 
$4,000. 

The new surtaxes will be 75 per cent 
of those of existing law with a maxi- 
mum of 87% per cent on incomes ex- 
ceeding $200,000 in lieu of the present 
rate of 50 per cent. 

Earned incomes up to $20,000 will 
be entitled to a reduction of the new 
tax rates amounting to 25 per cent, 
all incomes under $5,000 being defined 
as earned for purposes of this reduc- 
tion. 

In brief, the House bill, so far as 
individual incomes are concerned, pro- 
vides for reductions in taxes ranging 
from approximately 50 per cent in the 
case of small incomes to 20 per cent 
in the case of incomes of $200,000 or 
more. While, therefore, there are 
many objectionable features in the 
measure, nevertheless its passage will 
effect a substantial reduction in the tax 
burdens even if the Senate makes no 
further progress in the restoration of 
the Mellon schedules. 





Iowa Jobber Issues New Catalog 


A new hardware catalog has been is- 
sued by Harper-MclIntire Co., Ottumwa, 
and Cedar Rapids, Iowa. There are 
1760 pages in the new book and one of 
the special features is the pricing of 
all merchandise by the unit system. 
Printing is in two colors throughout 
and the binding has been arranged so 
that the book opens flat in any position. 
The cover is stiff embossed fabrikoid. 





Blue Book of Radio Now Ready 


“Simplicity of Radio,” by Powel 
Crosley, Jr., of the Crosley Radio Corp., 
Cincinnati, Ohio, is the name of a book 
containing information about the prin- 
ciples of radio, written for the layman, 
with illustrations and diagrams that 
are easily understandable. Free copies 
may be had from the company. 





Frank Mossberg Co. Catalog 


Frank Mossberg Co., manufacturer 
of wrenches, etc., Lamb Street, Attle- 
boro, Mass., has recently issued its new 
catalog No. 25, in which its line is illus- 
trated and described. The catalog is of 
a convenient size and contains 48 pages. 


Reading matter continued on page 116 
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The final economy of “The F avorite”’ 


CHATILLON 
FAMILY SCALES 


is easy to explain. Although you have to pay for it, the 
savings effected, through checking up on purchases of meat, 
groceries, etc., quickly make up for the purchase price, and 
after that—the user profits. 


ee 


~~ 


a ae 
ee ee re a | eee Memaaggeaee! EGE IIT Ss. 


This idea that has beef taking root in the minds of house- 
wives and those who pay the bills is the one that will make 
profits in good measure for you if you sell Chatillon Family 


Scales. 





Many different designs are offered to suit particular 
preferences—all well-made, sturdy, dependable weigh- 
ing mechanisms—none cheap and flimsy. And the 
cost is reasonable, too. 


Hardware dealers should push the sale of Chatillon 
Favorite” Family Scales. The use is there—your 
customers need them—sell your customers Chatillon 
Scales. 


ee ee SS ee Ree A i id ae 


Write your jobber for prices. 


 -— an ae Se ee ile Se, Pea pa aa, 


ality PI GPO REE ICG TT RL nO PLES SID © ae ea ME TERE 
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Help the Farmer and Help Yourselves, Says Minnesota 


clear address of the unfit in all walks 
of life. 


Paint Simplification 


Paint simplification from the manu- 
facturer’s viewpoint was discussed by 
C. H. Hall, Milwaukee. In his dis- 
cussion, he brought out the fact that 
the manufacturers are willing, for the 
most part, to make the reduction in 
number of colors and packages, when 
they are convinced that this is the 
best for the business. 

Concluding, he said, “If the present 
program (proposed by the manufac- 
turers) does not meet with your ap- 
proval, either because it goes too far, 
or not far enough, it is entirely within 
your power to modify it in any way you 
desire. All you have to do is to get 
together and express your wishes so 
loudly, clearly, and forcefully, that 
there can be no doubt as to the senti- 
ment of the trade. I am sure that if 
you will do this, it will be of the great- 
est assistance to those who are trying 
to find a path to a real, practical, con- 
structive simplification of the indus- 
try.” 

H. M. Gardner, Minneapolis, fol- 
lowed with a brief statement of the 
position of the retailer as seen by him, 
in the matter. In the experience of 
his store, thirty shades, and black and 
white covered all of the requirements 
on the first grade of paints, and less 
than sixteen on the second grade. 
Shades go by districts, he said, and in 
asking the manufacturer to cut to 
twenty-four shades, this must be con- 
sidered. The biggest competition is 
the man who mixes his own colors with 
white lead and oil. It was his opinion 
that the schedule could be cut mate- 
rially, with no loss in sales. 

Q. V. Hanson, Rochester, took charge 
of the question box session which fol- 
lowed. In starting he stated that they 
had reduced their best selling paints 
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from twenty-eight colors to fifteen. 

“What advertising are you doing to 
counteract the catalog house ‘our price 
$2.90, usual $4.50’?” Take the money 
and get the goods; scatter “baits” as 
they do, in your advertising; study the 
goods they advertise. 

“Does it pay to advertise in the local 
papers?” Some answered that it does, 
others that it does when written to 
the women, others that direct to the 
customer by mail is better. 

“Does direct by mail bring better 
results?” This was answered by sev- 
eral to the effect that it was much 
better. 

“What can we do in the country to 
counteract the advertising, on the bill- 
boards ‘drive a few miles and save a 
few dollars’?” This brought but little 
comment. 

“What per cent should be used in 
advertising?” Two per cent was gen- 
eral opinion. 

“Is it good advertising for dealers to 
use manufacturers’ stationery?” The 
general answer was “No.” 

“Ts a contest of any kind a good 
thing to use?” No discussion. 

“Should merchandise in the windows 
be price-tagged?” “Yes,” was the gen- 
eral answer. 

E. F. Flynn of the Great Northern 
Railroad, spoke forcefully on the con- 
dition of the railroads, comparing them 
with those in other countries, at 
present and during the war time. Hate 
propaganda, he said, is responsible for 
the opinion that the railroads are rob- 
bing the public. 


The Final Session 


The concluding session of the con- 
vention opened with a_ stereopticon 
talk on the new home of the hardware 
and insurance company in Minne- 
apolis, Mr. McCracken following the 
pictures with a brief description of 
the building in its many parts, and 


Mr. Andrews taking it up when the 
hardware association offices were 
reached. 

Resolutions Adopted 


The report of the resolutions commit- 
tee followed. The code of ethics, pro- 
posed by the National Association was 
adopted in full. The report of the 
Committee of Minnesota Association 
of Community Secretaries, on the sub- 
ject of public solicitations, was also 
commended. In addition, the simplifica- 
tion program was commended. Special 
resolutions were as follows: 

RESOLVED: That the Minnesota 
Retail Hardware Association indorse 
the simplification on paints, and believe 
that not more than twenty-four colors, 
and black and white in house paints be 
manufactured, and other colors in 
proportion. 

RESOLVED: That this association 
express its gratitude to the exhibitors 
for their contributions of time and 
money to make the 1924 convention 
both attractive and educational for the 
hardware merchants. 

RESOLVED: That the members of 
this association express their appreci- 
ation to the officers for the wonderful 
program which they were able to secure 
for the convention, and the prompt and 
efficient manner in which they con- 
ducted the meetings. 

Committees other than the nominating 
committee, had no report to make at 
the time. Election of officers followed. 


Officers for 1924 


The nominating committee brought 
in the names proposed for officers, and 
on motion, the secretary cast an unan- 


imous ballot for the entire slate. The 
results are as follows: 
President, L. R. Decker, Austin; 


Vice-President, H. W. Addison, Mar- 
shall; Director for four years, N. E. 
Given, Bemidji. 
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Coming Hardware Conventions 








NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 


AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION, in conjunction with the 
Southern Hardware Jobbers Association 


Convention, New Orleans, La., April 8, 9, 
10, 11, 1924. Headquarters, Roosevelt 
Hotel. F. D. Mitchell, secretary-treasurer, 
1819 Broadway, New York, N. Y. 


CALIFORNIA Rerarm HARDWARE IMPLE- 
MENT ASSOCIATION CONVBNTION AND EXHI- 
*'T10N, Civic Auditorium, San Francisco, 
March 18, 19, 20, 21, 22, 1924. LeRoy 
Smith, treasurer, 112 Market Street, San 


Francisco. 


HARDWARE ASSOCIATION OF THE CARO- 


LINAS CONVENTION, Wrightsville Beach, 
N. C., June 17, 18, 19, 1924. T. W. Dixon, 
secretary-treasurer, 717-718 Commercial 


Bank Building, Charlotte, N. C. 


MISSISSIPPI RETAIL HARDWARE AND ImM- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. 


HARDWARE AND IMPLEMENT 
Hotel Amarillo, 


PANHANDLE 
ASSOCIATION CONVENTION, 


Amarillo, Tex., May 19, 20, 1924. C. L. 
Thompson, secretary-treasurer, Canyon, 
Tex. 


SOUTHERN CALIFORNIA RETAIL HARDWARE 


ASSOCIATION CONVENTION AND EXHIBITION, 


! etpeeeeey 


Los Angeles, March 11, 12, 13, 1924. H. L. 
Boyd, secretary, 435 San Fernando Build- 
ing, Los Angeles. 


SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION, in conjunction with the American 
Hardware Manufacturers Association Con- 
vention, New Orleans, La., April 8, 9, 19, 
11, 1924. Headquarters, Roosevelt Hotel. 
John Donnan, secretary, Richmond, Va. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee. 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 
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Poultry and Rabbit Fence 
(Graduated Mesh) 








A big seller. Its popularity is increasing stead- 
ily each year. 

Spaces 1 inch high at bottom and 3% inches at 
top. Woven continuously with no cut ends to in- 
vite rust. Horizontal wires can be stretched tight; 
sagging or buckling eliminated. Users have come 
to realize that this fencing requires fewer posts 
than other types. 


Excelsior Poultry and Rabbit Fence offers you 
a quick moving, profitable, recognized staple. 
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AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of WICKWIRE SPENCER STEEL CORPORATION 


General Offices: 41 East Forty-second Street, New York 


YW YOY: 
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Western Sales Office: 208 South LaSalle Street, Chicago 


WORCESTER BUFFALO PHILADELPHIA SAN FRANCISCO LOS ANGELES 


SS 
~~ 











We have never at- 


tempted to manufacture 


our rivets to sell “‘at a — 


‘price,’ as we _ have 
always felt that we 
were rendering the ut- 
most service to the 
actual consumer by pro- 
viding the best article 
of its kind that can be 


made. 


RAAT 
TUBULAR RIVET & STUD 


COMPANY 


BOSTON 


ta 
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Rey the new Fraim 
Fy Display Panels 
on your shelves ? 


There are four of them—handsome and 
all ready to hang. The locks are all 
our best sellers. Attractively displayed 
and priced. Write us about them. You 
can order direct or through your jobber. 


THE E. T. FRAIM LOCK CO. 


LANCASTER, PENNA., U.S. A. 


Sales Agents in 


New York Boston San Francisco Philadelphia 
Chicago Seattle Winnipeg Dallas 
Denver Los Angeles Vancouver Nashville 
Montreal 
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Machine Screws 
Stove Bolts 


ire bolts - 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Ye us! 


good latch. 


versed in an instant. 








MANUFACTURING CO. 
Sterling, Illinois 


Distinguish the Hardware by the Label 





The Garage Job 
Is Not Complete 





——Until the rest of the 
hardware is balanced by a 


Our No. 28 Garage Latch will add beauty to 
any set with which it may be applied, for it is 
imposing in its massiveness. The long escutcheon 
plate and the gracefully curved handle, while 
adding attractiveness, make the latch strong and 
durable. The latch mechanism contains fewer 
parts than any of its kind. The bolt can be re- 


Write Dept. C for Catalog 


RANT 
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Allith-Prouty 
No. 3100 


The only hinge of this 
type made with revers- 
ib’e finishing floor plates 


\ Allith-Prouty No. 3100 
\ \ for doors 114” to 2” thick 
(“The ball and roller bearing hinge’’) 


No. 3100 assures extreme durability at a price 
that has caused a sensation among the trade. 


No. 3100 is low priced but the quality is so 
high that it is quickly being recognized as the 


ideal floor hinge for installations requiring Jf / 
economy without sacrificing service and appear- / 
mY ances. 


\ \ The ball race serving as a bushing or bearing 
for the frame where the frame revolves on the 

\ post, prevents wear at this extremely vital / 
* point. 
3 The plunger operating thru extra long guides 
has a rolling-sliding action against the roller 
bearings. 








Dealers are invited to ask their jobbers regard- 
ing this item. The high quality at such a low 
price appeals to everyone, 








ALLITH-PROUTY COMPANY 
Danville Illinois 
Representative Jobbers Distribute A-P 
Hardware throughout the United Stotes 
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Embry 
SUPREME 


LANTERNS 





LANTERN No. 160 


How to Sell More 
LANTERNS 


Ever notice how people buy in two differ- 
ent ways? First, they buy the thing they 
came in for. If all your goods were on 
the shelves, out of sight, that’s the only 
thing you would sell them. But on look- 
ing around the store they see other things 
they need and you make additional sales. 
It’s the DISPLAY that sells them. 


Same with lanterns. Put them where 
people can pick them up and examine 
them. Embury Supreme Oil Lanterns 
on your counter will sell themselves. You 
won't have to say a word or lose a minute. 
Emburys are doing just that in other 
stores and they will in yours. Try it and 
see. 


No. 160 is a big seller. Improved burner 
gives 20% more light and burns 35 hours. 
Dust, dirt, wind and rainproof. 


Write for catalog and prices. 


EMBURY MANUFACTURING COMPANY 


WARSAW, Dept. AB NEW YORK 
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‘Profit? Yes; and 
satisfied trade, too! 


are what you get when selling the 


“SIMPLEX” and “GEM” Tapes 





The “SIMPLEX” is sturdy and well made, with 34-inch 
simplified-reading black finish steel ribbon divided 12ths 
of feet, and steel lined case covered with durable imita- 
rion leather, hand sewed. 


Length List Length List 
No. 5232A, 25 feet, $4.20 No. 5232E, 75 feet, $6.85 
* 2a... * 5.25 “. Sa93F.. .3160.4° 8.75 





The “GEM” is light, compact, durable, with %-inch sim- 
plified-reading black finish steel ribbon divided 12ths of 
feet, and steel case with brown leathery finish. As an 
economical substitute for metallic tapes it is unequaled. 


Length List Length wist 
No. 5282A, 25 feet, $2.60 No. 5282E, 75 feet, $4.00 
“ 5s6, Se * 280 “ 5282F, 100 “ 5.00 


Net Prices and Circulars on Request 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 
Philadelphia Washington 


Factory 
Chicago, Illinois 


Branches 














122 





HARDWARE AGE March 13, 1924 














Clubs ~ 
they can 


afford 


~and yet of 
unquestioned 


quality 


EW municipal courses are 
being laid out in all parts 
of the country. New private 
clubs also are springing up 
almost without number to elimi- 
nate congestion of the old courses. 


Both for municipal golfers and 
all others our STANDARD and 
COLUMBIA lines of clubs solve 
the problem of first-class clubs at 
low prices. 


Because of volume produc- 
tion these two lines repre- 
sent today’s greatest value 
in golf clubs. 


Prempt service deliveries. Write 
today for prices and catalogue. 


THE BURKE GOLF COMPANY 
Newark, Ohio 


cane CE rae 
BURKE 


“LUBS -BAGS - BAL* 














Here’s the Newest Hit of the 


([KoKoMo) 
LINE 


The New Rubber Tired Model 
with the RED DISC! 














ane 


Eventually the universal skate! The KoKoMo 
Rubber Tired Skate will prove to be the biggest 
seller in your stock. It’s smooth, and silent, and 
easy running—it can be used indoors as well as 
out. Heavy tires of the best grade of rubber. 
And it has these points of KoKoMo superiority: 
the truss frame construction, the self-contained 
ball-bearing wheels and the “rocking-chair” move- 
ment. Look for the RED DISC around the hub 
—IT’S THE TRADE MARK. | 





The new KoKoMo Junior is a keyless and 
clampless skate for the little tots. Opens up 
a new roller skate market. Adjustable to sizes 
from 3 té 6 years. Can’t slip off. Won’t dam- 
age shoe. Double row self-contained ball- 
bearing wheels. Look for the RED DISC 
around the hub. 


KoKoMo Skates are made in boys’ and 
girls’ regular models, Junior model for the 
little children and a Cycle model (two 
wheeler)—all in both steel tread and rubber 
tired wheels. 


KOKOMO STAMPED METAL CO. 
KOKOMO, INDIANA 


Also manufacturers of the famous KoKoMo Extension 
Ice Skate and a quae line of toys and games, Ask 
your jobber for KoKoMo products. 
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) The Ideal Combina- 
tion for Janitor’s use 
in Office Buildings, 
Hotels, Institutions, 

The 


WHITE 


etc. 





MOPPING 
BUCKET ¢ 


Made in 
2 sizes 
16 and 26 
quarts 


oy ast 


Readily Sells Singly or in Combination 
with a WHITE MOP WRINGER 


Something really new and practical in Mopping 
Buckets, especially designed for use with squeezer 
type mop wringers. Provides more room for rins- 
ee ing and is easier to move about. 
E_ =) Constructed of heavy gauge gal- 
Ss a vanized iron, heavily reinforced 
at every point where there is any 
Strain, with 1% in. steel bail se- 
curely held by ears that fold over 
Rete rim, giving four points of support 
Note Steel Reinforc- instead of two. Has four gliders, 
ing Braces, Bossed ses 3 
Gliders and. Heavy to facilitate pushing about the 
{a ° Stifes “Bartam floor. Will outlast 6 ordinary 
round pails and makes mopping 
easier and quicker. Used wher- 
ever a pail would or could be used. 


WHITE MOP WRINGERS are 
made in 10 sizes for Family, Hotel 
and Janitors’ use. 





They save wear, tear and pulling apart 
of the mop, because the action squeezes 
the water, dirt and grit out—the mop is 
not pulled through rollers. 
Send for illustrated circu- 
car and tell us the name 
of your Jobber, please! 


WHITE MOP WRINGER CO. 
Fultonville, New York 













Will Support a 
eavy Man Without 
_ Bending or Bulging. 















The Idea 





That Made 


Warr en Has been an important 


factor in the success of 
many hardware mer- 
chants. 


The idea of displaying goods under 
glass in sectional fixtures, as applied 
to the hardware trade and perfected 
in Warren Fixtures, is an original 
Warren Idea. 


It has shown thousands of merchants 
how to stop losses and increase profits 
—how to institute a real system of 
merchandising—to attract trade and 
handle the increased business with 
little or no added expense. 


That merchants expect more of 
Warren Fixtures is in a real se a 
tribute to Warren. For it is a fact 
that people are never really critical 
of a product until they know it is the 
leader of its kind. 


That a higher price cannot buy more 
today than Warren Sectional Displa 
Fixtures offer in the way of comple 
and lasting satisfaction is literally true. 


Warren superiority is an actual fact— 
not only evident when you install your 
first section, but impressing itself upon 
you and your customers again and 
again through many years of Warren 
ownership. 


“There Is No Substitute for Warren 
Fixtures.” 


Our Store Planning Depart- 
ment will be glad to offer 
suggestions and advice. What 
= — store planning prob- 
em 


J. D. WARREN MFG. COMPANY 


159 N. State St. Chicago, Illinois 
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Dependable 
Lamps 


= Above all else, Satellite Lamps are 
_ dependable—they are thoroughly good. 
The very finest materials— carefully 
selected—rigidly inspected. Every 
process of making is in the hands of 
highly skilled workmen who know the 
exacting standards of quality that we 
have set. Hand in hand with fine mate- 
rials and expert workmanship goes a 
constant unfailing checking and test- 
ing that never fails to find and elimi- 
nate every defective lamp. 





MMe 








HIT mine 


This zealous safeguarding of qual- 
ity has built this business up from a 
small volume to a very large and con- 
stantly increasing production. 


| Satellite Lamps will increase the 
business and the profits of your lamps 
department. 


WE GUARAN- 
TEE SATELLITE 
LAMPS 


We guarantee Satellite Serv- 
ice—Satellite Quality to you 
so that you in turn may safely 
guarantee it to your cus- 
tomers. 





UHL CULL Ce Pe 


- 


We Make a Complete Tipless Line 
Order Through Your Jobber 
If He Cannot Supply You, Write Us. 


BEDFORD LAMP WORKS, Inc. 
New York City 


22 Hudson Street 
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When Buying Sole Leather 


consider the 
protection afforded you by the 


ALLEN 
YELLOW LABEL 


It guarantees the Quality. 


ALLEN’S SOLE STRIPS 


Made from real bark-tanned selected hides. 





THE STANDARD OF COMPARISON FOR OVER 
30 YEARS. 


MANUFACTURED BY 


N. R. ALLEN’S SONS CO. 
KENOSHA, WIS. 




















CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
200 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insuring 
a perfect fastener that will not bend 
while driving. You will not find frac 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
ing. strength. 

hese fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


- Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N.*Y. 
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The New 1924 


BUHRA 


1 BURR-KEY 
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1924 Model 
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It prevents fatigued inuscie pete mpellebge 5010), cat 
and 


For Sale by Dealers Only 
Backed by National Advertising Campaign 


BUHRKE CO 

R. H. BUH eS 
(Estat hed 1877) 

2 1238-1250 Fullerton Avenue Chicago 

258 Bre xiwa' 

a © Wakely Veet la tet ae oe 


ito and Winnipeg 
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Hunting Clothes 
—that bring Cus- 
tomers back 





Coats with Blood 
Proof Pockets 


This patented coat allows no blood to 
seep through the game pocket to stain 
the clothing or rot the coat. This fea- 
ture will help you get turn-over be- 
sides giving the customer satisfaction 


that will bring him back. 


Both Waterproof and 
Standard Coats 


ALSO— : 


Laced Breeches with reinforced seat and 
front. 


Long Trousers with reinforced seat and 
front. 


Shell Vests. 
Caps. 


If our salesman does not call on you, 
please write us. 


THE GEM SHIRT CO. 


316 S. PERRY ST. DAYTON, OHIO 


Manufacturers and Patentees 
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*Perfea” 


The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentioning 
here week after week are getting into action. We under- 
stand they have been boosting “Perfect” Screen and 
Hardware Cloth. All the neighbors are talking about its 
quality and fine appearance and passing it on to their 
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friends. 


better Wire Cloth. 


sales and new customers. 


about “Perfect.” 





NNUAL VLU AURAL 





St. Louis, Mo. 


It started some time ago when our Dealer Friends in- 
sured themselves against dissatisfied customers by selling 


And now all their efforts are being rewarded by repeat 


If you are not meeting these folks ask your Jobber to tell you 





LUDLOW-SAYLOR WIRE CO. 


































Se 


with fiul silence 


45 Warren St., N. Y. 


“There is likewise a reward for faithful 
silence.”—Horace. 





Geren HINGES faithfully per- 
form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 
on constant duty to give facility to 
hundreds of daily activities. 


‘Modest and unnoticed, GRIFFIN 
HINGES never fail in silent, unob- 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. 


Griffin Manufacturing Co. 


Erie, Penna. 








74 W. Lake St., Chicago, TL 
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COG GEAR THIS FEATURE 
ag Ry, ; > MYERS. 


Saves (3.314% 
OF THE PUMPING LABOR 


334% per cent easier to operate. Quite a difference if you were going to 
pump water all day. Just as much difference in the long run if you were going 
to pump from four to twelve pails of water daily over a period of years. 


When you sell, when you install, when you pump Myers Pumps with the 
Easy Operating Rolling Motion Cog Gear Head it is this difference that 
makes the difference with prospective pump purchasers. There is a visible 
saving of labor for them every time water is to be pumped. Besides, light 
operation means less wear and tear on the pump, permits of a larger cylinder 
being used, or the pump can be installed in a deeper well. But best of all the women 
and children of the family can operate the pump with a minimum of pumping effort. 


MYERS EASY OPERATING ROLLING MOTION 
COG GEAR PUMPS 


are universally used—universally satisfactory—universally profitable. Te meet the widespread 
demand for them, to give Myers dealers a complete line of pumps with this 334% labor saving 
improvement, we equip Myers Well, House and. Cistern Pumps, Pump Stands, Tank Pumps, 
Spray Pumps*and combination Hand- Power Pumps with the easy operating rolling motion 
cog gear head. Patented and used exclusively-on MYERS PUMP S, this feature alone has a 
tremendous selling value which is a big trade asset and sales producer for dealers, plumbers 
and pump men. Why not reap the benefits? 


Catalog and prices on request. 


The F. E. MYERS & BRO. CO. 


| ASHLAND, OHIO 
PUMPS - WATER SYSTEMS - HAY AND GRAIN UNLOADING TOOLS - DOOR HANGERS 






























* BRIDGEPORT, CO. . N.. 


IRON— STEEL—BRASS— BRONZE 
AND MONEL 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
Geo E. Detroit 
Dan M. "Spell, suisiey; New Orlea 
Milton Pray Co., San Francisco, Los p as sl Seattle 
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1.!/ Write for latest 
Booklet and 


Frice List 
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BABCOCK MEANS 
— LIL SAFETY] 1 





W.W BABCOCK8 CO. BATH,N.Y. 



























































Manila and Sisal 
ROPE 





The Measure of Quality 


You.gan measure the quantity of rope a customer wants 
with a yardstick, but the usual way of measuring the quality 
is through use. 


There’s a mlich quicker way, however, of determining 
Rope Quality. It is by the NAME. 

The name PF AKCO has been the measure of Quality for 
many rope buy. ‘s for many years. 

That is because RAKCO Rope has always proved Good 
Rope when measured by service. 

We intend to keep up the Quality in order that dealers may 


keep up their sales. 


Now is a good time to look up your stock of RAKCO 
Rope and RAKCO Cordage. 


The R. A. Kelly Company 


Main Office STOCKS Branch Office 


Xenia, Ohio Schermerhorn Bros. Co. 
Ohio’s Model Town Omaha, Neb. 


The Morey Mercantile Co. New Orleans, La. 


enver, Colo. 














March 13, 1924 HARDWARE AGE 129 




















Among those who love fine things, 


Heisey @) Glassware 


has long been established as the standard of 
quality. 

Asa Heisey dealer, these discriminating people will 
come to. you for the glassware that bears the dis- i 
tinguishing 4 mark. There is an endless variety or . | 
original Heisey patterns and shapes from which 

they car select. 

The Heisey line will be a source of most gratifying 
profit to you. 








Write for particulars 
A. H. Heisey & Compeny 


5 naomi H. A. Newark, Ohio 






















li hj} 407-8 Oz. 
FOR “YOUR TABLE ) TUMBLER 


407- 
GOBLET 



















Makes Refrigerator Doors “Airtite” 
— $tops Cold Air Leak$ 


Cuts down ice bills and waste by keeping cold air in 
and warm air out. 


Wirfe “AIRTITR” Anyone that has a refrigerator or ice-box will appreciate 
over iap of refvigerator the merit of Wirfs’ “AIRTITE CUSHION DOOR 


SEAL.” Just strip it on the overlap of refrigerator 
doors and it provides a soft cushion-like airtite seal. 
Saves ice bills and keeps food better by stopping cold air 
leaks. 


Anybody can Apply it— 
Dimply tack on—Twn the Conon! 


This item has proven itself a big seller. It is nationally 


advertised. Send for prices and samples at once. 


Made by the manufacturer of the famous “HOME- 
COMFORT WEATHERSTRIP.” 


E. J. WIRES, Sole Manufacturer and Patentee 
gee Ses Eee, 128 SOUTH 17th ST., ST. LOUIS, MO. 








Orese-section of ‘‘AIRTIT®’’ Door-Seal whee 
door open 
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GUARANTEED S T E R LI N G BEST BY TEST 





We 
Make 
Hack 
Saw Guarantee — Material — Tungsten steel. Highest Grade. 
ae Workmanship — Inspection at each operation. Performance 
Machines  — Money back if not satisfied. 
Ask your DEALER for “STERLING” or write us. 
DIAMOND SAW & STAMPING WORKS BUFFALO, N. Y. 














The Dealer that 
stocks 


GENUINE 
ARMSTRONG 


Stocks and Dies 

















Holds the 
TRUMP CARD ||"="Iif-Y0 lowe 
The Armstrong Mfg. Co. Write for Profitable Sales Proposition ‘ 
Factory and Main Office New York Office © SUPERIOR LABORATORIES 
Bridgeport, Conn. 248 Canal St. Dept. 302 Grand Rapids, Mich. 








-_ 





heer 











“You always come 
back to W. ROSE” 





No. 213. 6” Wide. 


Wiebusch said a delegate at the 1922 Bricklayers’, Masons’ and 


Plasterers’ Convention. 





and 
Hilger Ltd. Pe 
Agueni Wm. Rose & Bros. : 3 
106 to 110 Lafayette St. Shaven Bill, Pa. ae 


New York No. 113. 542” Wide. 
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THE 





“Protect 





the Family “°é 


E market has scarcely been scratched for the sale of fire 
arms for home protection. And the need grows steadily greater. 
The time honored reputation for safety, reliability and accuracy 
of a COLT Revolver or Automatic Pistol is better known than 


any other arm in the world. Colt national advertising maintains 
this leadership. But a word from you that you carry COLT Pro- 


tection will help to bring the heads of families in your com- 


munity to your store. 


Have you an assortment of COLT Booklets? You can profitably 
use our model sales letters to bank cashiers, paymasters, jewelers, 
auto owners. They are yours for the asking. You should have at 
least one sample COLT Revolver or Automatic Pistol on hand. 


OLT' 





COLT’S PATENT FIRE ARMS MFG. CO. 
Hartford, Conn. 


Pacific Coast Representative 
Phil. B. Bekeart Co., 717 Market St., San Francisco, Calif. 





PHOTO DIAGRAM OF COLT 
POSITIVE LOCK. THE 
STEEL BAR OF SAFETY 
WHICH MAKES ACCIDEN- 
TAL DISCHARGE IMPOS- 
SIBLE. ONLY ACOLT HAS 
THIS FEATURE 


OF LAW AND ORDER 

















114 Years Ahead 


You instirictively approve the swift, 
unfailing automobile, the coast-to- 
coast airplane, the storm-defying 
dirigible, the radio which permits you 
to sit snugly at home and listen to the 
President address the Congress. Your 
customers do, too. 


Progress appeals alike to all of you. 


And so this year you will sell them 
more Meisselbach Reels than ever. 

Meisselbach has kept abreast of the 
times. Whereas the ordinary multi- 
plying reel—in all grades—for bait 
casting is today just the’same as 114 
years ago. Meisselbach offers the 
fruits of nearly 40 years of pioneering 
‘in that same reel’s improvement. 


A. F. Meisselbach Mfg. Co., Inc. 


25 West 45th Street New York City 


Meisselbach 


Fishing Reels of Quality 


~ o 


The Meisselbach “Okeh” embodies 
the best advantages and refinements 
of design made since the first multi- 
plier was invented—is the most per- 
fect bait casting reel.. “Takapart” de- 
sign, cork arbor, automatic free spool 
and level winding, no interference 
with casting. 


Other improved models, for all. kinds of 
fishing—“Rainbow,” ““Takapart,” “Tripart,” 
“Neptune,” “Triton,” “Surf.” Complete cat- 
alog mailed if you give your jobber’s name. 


The “Okeh” Reel 











1: 


w 


tically forever. They are known as 
the everlasting metals—metals of the 
ages. 


The Copper and Brass Research 
Association recently unearthed the 
Brass Helmet worn by that intrepid 
explorer Magellan. It was at least 
405 years old, yet was in perfect condition, suitable to be 
placed upon that person’s head if he were alive today. 

Brass lasts forever. They have found sections of brass 
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Brass, Copper and Bronze last prac- 





American Ring Company, Waterbury, Conn. 


pipe in the ruins of the Pyramids. The 
advantages of selling Bathroom Fixtures 
made from this indestructible metal are 
manifold. 


They last lifetimes—always look their 
best; never develop rust streaks and dis- 
integrate from the attacks of this scav- 
enger, and their slightly increased price 
is but a drop in the bucket in comparison 
to their added usefulness. 


“Ringco” Bathroom Fixtures are made 
from pure, rustless, solid brass with a 
heavy coating of nickel over it. They 
too, will last for ages. The profits they 
return to you are liberal and the ease 
with which they will sell is remarkable, 
once their advantages are known. Your 
Jobber will be glad to supply you with 
“Ringco” Fixtures. If he can’t, write 
us or our nearest branch office. 


“RINGCO” 


BATHROOM FIXTURES 





OR the first time in the history 

of tire merchandising there is a 
group of hardware retailers now 
facing an enormous tire season with 
a confident feeling that tire sales will 
show among their biggest profits 
this year 

The Revere Tire arrangement has 
made this possible. Substantial prof- 
its from tires that are being called 
for everywhere. 

A remarkable line for 1924— 
Revere Cords in all sizes and “R” 


Tread Clincher Cords in 30 x 3% 
for light cars. 


REVERE RUBBER COMPANY 
1790 Broadway New York City 
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BRASS - the Metal of the Ages 
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Iwo Active Sellers 


Can he retailed at 50° each ! 


DWARDS assortments of popular Two splendid numbers, No. o1090 on left 

priced padlocks put up on our at- and No. 02448 on right, are illustrated 
teil neseitaaledl inkeah Atlin te above. They are compact, heavy and 
“th cnqpebar spaces “e a i _ ge Sern offer good security, and can be furnished 
with wire easel are ast sellers. andle by jobbers to retail at 50c each. Two keys 
them and enjoy rapid turnover and good are fyrnished with each lock. The 
profit. Jobbers are sending in repeat enameled steel display cards cost no more 
orders every thirty to sixty days. than our old cardboard cards. 

Carried by leading jobbers. If your jobber does 


not carry them, write and we will give you the 
name of one in your territery who can supply you. 





Card illustrated is our 


in af tie Mt THE O. M. EDWARDS CO., Inc. 


gested 50 cert sellers on 


“ua ek Main Office and Factory: SYRACUSE, NEW YORK 








andy Aindy” 
New loys for 1924 


ERE are five new “Sandy Andy” Toys 
that deserve your attention: 
NEW “OVER AND UNDER” LIFT 
Larger Size: 30% in. long 
STRATEGY 

A new and fascinating game 

ART DESIGN TOY DISHES 
Something entirely new and exclusive 

NEW PANAMA PILE DRIVER 


With an improvement which doubles its attractive- 
ness 


NEW DESIGN SPRINKLING CAN 
Shown at right, with a Sand Pail to Match 


We also have several other improved items that » ° ° 

are selling stronger than ever this year. Sand P ails and Sprinkling Cans 
SEND FOR CATALOGUE A wonderful line aes h oo TM . 

anid tent niet aie hk. Mak OE eine tox ines erful line, two numbers of which are shown above. These 

rm hardware senses: hak Sée Cereus end Pelne new silhouette decorations on solid colors are ver ular. Send 


List No. for circular showing the entire line. 
G. Co. 


WOLVERINE SUPPLY MIF 


New York Sales Office: 200 Fifth Ave., ~ Tel. — 
















These two items 
make a wonderful 
combination 
ior double sales. 
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Brightening the Day by Lightening the Labor 


< Wendell Compress and‘ That is exactly the principle of The Genuine Wendell 
Vacuum Washer. It is an elimination of wash day 
Pome Washer 






drudgery and offers every Dealer an opportunity to 
lessen the housewife’s task and increase his sales with 
a practical labor-saver. 

Well made of heavy 135 lb. Tinplate with steel rod rein- 







Washes Tub of Clothes in 










Three to Six Minutes _ forcement on bottom of body—where it is subject to 
greatest wear. Furnished with extra long, strong 
Order from your Jobber or write us. waxed handle. 


“A Quality Item.” 


STUBER & KUCK CO. Peoria, Ill. Manufecturers 














WELL DISPLAYED | 
IS HALF SOLD— 





STANDARD 


Maple, Oak, Birch, or Pine high quality line as 
—it isn’t a question of wood 


in laying hardwood floors, K & =a 
but a question of nails. 
MEASURING TAPES 


TREMONT Hardened 


Steel Cut Nails are the Stand- The above illustrated, handsome golden oak display 
ard for all Hardwood Floors case will help you to keep your stock of tapes com- 


—they hold everlastingly. plete and in good order. 
Sell the best. 


This is especially true of such a well-known, 





It will be furnished without charge to any dealer 
ordering the assortment of Tapes it contains. 


SEND for DETAILS 


KEUFFEL & ESSER CO. 








Tremont Nail Company NEW YORK, 127 Futon Street General Office and Factories, HOBOKEN, N. 9. 
205 Lincoln Street, Boston CHICAGO ST.LOUIS SANFRANCISCO MONTREAL 
: 616-20 S. Dearborn St. 817 Locust St. 30-34 Second St. 5 Notre Dame St. W. 




































OLIVER: RIRON 1NI)-STEFL 


npercrams DO) JON Oe 
mae: ick PO OR A PITTSBURGH PA. 


BOLTS, TS, WASHERS, WAGON FORGINGS,TELEPHONE SCREW RAILROAD SPIKES, 
RIVETS, 3 KS, AND TELEGRAPH POLE LINE TRACKBOLTS, STEEL BARS, 
MATERIAL,ETC. BOAT SPIKES,  CONCRETEREINFORCEMENT BARS. 


EASTER’ < _ PACIFIC COAST OFFICE 









fo) OF 0) 10) 5108 s Grey ie NEW YORK CITY. MONADNOCK. BLDG.,SAN FRANCISCO,CAL. 
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“THE 
LINE”’ 


SCREWS 


imcorperated 1904 


SS V.. 


o a aa 
Came ES 
























FORSTNER 


Labor Saving 


AUGER BIT 





MR. 
HARDWARE 
DEALER! 


If your house is a “Quality House,” 


you'll want a line of 


J. M. CARPENTER 
TAPS AND DIES 


They excel all in Quality, Uniform- 
ity, Precision, Durability. Favor- 
ites of the Best Mechanics for over 
Half a Century. Tie up to ‘Car- 
penter Quality!" 

SEND FOR CATALOG 








Bores Any Arc 


of a Circle 











Many 
New Uses 









The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 










REGISTERED a it oe a arc of , 
E- a circle, and can be guided in any 
<RAD MAR, direction regardless of grain or knots, 






leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, ‘fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, rib- 
bon molding and *mortising. 





RPRILIILIIILL 





Send for Catalogue. 


J. M. Carpenter Tap and Die Company | | The PROGRESSIVE MFG. CO. 


PAWTUCKET RHODE ISLAND TORRINGTON, CONN. 














G-W Ice Tools for Every Purpose 


VERY type of tool used in the ice business 
is built by the Gifford-Wood Co. All G-W 
Ice Tools are ruggedly constructed and abso- 
lutely dependable in service. Over 100 years 
of experience are built into every one. 
Catalog No. 80, describing the complete line, 
will gladly be sent to you on request. 


Main Office: 7 Hill St.,. HUDSON, NEW YORK 
New York Chicago Boston Pittsburgh 






tt 


G-W 
4-Point Shaver 





ICE HANDLING MACHINERY AnD TOOLS 





G-W 
Patent Link Tongs 
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Ezyrun Pulleys Cannot Freeze—They Are Protected ! 


Aq d housed _ ——— from storm, snow and sleet, “Ezyrun” ; 
ulleys are a deci improvement. They cannot freeze or rust. . ° 
Being operated on Ball Bearings they are noiseless and so perfectly Will Not Cut Line 
—— a child can pull any load. All squeaking and tugging ie 
eliminated. 








The line cannot slip or tangle, and a broken rope can be easily 
replaced by tying a new one to the old line—No reaching or climbing. 


“Ezyrun” sells at a reasonable price with a liberal profit 
to Dealers. Ask your Jobber to supply you. If he cannot, 
write us for prices and details. 


The Brooklyn Pulley Company, Inc. 





EXTERIOR DESIGN 





‘‘Ezyrun’’ makes a 


This cut shows the interier 


F00n tciwn wor 85 Fifth Ave. Brooklyn, New York construction. 


Gymnasium Work. 


























Elevators 


Kimball Hand Power 
machines are simple, prac- 
. tical and to operate. 
Pays a Good Profit Fitted with tlhe beheings 
they need no oiling, yet 

MONARCH epee 
> less friction than any other 

hand power machines 

_ sold. Easily installed by 
anyone handy with a saw 
and hammer, as the partsall 









Sells Quickly—Satisfies Your Customers— +* 


















A simple, sturdy, practical device which effec- come sawed, drilled and- 
tively controls out-swinging casements. Grips fitted ready to install. 

the sash firmly—permits sash to be opened or 

closed and securely locked at any angle without Write for booklet on hand 
disturbing screens or drapes. power machines. 


No Gears—No Ratchets—No Keys—No Rattle 

Can be supplied in any quantity. Specify rights or lefts. KIMBALL BROS C0 
Mounted models supplied at hardware cost. ad ° 
Free on request—illustrated descriptive Manual which gives 1117-41 9th.St. Council Bluffs, Lowa 
details of installation and complete list of finishes—informa- 


tion that helps you make sales. 








There is a Kimball El. 
Monarch Metal Products Co. evatér built for every 


i . 
4960 Penrose Street St. Louis, Mo. requirement 


COUNCIL BLUFFS. IOWA 








K|MBALL BROS, CO 








MORE SALES FOR YOU 


Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 

freezers—and at a small cost. 

They sell on a reputation established by more than thirty years of high class service 
and they stay sold. This means permanent profits. 


The Blizzard is simpler in construction and a trifle , but sells as well as 
ae ee ben ak Geel bo eens style te satisfy the 
demand. 

We suggest placing your order carly for shipment later, oe you may direct. Be 
sabe @ iecinde request for sales helpp—THEY ARE FREE FOR THE ASKING. 





NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 
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Steady. Profits in a Promising Field 


DRYBAK OUTING GARMENTS repel the elements. Wet 
boat seats, damp brush and snow have no discomfort for the 
man who wears Drybaks. Made of heavy army duck, thor- 
oughly waterproofed by special process. Each garment is full 
lined and carries a guarantee on label and coat button. Cater 
to the Sportsman. Get after this promising field of sales and 
liberal profit. 
Ask your Jobber for Drybak. 
Feature it to the Fisherman and Tourist. 


Write us for details of our proposition. 
Dept. HA. 


Lewis M. Weep Co., INc., BINGHAMTON, i 2 


ARAVA a aers 























Satisfied customers 
help you sell this 
better water system 


—— 


ae 


I" 


." 


= 
Ch icks 


I 


| 


The water system that will give your customers com- 
plete satisfaction with a minimum of service on your 
part is the one that will make the most money for 
you. 


Over 20,000 satisfied users are helping to make sales 
of Milwaukee Air Power Water Systems for our 





Sizes 


| 70 exes dealers. This nationwide endorsement of users, our 
fewer osses and up. big national advertising campaign, the live co-opera- 
f; di eas . tion we give our dealers combine to bring Milwaukee 
rom ais e | Air Power dealers greater profits. 

bh : : 3 : We can show you how you can make more money selling 
I never lose any of my chickens with white diarrhea the Milwaukee Air Power, that gives complete water service, 
that are hatched from the Queen,” wrote Mrs. Bessie delivers water direct from well, spring, lake, cistern or all 
Taniges, Herrick, Ill. “I have a Queen Incubator that of them. This is the only air power water system with the 
a it “nrc : perfected double cylinder water pump. Recognized by experts 
has been used since 1907—bought it second-hand SIX as years in advance of other water outfits. Write for our 

years ago and have used it ever since. [| would not give proposition to dealers today. 


the Queen for any two machines of any other make | 
ever used.” 


It is a fact—testified to by Queen users all over MILWAUKEE AIR POWER PUMP CO. 


America—that chicks properly hatched are half raised. 48 Keefe Ave. Milwaukee, Wis. 


Turn your attention to the lines in which business is Largest exclusive a of Air Power Pump 
good. We will help you organize an Incubator Depart- 
ment and show you how to make it pay. Ask us how we 


= | i jlwaukee- Z YD, Pave we 
QUEEN INCUBATOR Co. é a WATER SYSTEM 
1124 North 14th i Lincoln, Nebr. << a a ¥ snows oe tt 


PUTNAM 


ROLLING LADDERS 


We make and sell more Rolling Ladders than 
all other makers combined. All standard 
styles and sizes carried in stock for immediate 
delivery. Write for prices. 


Putnam & Co., Inc. a 
132 Howard Street, New York City| = 


* 
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Cabinet No. 323 Cabinet No. 3698 


Ww. C. HELLER & CO.,, 








HOW TO BUILD AS YOU GROW 


With Heller Shelving it is not absolu necessary to tear out all of rf present shelving and install By modern equip- 
ment. Instal] At This Time a small wen > By ny After a few months ao e gre ee profits from the —_ installation 


warrant install one or more cabinets until] your store is completely modernized with Heller's Hardware Sh 
bination to install NOW. 


Sise 23 feet, oot” inches high. 
Solid oak exposure, antiq 


EASY TO INSTALL, simply cu enough of your 
present shelving so Goubieavion No 122 
{it ix aot necessary to remove shel higher than 7 
inches as rest 


Change can be made after working hours with your 
regular sales force. 


No interruption in your business and no confusien, 
ig oo TODAY for complete specifications and Cataleg 


Cabinet No. 365 No. 


— ‘MONTPELIER, OHIO 




















JELLUIFE 


Copper and Bronze 
Windowscreen Cloth 


Every season sees an increasing demand 
for long-lasting Jelliff Copper and Bronze 
Wire-screen Cloth. We have ample stocks 
in 14 and 16 meshes, accurately woven 
from selected wire. Jelliff Wirescreen Cloth 
never disappoints; it will build good will 
for you as well as for us. Priced right. We 
are ready to make 


Immediate Shipments 


to any part of the country, and to those 
points within reasonable hauling distance 
from our factory we will 


Deliver by Auto Truck 
direct to your store. No need to keep cus- 
tomers waiting. You can clinch every sale. 


Wire, Write or Phone 


The C. O. Jelliff Mfg. Corp. 
Southport, Conn. 350 Madison Ave., New York 


Eacrlusive Sales Agents: 
Central Steel & Wire Co., ny Peoria St., Chicago, Il. 
Steele-Sayward Co., 79 Mil St.. Boston, Mass. 
Bdward Schwartz Supply Co. 520 Toulouse St New 
Orleans, La. 








TRADE MARK 


SPRING HINGES 


Respected by Builders 


The fact that the 
leading Architects, 
Carpenters and Build- 
ers know and have a 
high regard for Chi- 
cago Spring Hinges 
helps materially in the 
sale. 





The main thing is to 
keep supplied on the 
types and sizes most 
called for in your lo- 
cality and hold trade. 





How is your stock of Type No. 2001 
Triplex Spring Hinges: Triplex Spring Hinge 


Send for Catalog H-39. 


Chicago Spring Hinge Company. 


1500 Carroll Ave. 23 Warren St. 
Chicago New York 
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the nails from slipping in driving. 
of strap do not cut the hands. 





No. 3002 New Britain, Conn. 
Japanned 
Coils of New York Chicago San Francisco 
300 feet Seattle 


Gee Pobdepedehebubed 








STANLEY 
BOX STRAPPING 


No. 3002 Self-Tightening 


Made of Stanley cold rolled steel. The ribs prevent 


THE STANLEY WORKS 


Manufacturers of Wrought Hardware and Carpenter’s Tools 
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Round edges 


Los Angeles 
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ce Aluminum 


Ware 
The “Name Tells 
the Story 


Liretm™e Ware is guar- 
anteed for a ‘lifetime!’ A 
heavy weight line, com- 
plete from the smallest 
ladle to the largest roaster. 


It will not bend or dent easily because it is made 
of especially hardened aluminum. It is a line thatyou 
will be proud to display and your customers to buy 
—a line that sells easily. 


We also manufacture a complete line of Alumi- 
num Utensils for special sales. 


Write for the new price list on LIFETIME Ware and our 
special deal on Electric Percolators. 


ALUMINUM PRODUCTS CO. 
La Grange, Ill. 


BRANCH OFFICES: 
CINCINNATI LOS ANGELES 
PHILADELPHIA OAKLAND 








NEW YORK 
CHICAGO 
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Chair 
Tips 





No. 12. 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with che 
trade. A positive protection against 
the sharp ends of rocking chairs. 
Durable and easily 
fitted to the rocker. 
Catalog, prices and 
terms on request. 


Elastic Tip Co. | 


370 Atlantic Ave. 
Boston Mass. 




















« * 
This Is Timely! 
A good thing to do right now is to display a few cobbler 
outfits. You will find the man who was paying, without 
question, $12 for a pair of shoes only a few years ago, 
now susceptible to the economy appeal of “REPAIR 
YOUR OWN SHOES.” Plenty of fathers of large 
families would be glad to save from $1 to $1.50 on each 


shoe repair bill. 


Another Tip! Your farmer 
trade is also a good bet right 
now for cobbler outfits — 






farmer with leisure and a 
set like the one shown here 
“is certain to appeal to a 
sense of economy uppermost 
in his mind right now. 
Check u your stock of “LEAD- 
ER,” “F CONOMI 
BINATION No. a “COM 
NATION No. 2,” “FAMILY” 
and “EMPIRE COBBLER 
OUTFITS.” How about stands 


and lasts, corn shellers and heel 


TKAOE GUARANTEED 


Empire Cobbler | 


FOR GENE age ees plates? Have you placed your 
order? 





If you need a catalogue write. 


STAR HEEL PLATE COMPANY 


357-391 Wilson Ave. 
Newark New Jersey. 








don’t overlook them. This — 
wv is the season that .finds the 


ICAL,” oer 








Anchor Brand= 
Clothes Wringers 












Best Every 
Wringers One 
Made ——e 
{| (Ont « 
Made in dit- Win” 
ferent styles There is 
to fit every wonderful 
kind of Laun- #3 efficiency in 
dry tub. ' using the cor- 
rect 
Wringer: 





NCHOR 
ANSEGES & 






All Dealers should have in stock ANCHOR 
BRAND Wringers to fit Round, Wood, or Irou, 
Tubs, Square or Stationary Tubs, as wert ‘as 
Folding Bench Wringers. 


rt 


We solicit your orders, which will be 
shipped promptly 
Lovell Manufacturing Co. 
a Erie, Pa. TRADE MAK 


Largest Manufacturers of Clothes 
Wringers in the World i 
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This Double Rack will display 


six large wagons in the floor 


space of two. 

You Know | 
N 
Cc 
R 
Are |; 
A 
S 
E 

Half 
S 
A 
Sold« ju 
E 
S 





Write for circular showing how we 
display all kinds and sizes of children’s 


vehicles. 
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Are You Coming’ 
to Chicago 
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|BIC-BANG 
NEW MODELS 
SILENT 
DEMONSTRATING 
CANNON 


SOME DANDY 
NEW LINES 


COURTESY 
SERVICE 


TOY 
FAIR 


TOY 
FAIR 














Ss — emeeapenesen 
tf ce.HENRY CO. AUBURN, N.Y. jo 











Morrison Hotel at Clark & Madison Sts. 


TOY CANNON WORKS 
BETHLEHEM, PA. 











or lake bank. 
HOW MANY 
in your trade 
territory go 
auto-touring, 
hunting orf 
fishing? 

oO VY F @en 


E of them is 

ioe a” an easily made 

includes a st 
fry 





of a bes - : 

t ma Stock a few for the coming outdoers 
terial and will last season—Put them in your windows, or 
a lifetime. with your sporting goods or auto ac- 
Write for Circulars cessory steah,. and you'll say they beat 

and Trade selling most of the merchandise you 
Discounts handle. 


We make a complete line of CAMP 
GRIDS, STOVES and UTENSILS 


UNITED STEEL & WIRE CO. 


30 Fonda Ave. BATTLE CREEK, MICHIGAN 
































GOULDS TODDLER 
De Luxe Model 


A fast selling profit maker or it 
wouldn’t be in the Toddler Toy line. 
Has all the Toddler quality. Large 
production makes possiblea very attrac- 
tive price. 

Write for new four-color catalogue. Note 


our new assortment policy which permits a full 


. Toddler liné to suit every dealer’s market. 
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BLUE-KID 


ALL QUALITY 


HOUSE PAINT 


A Wonderful Proposition 


1 Gal. Cans 2.25 per gallon 
Vy, be 66 2.35 66 66 
\, “é “ 2.45 66 iT) 


FREIGHT ALLOWED 
not exceeding $1.00 per cwt. 


Compare these prices with what you are paying 
for equal analysis. 





Analysis 
Outside White 
Lead and Zinc 90.00% 
Calcium Carbonate 6.00% 
Barium Sulphate 4.00% 
Pure Linseed Oil 82.00% 
Mineral Spirits 5.50% 
Japan Dryers 10.00% 
Solution 2.50% 


Analysis on each package 
We confine ourselves to one dealer in a City 


Ask Us for More Information 


Progress Paint Mfg. Co., Inc. 


Louisville, Ky. 





Punched “Lug” 
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The Right Way 
To Sell | 
Fence Posts ? LA. 


—is to sell the pe 
kind that boosts 
your fence post 
trade. “Quick- 
Set” Steel Fence 
Posts are business 
boosters from every angle. Dealers are 
replacing the old, decaying wood post 
for this more practical and durable type 
Eliminates hole digging for 


“QUICK-SET” 
STEEL FENCE POSTS 


can be driven firmly in place right from 
the wagon—“They Drive Like a Stake 
and Anchor Like a Rock” and remain a 
solid fence support, unharmed by eartr 
or air destroying elements. 





Discounts and Information Upon 
Request. 


BUFFALO STEEL CO. 
TONAWANDA, N. Y. 


Tee Angle 














TAPLIN 
, Double Dasher 


No other beater combines so 
many desirable and practical 
features, or is so mechanically 
perfect, as. the Taplin Double 
Dasher. Endorsed by cooking 
experts and praised by every 
user. Its large sale and great 
popularity make it a most satis- 
factory item. 


The dashers are of correct 
design and beat to bottom of 
bowl. The finish is rust-proof. 
It_has center drive. 


The IRON frame does not 
pull out of shape and thus holds 
the gears firmly in perfect 
mesh. The IRON gears have 
wide bearing surface that in- 
sures the smoothest running. 
As all the component parts 
maintain their relative positions the beater improves with 
use instead of twisting and running hard. 





A full line to meet every possible requirement—Regular 
family size beaters, hotel or large family size, tumbler or 
cup beater, mammoth size for restaurants and hotels. 


Thirty years’ egg beater manufacturing experience. 


THE TAPLIN MFG. CO., New Britain, Conn. 
New York Office: 71 W. Broadway 
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What Is Advertisement ? 


Advertisement is the life of your busi- 
ness, providing you give the public real value 
for its money. ow us to advertise for 
you, free of charge, and your sales on night- 
latches will increase rapidly. 

Our plan is a simple one. You need only to 
carry our No. 202 dead bolt latch. Your customer 
will buy this latch in preference to all others. 
These are the reasons why: 

1. It is a burglar proof lock. 

2. It is a protection on a glass door. 

3. It cannot be opened by the inside knob when 
the bolt is set—assuring supreme protection. 

4. It is an improvement. 







5. It does not cost any more than an ordinary 
nightlatch. 

These features create an increasing demand for this 
lock as our sales show. not let your sales in- 
crease and thus improve your business? 

Remembering, a successful business is built on a 
constructive plan—carry the No. 202 Ilco Nightlatch. 
We will be pleased to send you a mounted sample. 


NDEPENDENTIOCKCO.Q> 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 
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Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 


jobbers. Catalogues and discounts on request, 
Silver Medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 144 Oliver St., Boston 


HARDWARE AGE 


rT 


March 13. 1924 








Every Ford Owner NEEDS THIS 
WRENCH IN HIS TOOL KIT 


When spark plugs are 
rusted in, it takes a 

wrench to remove them. 
We will guarantee our 
3620 to do this trick. 







Show this number 3620 to every Ford owner, 
it will make sales, show you a good profit 
and be a fast seller. 


WALDEN-WORCESTER 


incorporated 
WORCESTER, MASSACHUSETTS 

















ADJUSTABLE 
PIPE WRENCHES 





KEYC 






PATENT APPLIED FOR 


“Keystone quality.” Made from Alloy Steel, heat treated 
by our own process. e most durable Wren on the 
market. Light in weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Duna & Co. 
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AMERICAN SAW & MFG. CO. 
SPRINGFIELD, MASS, U.S.A. 


















Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 


Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


CHESTER, CONN. 

















T he Soldering 
| , Paste that has 
aioe é satisfied cus- 
, PY Pte tomers for over 
23 years. 





Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 











ROCK ISLAND PISTON VISE 
Swivel Swivel 






2% to 5” Piston Capacity 
Vises designed to meet the requirements of every service 
for which a VISE is used in wood or metal working. Write 
for complete catalog Vises and Hardware. 

ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 








400 N. Monticello Ave., Chicago, fil. 
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Do you know 


MR. DARDEVLE? 


the greatest fish getter ever devised. 


Most tempting 
lure made for 
Bass, Trout, 
Pike, Lake 
Trout, Musk- 
alonge and 
many other 
fish. 





Dardevies Imp 2%” long, 1 oz. 

weight For casting 
with sceel 
or bumboo 
rods, 


Made in 3 sizes. All fast sellers 





Dardevliet 2%” long, 1” wide, 3/5 oz. weight 


Write to-day for Lou Eppinger’s 
1924 Fishing Tackle Catalog 


My catalog describes my 
Lures, Hooks, Spinners, 
Lines, ete. If you'll get 
it—you’ll want to handle 
my tackle. 


Write today and I will mail 
it immediately. 


LOU J. EPPINGER 
Detroit, Mich., Dept. H. A. 























Ever-Brite is a lacquer—not a 
polish—that ends trouble with 
brite metal. Nickel radiators, 
bumpers, hub-caps may be 
washed like the rest of the car. 
Stands the rain, mud, sun, salt 
air, zero or boiling temperature. 
Also for silver, brass, nickel, in 
homes, banks, hotels, theatres, 
stores, yachts, on band instru- 
ments—all brite metal indoors 
or out. Retails at $1.00. Sam- 
ple can to dealers, 75c postpaid. 


Durable Products Company 
East Liverpool, Ohio 


1924 


Our large 1924 
advertising cam- 
paign begins 
with the March 
29th issue of 


the Saturday 
Evening Post. 


Watch for it. 


Dept. H 


HARDWARE 
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There’s no other product on the 
market that does the work of 


Goir-fompounn, 


Prevents Shafts from Warping 
Prevents Irons from Rusting 
Waterproofs the Leather Grips 
Prolongs the Life of Clubs 


SELLS QUICKLY BECAUSE IT FILLS A REAL NEED 


We can offer you a profitable 
proposition. Write for it and 
a free booklet on *‘Care of Golf 

Ciubs’’ supplied in quantities | 









| 
! 


| 

















for distribution to your 
customers. 


HARRY H. PHILLIPS COMPANY 
Dept. S 


1524 Chestnut St. Philadelphia 























[he Almerizan 


JUVENILE 


~ 3 \) Automobiles 
4! Velocipedes 
Pedal Cars 
Coaster 
Wagons 
Express 
Wagons 


Raise the Kiddies on 2 ee 
dm kh Wheels 4 A : 








In Center: 
Billie Lord, 
Movie Star 


hea eatitis 





i - “Known Around the 
BERIT SEO RAR World” 


One word~—- 

Salability : 
tells the world why ee 
American Juvenile Ve- ae 
hicles lead the field. 


PN 











fional Pom oe 


TOLEDO, OH10.U.S.A. Foo) = 
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FOUR FACTORI 
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STAR 


HACK SAW 
ee ‘with a reputation” 
Clemson Bros. Ine. 

FAlddlctown, N. PB. 















There’s Nothing Better 
in Coil Fire Pots 


The No. 22 Coil Fire Pot has all of 
the latest improvements which add to 
its strength and durability and give 
added service to the user. Drawn 
steel tank fitted with patented cushion 
protection band is leak proof. It is 
tinned inside and out, which makes it 
rust proof. No. 22 Fire Pot is care- 





FITS fully made of the very best materials, 
thoroughly tested by burning and is 
GROOVE practically fool proof. It saves time 
IN and fuel and lasts longer than the or- 
Top dinary Coil Fire Pots. Jobbers sup 
PLATE ply at factory prices. Catalog mailed 
Poteniod upon request. 
No. 22 Fire 
Ask for latest price. CLAYTON & LAMBERT MFG. CO. 


10619 Knodell Ave. 
-DETROIT, MICH., U. S. A. 


Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 


Write for Catalog No. 22“A” and the Supplement 
describing the new Starrett Tools. 


THE L. S. STARRETT CO. 


The World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelied 


ATHOL, MASS. 

















G. F. Wright Steel & Wire Co. 


Manufacturers of 


Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 














TACKS 


ALL KINDS 


ALS 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 











The Paine Expansion | 
Shell is a D—n Good Shell. 
| | We Know It. 


Hundreds of sat- 
ished customers 
prove it. You'll 
never know it ‘til 
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Sees \ SAP you try it. The 
Se \ iq least expensive of 
ut giccs 4 all steel or malleable shells. Send 
see pe ROSY for sample. 
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The Paine Co. 1742 VAN BUREN ST. 








Bend and rebend Spaulding Hard 
Fibre. It won’t break. This tough- 
ness makes it far superior to porce- 
lain, glass, hard rubber, and other 
materials for numerous purposes. 


Spaulding Fibre Company, Inc. 
304 Wheeler Street - Tonawanda, N. Y. 


TOUGH bed 
YET 
PLIABLE 
; S HARD FIBRE 













TIES 


Manufactured by 
E. T. RUGG & COMPANY 


NEWARK, OHIO 
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No. 101 


FLUSH DOORS— 
CLEAN LINES— 
NO PROJECTIONS 


And the profits produced by Soss Invisible 
Hinges are as good as the jobs they do 
for cabinet makers, furniture manufactur- 
ers, builders and carpenters. 

You have a ready market for Soss Invisible 
Hinges already created in your section. Let 
us send you a sample hinge and full infor- 
mation. Show the hinge to your customers, 
and you'll find how much they like it. 


A style and size for most requirements. 
Special finishes on request. 


SOSS MFG. CO. 


775 BERGEN ST. BKLYN., N. Y. 






3 ALLEN Safety Set Screws 


30% Extra Strength over qrencmnd — screws 
—the only other kind made. tented 
process we increase the aoa al take steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process ys 
deep, perfectly-formed socket-holes—no chips 

Z the bottom. e entire length of the ALL N 2 
wtaiszeu either for solid metal + the point, or — + soe 
for the wrench. All sizes in stock from % 1% 
any | point or thread. Also Socket- Head Can 


Screws: fap Extension Le ee (SOSS| INVISIBLE 
The ALLEN MFG. CO. [22nFH5EDONO SH: HINGES 
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Radio & Electrical Supplies 


Harry Alter’s “POCKET- 
~ BOOK” is a net price, monthly 
wie catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. , 
Since all prices in the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 


? 


write, the sooner you save.” 


HARRY ALTER & CO. 
Dept. 23 
Ogden & Carroll sca Chicago 


Ser eeyerni gy’ " 
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7 all profes- 

rere Ey sional barbers, as 

— well as many home users, 

find complete satisfaction in Koken Razor 

Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 
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Koken Companies, St. Louis, U.S.A. 











LIC-WID-LES DOOR CHECK 


Needs no attention and meets every emergency to which a door 
check and closer is subjected. 





A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


Dealers! Jobbers! 
Let us tell you about our Real proposition 
The No-Liquid Door Check Co. Columbus, Ohio 
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Improved 
Style “L” 
Oak 


MILBRADT 
LADDERS 


Will pay for themselves in a 

Counter short aye by ee you 
. to wait on more trade, save 
Cabinet the wear and tear on your 


fixtures and goods, as well 
as bring the appearance of 
your store up to date. 
Write for catalogue show- 
ing a large number of styles 
suitable for all kindg of 


5x15x 1334 











MOORE PUSH-PINS shelving. 
MOORE PUSH-LESS HANGERS Milbradt Mfg. Co. 
To “Hang Up Taings”™ in homes, "flows oni tes : 2411 N. 10th St. 











St. Louis, Mo. 


MOORE PUSH-PIN CO. (Wayne Junction) Philadelphis 
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Osborne High Grade Punches 


A 
and 


Remember we have 


Besides Punches Our Line Includes: 


varied and attractive line for the Hardware Trade. 
Upholsterers’ and Plumbers’ Tools of superior quality. 


The above tools will please your customers as well as our famous Round and Oval Puaches. 
years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


had 94 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


March 13, 1924 
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Also: Leather Workers’, Trimmers’ 

















HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 





“CHICAGO” 
of Quality 


Roller 


Bearing 


Wheels 
Sidewalk, Rink 


write for our catal 


prices and we w 


for promptly. 





4458 W. Lake Street, Chicago 





Skates 


Rubber or Steel 


Self-contained Ball 


Racing Skates 
If your jobber does not 
carry the skate you —— 


that your wants are cared 


CHICAGO ROLLER SKATE COMPANY 




















Your Turnover 


"Tis often said, but not often 
enough, that “the more times 
you turn your stock the greater 
your profits will be.” 


Northland Skis 


appeal to progressive dealers everywhere because of su- 
perior quality and consistent advertising. This explains 
their quick turnover. 


— 


Look for the deer-head trade-mark. 
World’s Larkest Ski Manufacturers. 


NORTHLAND SKI MFG. CO. 
22 Merriam Park St. Paul, Minn. 




















TIRE 


chandise. 
convenient full length handholds on both sides 


tion. Erection as simple as A, B, C. Utilize 
~gmall space. Make top shelves safely 
available for stock purposes. e 

t style—neat of design—nicely 
mm. finished—any height ceil- 


- ing. Thousands in TL 












™ use. Circular on 


request. 3 r 











CUSHION | 


Insure perfect shelf service for any line of mer- 
Deep tread steps, properly spaced, with 


ladder permit mounting or descending with ease. 

Both hands free to remove or replace stock without . 
danger of falling. Cushioned Tired Trolley and | 
Truck Wheels eliminate noise and prevent vibra- | 









4, 















of 























CARPENTERS’ 


—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 





we "™ ACh (RON GALVAMIELO | 





American Can Company 




















[SCYTHES AYES 


and 
Geythes sinmse 1819. Axes cimee 1886. 


RIXF OR Rack Highgate, Vt. 





SILVER LAKE 
SASH CORD 


NET WEIGHTS 
Silver Lake Co., Newtonville, Mass. 


“They Have a 
Bull Dog-Grip”’ 


Manufactured by 
e 





FULL LENGTHS 





: 
, 


U. S. Clothes Pin Co., Montpelier, Ve. 
Sales Dept. 
1015 Union Bank Bidg., Pittsburgh, Pa. 














House, Store 
Write for particulars. State your 
requirements as to size, 





The SIDNEY ELEVATOR Mfg.Ce. 
Sidney, Ohie » 





The “TORREY” 





A Real Man’s Razor ws 
Send for Catalogue eof Full Line pag <a a 
J. R. Torrey Razor Co., Worcester, Mass. Boston, Mass. 


GENUINE MARTY TRAPS 


2,000,000 Sold 
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Freight Elevators J. L. THOMPSON MFG. CO. Easily first in the manufacture of 
and Dumbwaiters Waltham, Mass. —e tools ~ pares 
Weite for ° or our Catalegue— < 
at rae Tabuler and Eifurested TROW & HOLDEN CO. 
214 New St. Philadelphia, Pa. a RIVETS= wees Vermont 
Ec | | —- isane Chuseh Baypansion Bolt Co. 
onomy , ya ; 
Hose Attachments BALE ‘TIES “OK, 
For connecting hose to smooth Best Made—Prompt Shipment fosties 
ee Baur Bale Tie Co. _ 
6350 Germantown Ave. INDIANAPOLIS, IND. The “‘Perfect’”’ Pat. Feb. 28, 1922 
Philadelphia, Pa. | Leaders in Expanston Bolt Designs for 35 Years. 
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GAMSON|CORDAGE\WORKS | 
| SAMSON MP SASH CORD, CLOTHES | 
BRAIDED CORDAGE {9539 LINES. SMALL LINES | 
| AND COVTONTWINES (PASI, EC 2 mor carcar 





Iron Fence, Gates 
wn Vases 
Settees 

General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 
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THE STEWART IRON WORKS CO., Inc.,225 Stewart Block, Cincinnati, O. 















Waste for Cleaning, Wiping and Packing. 
Yarn ay Twine Mops, Thread Mops and Mop 


Yar 
Cloths aa Cleaning, Wipi and Polishing. 
Wicking for Packing and fting 
Caulking Cotton, Cotton Rope and ’ Olethes Lines. 
Bieached Cotton for Nitrating. 


STRATTON sia 
HANDLES Send for samples and prices. 


Fer Smell Tools, Utensils, Electrical Geods, Bite. 
STRATTON MFG. CO., Stratton, Maine lt River, Mae UF ACTURING Oo. 


New York Office ~ - - 350 Broadway 


(WILLIAMS, BROWN & SHARPE 


Wrench Set “C” for Ford Cars will care MACHINISTS’ TOOLS 






























































In POI 0B 1 x. «ct display The first choice ot skilled mechanics for three generations 
WE PROTECT THE DEALER. 
" phy eee Pee 3 [BS BROWN & SHARPE MFG. CO. 
Brooklyn—Buffalo—Chicago : Providence, R. I., U. S. 
U. S. E. EXPANSION BOLTS IARKER 5 —= 
== = OOS = 000 
| well eweeeL..!\ 4 Type METAL 
$$ = = in| it for com PANY. 


H, ME! Pres. and Treas, 


Every Job Bright Wire Goods 
Special Wire Goods 


Metal Stampings 


————e—iee eee te New Yort_| || 28Cherry St.. WORCESTER, MASS. 
i a Dover Imperial 



































‘RSTHEL EAVES, wig gf wit 
Furnished in Galvanized or Japanned. Kind of Ser , 
Our Galvanized Hangers are hot N ut and Bolt. 
Nee — ae 4 > tn olen. ont 
and nut or strap styles in both single CORBIN SCREW CORPORATION 
eI ag bead. Rods are electro Americom Hordwere Corp., Successor — 
OHIO. WIRE PRODUCTS COMPANY. Dover. Ohio 229 High Street New Britain, Conn. 
= Western Factory: Dayton, Ohio 

















BROOKS [THE FOWLER & UNION 


[ 
Bright Iron and Brass Wire HORSE NAIL CO. 


























Goods. Special Wire Goods 
sale te oni HORSE SHOE NAILS 
oe a Plant at 
Emon Sees 1000 MILITARY RD. BUFFALO, N. Y. 
| — 
(EAD. The Mark of Quality PRIEST’S CLIPPERS 
in Copper Utensils have been the standard 
since 1865. Style shown 
Sold through dealers for 30 years our Shaver No. 00 is a big 
ROME MANUFACTURING CO seller for home use 
ROME, NEW YORK American Shearer Mfg. Company 
Nashua, N. H. 

















UNIVERSAL @Pamr|| || 110 to ONE DEALER | 


, pues acee —— for = Clothes Dryer 
i will clamp any hose of any information s year. were erred 
a Made trom eoid rolled steel out of wire. to one dealer, 81 to another. We'll refer 




















diameter. 
Seer gen ct Nt peat “otter patend || || am 
n 

minute. amps. Trademark on every clamp and carton. HILL CLOTHES DRYER CO. 

Get them from your jobber—or write us. 39 CENTRAL ST., Worcester, Mass. 
UNIVERSAL INDUSTRIAL CORP. Distributors Metropolitan District 

Herman Kornahrens, _ Inc. 
ef / Hackenssck, BN. J. 111 tharvee St., New on Yeuks City 
Pe Ta ST CCCI 

















Opport 


HARDWARE AGE 





i ty 
WM 
4y 44, 
Ys 8 
; ( 


March 13. 1924 











RATES 


Set Solid: 
All Caps: 
Box oe 


$3.00 for minimum of 50 words—6c for each additional word 
$4.00 for minimum of 50 words—S8c for each additional word 
$5.00 for 1 inch—$4.00 for each additional inch 
Diecount for 4 inaertione—15% Discount for 8 insertions 


Positions Wanted Advertisements—50% off the above rates 











Business Opportunities 


Business Opportunities 


Help Wanted 


Positions Wanted 





FOR SALE—HARDWARE 
STORE. GENERAL HARD- 
WARE BUSINESS IN GROW- 
ING CITY OF 


AGENCIES 


RITE 
STEEL HARDWARE COMPANY, 
PARSONS, KANSAS. 





WANTED—To buy _ hardware 
business in estern Pennsylvania 
or Eastern Ohio. Must be 
Stock of about $10,000 or $12,000. 





Cash deal. Full description and 
rticulars in first letter. dress 
x G-26, care Harpware AGE, 

New York. 

Housefurnishings Department, for 
rent—New England department 
store doing a $500,000 business 
wishes to sublet a housefurnishings 
department doing $35,000 yearly. 


Address Box G-34, care HarpWare 


Ace, New York. 





Store and stock of Hardware for 

e. Invoices about $4,000.00. 
Located several miles off railroad 
in beautiful agricultural community. 
Will sell reasonably, either with 
or without store building. $2,000 
down payment, balance easy terms. 
Communicate direct with owner. III 


health cause of selling. J. J. 
Fauver, Tedrow, Ohio. 7 miles 
from Wauseon, Ohio. 





Hardware and Machine Business 
for sale or trade for land free from 
incumbrance. In central North 
Dakota. Good live town, in lignite 
coal fields, large territory, have all 
the best hardware and machine lines 
including all of International goods. 
Prospects "e7 good. oice op- 
portunity. Address Box i care 
Harpware Acs, New Yor 








Hardware, Farm Implements, Coal, 
Feed and lumber business for sale. 


Cash trade; Farmers and Summer 
resort Store; two storehouses, elec- 
tric lighted, and land. Six thousand 
dollars, half cash. About fourteen 
thousand dollar stock at wholesale 
cost. Old established paying stand. 


Address 
» 


Reason, three businesses. : 
P. O. Box 254, Chatham, N. 





FOR SALE—Los Angeles. Hard- 
ware business located in heart of 
active down town shopping district 
(established over twenty-five years) 
lease has 44% years to run. Present 
stock approximately forty thousand 


dollars, can be reduced to su-t pur- 
chaser. Terms cash. Communicate 
with owner. Address Box G-59, 


care HarDWARE AcE, New York. 





FOR SALE—A one aly as 
DATE HARDWARE CK, 
AND THREE | STORY 


FIXTURES 

BUILDING LOCA IN A 
CITY OF 30,000 POPULATION. 
A . MANUFACTU 


ABOUT $78,000. GOOD _ REA- 
SONS FOR SELLING. ADDRESS 
BOX G-60, CARE HARDWARE 


AGE, NEW YORK 





Wanted to buy a general hard- 
ware store. Two young men look. 
ing for established business. FEast- 
ern States only. Address Box a 62, 
care Harpware Ace, New Yor 





FOR SALE—Hardware store con- 
sisting of builders’ hardware, fac- 
tory supplies, automobile accessories, 
paints and all kinds of shelf hard- 
ware. Established 1893 on a main 
thoroughfare, Brooklyn, N. Y. Four 
show windows. The buildings can 
be purchased or leased for a long 
term. Address Box G-63, care 
Harpware Ace, New York. 





FOR SALE—A $60,000.00 stock 
of general hardware, mill supplies, 
paints and sporting goods. Locat 
in Northern Michigan. Or will sell 
substantial interest to parties com- 


petent to successfully manage a 
wholesale and retail business. 
dress Box G-65, care HarpDWARE 


Ace, New York. 











WANTED 


Gas Range Salesman 


Experienced Salesman who 
knows the Dealer and Jobber 
Trade in Texas and Califor- 
nia, and who is capable of 
handling big business is 
wanted by an Eastern Manu- 
facturer of a complete line 
of Standard Gas Ranges and 
Appliances. The line is es- 
tablished in the territory. 
Give full particulars and ref- 
erences in your first letter. 


Address Box G 64, care 
HARDWARE AGE, New York 














Wanted—Experienced and_ ener- 
getic salesman who can handle suc- 
cessfully both inside and _ outside 
sales. Also salesman with experi- 
ence in window trimming and stock 
display. We want men who can 
deliver profits. State age, experi- 
ence, references and salary expected 
in first letter. Address Box G-52, 
care Harpware AcE, New York. 





Well known manufacturer of 
locks and builders’ hardware re- 
quires an experienced salesman and 
business getter. Must be acquainted 
with builders and architects. Excel- 
lent opportunity. Address Box G- 
56, care Harpware Ace, New York. 





Salesmen for New York City to 
sell finishing hardware direct to the 
builders. Do not apply unless you 
have had similar experience and 
can take quantities from plans and 
estimate. No me oped will be 
considered unless full experience and 
references are given. Good per- 
manent position to the right man. 
Salary or commission basis. Ad- 
dress Box’ G-53, care HARDWARE 
Ace, New York. 





Wanted—By a large progressive 
Hardware Store located in nn- 
ecticut. An experienced hardware 
man from 25 to 40 years of age. 
Must be honest, alert and willin 
work. State age, experience, sa me 
expected and references. Address 
—- -57, care HArpware Ace, New 

ork. 









Pruner 
Head 


No. 1 





Tree Trimmers 


and 16 Ft. Lengths 


The rod connecting knife lever and handle 
lever crosses 
pound leverage, but equalizing working strains 
and preventing warping of the pole. Cutting 
head easily trims 1% branches. Like all 
Rartlett Compound Lever Products, — of 
the best material. Write for Catalog, Prices 

and Discounts. 


BARTLETT MFG. CO. 
430 E. Lafayette Ave., Detroit, Mich. 


BARTLETT 


Stay Straight 
6, 8, 10, 12, 14 


the pole, not only giving com- 











Wanted—Experienced Salesmen to 
handle patented garden implement, 
Liberal Commissions. State experi- 
ence, age, territory now covered, 
etc. Address Box 156, care Harp- 
WARE AcE, 1420 Widener Bldg., 
Philadelphia, Pa. 





Positions Wanted 





Position wanted by. a Hardware 
man experienced in the following 


lines: Builders’ Hardware, Mill. 
Factory and Contractors Supplies. 
Pipe, Fittings, Tools. and general 


Hardware. Address Box G-30, care 
Harpware Ace, New York. 





A young man 23 years of , age, 
married, who has had 5 years’ ex- 
perience in the hardware business 
desires connections with a reliable 
firm in the West. Address 
a care Harpware Ace, New 

ork. 


Salesman: I have. successfully 
sold standard merchandise to jobbers 
and retailers for many years, In- 
timately acquainted with trade in 
New York State. Am anxious to 
make a change and can produce re- 
sults on any quality line. Address 





Box G-51, care Harpware Acz, New 
York. 
Young man, 25, single, wishes 


position with live hardware concern. 
Experienced in wholesale and _ re- 
tail, builders and shelf hardware. 
Licensed radio expert with eight 
years’ experience in all branches. 
Capable of buying, selling, merchan- 
dising or managing. Present em- 


ployers liquidating. Address Box 
G- ~ care Harpware AcE, New 
or 





Writer-Salesman. Conventions are 
over and you have added numerous 
prospects to your mailing list. How 
are you going about making them 
customers? ow more than ever 
you feel the need for a versatile 
sales promotion man who can help 
you cash in on the interest your line 
attracted. As I am seeking a per- 
manent position where my ability to 
write persuasive sales letters and 
prepare catalogs, circulars and fold- 
ers can be utilized, why not let me 
hear from you? Hugh V. Felbeck, 
257 W. 92nd St., New York. 








MAN THIRTY-EIGHT YEARS 
OLD AND MARRIED WISHES 
POSITION AS MANAGER AND 
BUYER FOR WHOLESALE AND 
PAE eee Se CONCERN 

FERING OD 

TWENTY YEARS’ EXPERIENCE 
IN GENERAL HARDWARE, 
MILL SUPPLIES, PAINT 

HOUSEFURNISHINGS A N D 
SPORTING GOODS. CAPACITY 
AS MANAGER AND BUYER 
FOR PAST TEN YEARS. 
DRESS BOX G-61, CARE HARD. 
WARE AGE, NEW YORK. 


Sales Accounts Wanted 


SALES ACCOUNTS WANTED 


To the manufacturer who is 
seeking sales to the Hardware 
jobbing trade, we have a 
unique service to offer. 

As a firm of sales agents, with 
warehouse facilities, we have 
been established better than 50 
years 


We travel New York, Penn- 
sylvania, Ohio, Indiana, Mich- 
igan, Ohio River territory and 
from Chicago west to the Rocky 
Mountains. 

4 mail we, solicit and ae 
wit practicall every genera 
jobbing house 3a the U. S. A. 

We can give sales service to 
additional first class lines. 

Address Box G-38, 
care Harpware Acez, New York. 























Manufacturers representative, 
with New York office and _ estab- 
lished trade, calling on the whole- 

e hardware, automobile, house- 
furnishi exporters and 5 and 10 
cent syn icates, desires to connect 
with reliable manufacturer of hard- 
ware or kindred lines for the New 
York City territory on commission 
basis. dress Box G-42, care 
Harpware Ace, New York. 














March 13, 1924 


HARDWARE AGE 
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Sales Accounts Wanted 


Sales Accounts Wanted | 





Salesman with headquarters in 
Houston calling on General Store 
‘ trade in East and Central Texas 
wants line of Glassware on Com- 
mission. Address D, 114 Milam 
St., Houston, Texas. 





Manufacturers’ Agent with 10 
years experience calling on hard- 
ware and house-furnishing trade 
desires an additional line for New 
England. Address Box G-58, care 
Harpware Ace, New York. 


LIVE HARDWARE DEAL- 





It is the business ally of the 
r service to you. 


Experienced Manufacturer’s Rep- 
resentatives are interested in secur- 
ig additional accounts on Tools and 
Builders Hardware. Middle West 
territory. Consideration given to 
lines of high-character. Offer agres- 
sive representation in covering ter- 
ritory regularly and closely. Ware- 
house facilities. References fur- 
nished. ddress Box G-55, care 
Harpware Ace, New York. 











Manufacturers’ Agent calling on 
hardware, department stores, DF a 
industrial plants, in Illinois 
correspondence from monelienaene 
of tools, hardware and wire special- 
ties, and kindred lines desiring 
representation on commission basis. 
Address Box G-54, care HarpWware 
Ace, New York. 





Sales Representatives 
Wanted 





Salesmen desiring excellent side 
line for hardware trade, secure cur 
etary: 7g of popular line of 5-25c 

aucet-Fit Water Filters. Give par- 
ticulars, age, experience, lines now 
seld and territory covered. Faucet- 
Fit Filter Mfg. Co., Malden, Mass. 





Exclusive representatives or sales- 
men wanted to call on the bard- 
ware or plumbers supply trade with 
a fast — line of quality, hand 
forged tools. As we are manufac- 
turers and it’s an established line, 
we offer attractive commissions. 
Territories will be prot Give 
full yk gel age, etc, Address 
Box 9, ARDWARE AGE, 
New Yor 


Wanted—Commission salesmen in 
the various states to handle as side 
line the Keil Burglar Jimmy Proof 
Lock and Cylinder Night tches. 
Our regular line might later be 
added to satisfactory connections. 
Write, stating territory exclusively 
and regularly covered and _ such 
other particulars as might be deem. 
ed essential. Francis Keil & Son, 
Inc., 401-425 East 163rd Street, 
New York. 








HARDWARE AGE 
“DEPENDABLE 
WANT ADS.” 

Let Us Help You Word 
Your “‘Want.”’ 









March 13. 1924 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 




























































































































































































































































































12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 35 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 




































































































































































































































































Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 


CORTLAND, NEW YORK, U. S. A. 
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YOUR STORAGE SPACE _— 
— 15 Real Money Worth Saving 





Uou Can Save Space if your a 
Stock 1s Sterling ‘and here is the reason. 


One Size and Style Wheel is used onall 
Sterling Barrows. One ‘Type of Legis 
used on all Wood Handle Barrows. 
One Type of feg is used on all Steel- 
Handle Barrows. One size and grade 
of Hard Maple Handle for all styles. 
One weight of Tubing for all Metal Handles 
All Tray Holes are punched equa-distant. 
Complete interchange of parts 
With this Scientific Constructior 

your Wheelbarrow Stock occupies the 
Minimum of Space. Youcan furnish 


a Complete Line comprised of very, 
few — Parts 











lO Different Styles 
may be assembled fron 
“ these parts + 
™S 
STAYS 


Handles 
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HARDWARE AGE 





AIR TIGHT WOOD HEATERS 


30 STYLES 
and SIZES 


SEND FOR NEW CATALOG 


Manutactured by 
E HUENEFELD CO. 
CINCINNATI, O. 


























